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REINSURANCE EXCLUSIVELY 


Surely 
Marine ° AMlied Sines 


COMPLETE AMERICAN PROTECTION 


COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 


ERE IS YOUR OPPORTUNITY to secure an unusual 
agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group for 


further information. 


AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 
mission Contracts. 


MOBILE HOME Agents 


The St. Louis Insurance Group offers attrac- 


tive Agency Commission Agreements for Fire, 
~~ Theft, Combined Additional Coverage, Vendors 


Single Interest and Collision on Mobile Homes. 
CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing 


ST. LOUIS INSURANCE GROUP 4 4 


WASHINGTON FIRE AND MARINE INS. CO. ST. LOUIS FIRE AND MARINE INS. CO. 
MIDWESTERN FIRE AND MARINE INS. CO. THE INSURANCE COMPANY OF ST. LOUIS 


4144 LINDELL BLVD. OLIVE 2-2000 ST. LOUIS 8, MO 
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Insurance Stocks 


Over-the-counter Market 
Furnished through the courtesy of The First Boston Corporation 
1959 Range Bid Price 


Fire and Casualty Companies High Low 9/30/59 
Aetna Casualty 200 164 169 
Aetna Insurance 62 63 
Agricultural Insurance 40'/, 27'/2 28 
American Equitable Assurance 465 38'/, 
American Home Assurance 43 33'/2 39 
American Insurance 32'/g 23% 25 
American Re-Insurance (A) 48'/4 33'/2 4) 
American Surety (C) 21 18'/2 19% 
Bankers & Shippers Insurance 69'/2 53 53 
Boston Insurance 36'/2 30'/2 30'/, 
Camden Fire Insurance 38'/, 33'/2 
Continental Casualty 110 | 
Continental Insurance (G) 60 46'/4 49 
Employers Group Associates 80 62 65 
Employers Reinsurance 58'/4 45'/2 48 
Federal Insurance 70 58\/, 
Fidelity & Deposit Co. of Md. (H) 62'/2 42% 45'/2 
Fireman's Fund Insurance 63 
General Reinsurance 89'/2 70'/ 85 
Glens Falls Insurance 403, 28'/2 
Globe & Republic Insurance 24% 18'/2 19 
Great American Insurance % 
Hanover Insurance 46'/, 35'/2 37'/2 
Hartford Fire Insurance 207 168 173 
Hartford Steam Boiler Insp. & Ins. (B) 108 83'/, 85 
Home Insurance Company 56% 4% 47'\/2 
Insurance Company of North America 147 116 118 
Jersey Insurance Co. of N. Y 43 30 31 
Kansas City Fire & Marine Insurance 28'/2 23 23 
Maryland Casualty 43'/2 31% 32% 
Massachusetts Bonding & Insurance 40'/, 29/2 30% 
Massachusetts Protective Association 77 bt 64 
Merchants Fire Assurance (1) 30 31 
Merchants & Manufacturers Insurance 1634 11% 11% 
National Fire Insurance 140 110 129 
National Union Fire insurance 4634 37 37'/2 
New Amsterdam Casualty 43%, 433, 
New Hampshire Insurance 50'/2 40 40'/, 
New York Fire Insurance 3734 31 31'/2 
North River Insurance 45\/4 % % 
Northeastern Insurance 17% 11% 1334 
Northern Insurance 52% 39% 40 
Northwestern National Insurance 115 9S 98 
Ohio Casualty Insurance % 24/4 30 
Old Republic Insurance 18'/, 13'/2 
Pacific Indemnity 75'/2 58'/2 
Pacific Insurance 69/2 52 52 
Peerless Insurance 21 22'/2 
Phoenix Insurance 


Providence Washington Insurance 


Providence Washington Insurance, Pfd 43 37 37 
Reinsurance Corporation of New York 23'/4 7 19/2 
Reliance Insurance 54 4\ 44 
St. Louis Insurance ''B 21 17 19 
St. Paul Fire & Marine Insurance 


Seaboard Surety (A) (K) 


Security Insurance 4844 33 42 
Springfield Fire & Marine Insurance 37 28 793, 
Springfield Fire & Marine Insurance, Pfd wi 101 102 

Standard Accident Insurance 633, 52 $3 

U. S. Fidelity & Guaranty (L) 42\/4 33 33%, 
U.S. Fire Insurance 4% 27\%4 27\4 
Westchester Fire Insurance 344 27 27\/4 


Life Companies 

Aetna Life 

American National Life 

Bankers National Life (M) 
Business Men's Assurance 
California-Western States Life (G) 


122 100 113 
Commonwealth Life (Louisville) (A) 23% 16 2034 
Connecticut General Life 393 312 340 
Continental Assurance (A) 176 135 146 
Franklin Life 85'/, 673, 
Government Employees Life (|) 85 53/2 67 
Gulf Life 30'/, 21% 22 
Jefferson Standard Life 97 BI'/2 92 
Kansas City Life 1660 1440 1440 
Liberty National Life (A) 


70 38 60 
Life & Casualty 
Life Insurance Company of V rginia (C) 


60 48,49, 
Lincoln National Life 256 192 220 
Massachusetts Indemnity & Life 58'/, 39 40 
Monumental Life 77 ss 5 
National Life & Accident 126 105 110'/, 
North American Life (Chicago) (D) 


- 2 15'/> 153 
Philadelphia Life (E) is 


743 

Republic National Life 3 
Southland Life (B) 109 8! 
Southwestern Life 189 136 143 
Travelers 101'/, 80 8S 
United States Life UA 383, 39 
West Coast Life 46 % 42 
(A) Adjusted for 25% stock dividend : 


(B) Adjusted for 33',% stock dividend 
(C) Adjusted for 4% stock dividend 
(D) Adjusted for 5% stock dividend 

(E) Adjusted for 20% stock dividend 
(G) Adjusted for 10% stock dividend 

(H) Adjusted for 2 for | split and 122% stock dividend 
(1) Adjusted for 100% stock dividend 

(K) Adjusted for 2 for | split 

(L) Adjusted for 2 for | split and 10% stock dividend 
(M) Adjusted for 7!,% stock dividend 
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“s 4686 6 8 © 68 6 
1958 1959 
End of 30 Fire 30 *500 30Fire 30 *500 
Month & Cas. Life Stocks & Cas. Life Stocks 
January ..... 28.3 144.0 41.7 37.5 191.5 55.4 
February .... 28.7 142.3 40.8 37.8 186.3 55.4 
March ...... 29.0 142.6 42.1 37.3 184.5 55.4 
peor 29.2 142.3 43.4 37.5 188.7 57.6 
May 29.1 146.2 44.! 36.5 183.4 58.7 
June . 29.8 147.8 45.2 35.2 180.3 58.5 
July 30.5 159.2 47.2 37.2 198.0 60.5 
August 30.7 160.9 47.8 36.6 198.4 59.6 
September 30.6 163.0 50.1 33.9 187.0 56.9 
October ... 33.2 170.7 51.3 
November ... 34.4 187.8 52.5. 
December : 36.7 191.0 52.5' 


Index base for the three above, 1941-43 = 10. ' ; 
* Standard & Poor’s daily stock price index of 425 industrial, 25 railroad 
and 50 public utility stocks combined. 
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Avg. Aug. Avg. Aug. 
1939 1959 1939 1959 
Boston 210 736 Minneapolis 202 676 
New York 219 769 Kansas City 209 645 
Buffalo 205 749 St. Louis 208 690 
Baltimore 198 716 Atlanta 186 771 
Philadelphia 196 688 Dallas 171 628 
Pittsburgh 219 699 New Orleans 194 712 
Cincinnati 209 691 Denver 195 626 
Cleveland 206 707 Seattle 196 692 
Chicago 205 655 San Francisco 183 659 
Indianapolis 206 698 Los Angeles 167 687 
Detroit 208 738 — 
Milwaukee 209 735 National Average 200 709 


This index (1918 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system. etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 

and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished courtesy of the American Appraisal Com 
pany. 
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Best’s Stock Index 
» 
959 Range Bid Price — 
High Low 9/30/59 
305 21 247 
i 12% 8% 
4 283, 214% 


What does your 
data processing 
actually cost? 


I. most organizations (small or large), 
the cost is in general overhead. It pays 
to find out frue cost. Today's average 
net profit is so low it may take $40.00 
or more in sales to pay for each over- 


head dollar. 


There is a reliable way to establish a 
cost criterion for data processing re- 
quirements in your company—punched 
card tabulation, special machine work, 
or programming and utilization of a 
large electronic computer . . . call us. 
We cordially invite comparison of R&S costs and results 
with your frve internal costs and performances—it may prove 
interesting. 


Chances are you will gain by using R & S services because data 
processing is our business. We have the equipment, machine 
efficiency and technical skill. Besides, the work habits of the 
R&S staff are hard to duplicate. 


R&S services are flexible, we can create systems and pro- 
cedures to suit the needs of a company, large or small. And, 
the figures we quote for an assignment are guaranteed—the 
results assured. 


May we have a representative call? Simply write Dept. B 


RECORDING STATISTICAL CORPORATION 


Operating a nationwide system of regional service bureaus for data processing 
Executive Offices: 176 Broadway * New York 38, N. Y. 


NEW YORK: 100 SIXTH AVENUE, NEW YORK 13, N. Y. WOrth 6-2700 
BOSTON: 566 ATLANTIC AVENUE, BOSTON 5, MASS. Liberty 2-5365 
CHICAGO: 223 WEST JACKSON BOULEVARD, CHICAGO 6, ILL. HArrison 7-7357 
SAN FRANCISCO: 560 SACRAMENTO STREET, SAN FRANCISCO 11, CAL. EXbrook 2-434] 
MONTREAL: 407 McGILL STREET, MONTREAL, CANADA. Victor 2-3831 
NATION-WIDE SERVICE TORONTO: 439 WELLINGTON STREET, WEST, TORONTO, CANADA. EMpire 3-4951 
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keyed to the 
same goals... 


...to win attention through 
extensive national and 
local advertising ...to build 
recognition and appreciation 
for the important role of the 
independent agent in 
providing quality insurance 
protection and personal service. 


ETNA CASUALTY & SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


Agency 
Building 
is our 
Business 


Affiliated with Atna Life Insurance Company, Hartford 15, Connecticut 
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Arthur Snyder 
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Joseph P. Byrne 
Andrew J. Gavey 
Thomas J. Lewis 
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Licensed 
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Merged 


Admitted 


Admitted 


Examined 


Anniston, Ala. 
Omaha, Neb. 
New York, N. Y. 


Seattle, Wash. 


New York, N. Y. 


Miami, Fla. 


Ft. Wayne, Ind. 
Dubuque, lowa 
Omaha, Nebr. 
Glastonbury, Conn. 
Montpelier, Vt. 


Orlando, Fla 
Lansing, Michigan 
Atlanta, Ga 
Augusta, Ga. 


Los Angeles, Calif. 


Erie, Pa. 
Madison, Wis. 
T sa Okla. 


Knoxville, Tenn. 


Jowagiac, Michigan 
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NEW JERSEY Admitted 
Security Title Guarantee Corp. of Baltimore Baltimore, Md 
Withdrew 
Fidelity-Phenix Fire Ins. Co. of N. Y. New York, N. Y 
Northwestern Fire & Marine Ins. Co. Minneapo Minn 
NEW MEXICO Examined 
Mt. States Mut. Casualty Co. Albuquerque, N. M. 
Western Farm Bureau Mut. Ins. Co. Las Cruces, N. M 
NEVADA Admitted 
American Equitable Assurance Cc New York, N. Y. 
Rocky Mt. Fire & Casualty C eatt Wash 
Universal Surety C Lincoln, Ne 
NEW YORK Licensed 
North American Accident ins. Co. New York, N. Y 
Merged 
Fidelity-Phonix Fire Ins. Co. of New Yor 
with and 
Continental! Ins. Co. New York, N. Y. 
Examined 
Cherry Valley, Roseboom and Westford and Otsego County 
Cooperative Ins. Co Cherry Valley, N. Y 
The Fidelity & Casualty C ¥ 
Otsego County Patrons Cooperative Fire Relief 
Assn. Schene N.Y 
The Schoharie & Schenectady Counties Farmers’ Mut 
Fire Ins. Assn. Esperance, N. Y. 
Sterling Fire Ins. C Coblesk N.Y. 
Surety Cooperative Fire Ins. C Horn N.Y. 


The Westchester and Putnam Patrons Fire Relief 


Assn. Mohegan Lake, N. Y. 
NORTH DAKOTA Admitted 
Carriers Ins. Exchange Des Moine lowa 
Mortgage Guaranty Ins. Corr Milwaukee, W 
OHIO Merged 
Fidelity-Phenix Fire Ins. C New York, N. Y 
with and into 
ntinental Ins New York N.Y 
Withdrew 
Mid-Union Indemnity C Elgin, | 
Planet Ins. Co. Detroit, Mich 
Pub Natl. Ins. Co. Miami. Fla 
Examined 
Ma hester In & Indemn ty Cc Cincinnat Oh 
Selec tive Ins. C Cincinnati, Oh 
PENNSYLVANIA Admitted 
Transport Indemnity C Los Angeles, Calif 
Examined 
Lititz Mut. Ins. C Lititz. Pa 
State Mercantile Mut. Fire Ins. C Pittsburgh. Pa 
State-Security Ins. C ttsburgh, Pa 
SOUTH CAROLINA Admitted 
Ford Service Ins. Exch Tampa, F Ja 
Inter-County Title Guar. & Mort. Co. Floral Park, New York 
Market Mer s Mutua Ins ¢ Milwaukee Ww 
Producers Fire & Cas. Co Mesa, Ar : 
Examined 
Aaent Mutual Fire and Casualty 
TEXAS Admitted 
Comn and Ind y New York, N 
State Fire & Casualty C Miami, Fla 
UTAH Admitted 
Arrowhead Ins. C Los Angeles, Ca 
Mortasae Guaranty ins. Corn Milwaukee, W 
VIRGINIA Admitted 
Paramount Underwriters Dept. of the Pacific Natl. 
Fire Ins. C San Fran Ca 
WASHINGTON Admitted 
Boston Indemnity B M 
Merged 
Paramount F | 
with and into 
Pacific Nationa! Fire Ins. C San Francisco, Calif 
R ky Mt. Fir In S Great Fa s, Ind 
w +h 
Maytlower Ins Excha Seattle, Wa 
g ky M+. F & Ca alty C Seat+ Wa 
nued pa 173 
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Desk work got you tied down ? 


Just S-O-S for the Man from “Ag”... 
the company that’s Strong On Service! 


If routine paper work has you spending too much 
time on your problems — and not enough on your 


clients — get in touch with the “Ag” Man. 


Because he works closely with many different agents. 
the “Ag™ Man is in a unique position to learn the 
important “ins” and “outs” of agency procedure. 
He can often suggest ways to eliminate needless 
detail, and afford you valuable extra time for your 
clients and prospects. 


griculftral 
Insurance 


Wetertowe 


For a Winning Combination TEAM UP with “AG”! 


For the kind of help that ean lighten your work load, 
and fatten your pay load, SOS for the Man from 


Ag”... the Company that’s Strong On Service. 


Mail Coupon today for Complete ~Ag™ Story 


The Agricultural Insurance Co., 
Watertown, N.Y. 


Dept. B-1059 


As a quality agent, I could be interested in teaming up 
with a quality company. Let's have the details without 
obligation. 


Name 
Firm Name 
Address 


City & State 
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_ is ripe to boost your volume by giving your clients what they want: credit. : 
_ And CAP—The Fund’s flexible new Credit Account Plans—is the answer! — 


Your insureds can use TIM K to spread out premium pay- 


- ments. It means they get proper protection without big lump-sum premiums. 


CAP Agreements, simple to prepare, save 7 l M K for you, 


and with CAP you can virtually forget about accounting and collections. 


Take T l M K toreview the CAP Kit with your fieldman 


_ from The Fund. Capitalize on CAP! 


CREDIT 


ACCOUNT 
PLANS 
SORRY. NOT YET AVAILABLE IN AND VIRGINIA. 


TiMe/CAPITAL OPPORTUNITY FOR PROFESSIONAL PRODUCERS _ 


: 
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| | 
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eee Financial laws 
and the requirements of finance or- 
ganizations and 
made insurance protection a neces- 
sity for a large number of Ameri- 
cans. As tar as these people are 
concerned, insurance is bought, not 
sold, and for them particularly The 
Cost Factor is important. Competi- 
tion tends to keep the amount 
charged the policyholder at a mini- 
mum consistent with profitable op- 
erations, so it is of interest to see the 


responsibility 


mortgagors have 


differences in the operating expenses 
of the various types of carriers. Such 
an investigation is on page 14. It is 
a current revision of an address de- 
livered by Chester M. Kellogg be 
fore the North Central C.PLC.U. 
Institute. 


eee (Often procedures connected 
with fire insurance have more his- 
torical than scientific foundation, a 
fact which has led to conjecture on 
the possibilities of negotiating fire in- 
surance in a more standardized and 
efficient manner. this 
study of problems in this area ap- 
pears under the title Actuarial Prob- 
lems of Property Insurance. An 
ever-present difficulty in the setting 


issue, a 


of fire insurance rates is the diversity 
in factors of construc 
tion, size, and protection. Individual 
fire insurance rates are often deter- 
mined on a judgment basis rather 
than upon a constant standard of 
classification. A plan of simplified 
classification is put forward on page 
20 under which each rate could have 


occupancy, 


its own justification, and proposals 
are made for reducing the judgment 
element in schedule rating of more 
complicated risks. 
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eee Nobody living in the United 
States would argue against the need 
for traffie regulations, and people 
approve enthusiastically when these 
laws enforced somebody 


are on 


else. The motorist's attitude of re- 
sentment towards trafhe regulations 
as an “infringement of personal lib 
erty” results in a great deal of un 
happiness ; even more unfortunate, it 
causes a great many accidents on 
the streets and highways. In a vig 
orously outspoken article beginning 
on page 71, Dr. J. M. MeClamroch 


takes a stand in favor of the stricter 


enforcement of traffic laws as a 
means toward public safety and 
health. Sick Transit, Gorier Mon- 


day offers a number of discerning 
comments on the public attitude to 
ward highway regulations 


eee The coming vears will be ones 
of increased competition in the in- 
surance industry. It may be that the 
main casualties of the fight for a 
larger part of the market will not be 
the direct participants, the giant old 

line companies and the independents, 
but the smaller companies on the 
sidelines. Our author on page 8&1 
predicts that One Out of Three of 
the present companies will have dis- 
appeared from the scene during the 
next ten vears. In his article he pre- 
sents the factors which he believes 
will bring this about and sketches 
a picture of tomorrow's market. For 
one thing he describes the effect on 
insurance of the present trend from 
a product economy towards a service 
economy. He outlines the results of 
a continuation of this trend on acci- 
dent and health, automobile and fire 


insurance, and notes where the pos 
sibilities of growth lie in each. 


eee \ost are the 
human carelessness and ignorance. 
The number of fires occurring in 
commercial 


fires result of 


each 
which could have been prevented by 


buildings year 
care and forethought illustrates this 
fact more than amply. These fires 
cause innumerable thousands of dol- 
lars’ worth of damage, besides bring- 
ing death, crippling, and heartache 
It is the job 
of the fire protection engineer to 


to thousands ot people 


inspect and analyze conditions, and 
to make recommendations to build 
ing Owners concerning improvement 
of their properties as insurance risks 
through better precautionary meas 
ures against fire. Working in coop 
eration with the 
writer, the engineer 
public service as well as a service 


insurance under 


performs a 


to his company in Underwriting the 
Commercial Risk to tire prevention 
The article on page 91 deals with the 
fundamentals of successful fire un 
derwriting. 


eee The cost of sickness is increas 
ing yearly for a number of reasons 
Inflation has had its effects, as well 
as the increased quality of medical 
care which has been made available 
to the public, and there have been 
many other minor contributing fac- 
tors. Most individuals 
are unable to pay the cost of being 


nowadays 


sick out of their own incomes. so 
that there is a definite need for pro- 
tection with some form of medical 
care insurance; without it, 
serious illness could bring financial 


a long, 


ruin. The article on page 97 deals 
with the many reasons Why Major 
Vedical Expense Insurance is neces 
sary today, and discusses some ideas 
which may be helpful in selling it. 


It is with the deepest regret that 
we record the death of our Special 
Representative in Pennsylvania, 
Arthur A. Eberle, who passed away 
suddenly September 29. Art 
joined the Alfred M. Best Company 
in February 1953. He enjoyed great 
popularity and will be missed by his 
host of friends. 
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N SUBMITTING the attached Statements relating to the 
hen business transacted by Underwriting Mem- 
bers of Lloyd’s during the year 1958 the Committee of 
Lloyd’s desire to make the following observations 
thereon: 

(1) The Accounts of Lloyd’s Underwriters are drawn 
up in accordance with the forms prescribed in Statutory 
Instruments 1950 No. 533 under which the business 
underwritten in each year is the subject of a separate 
Account which is not closed until the end of Year 3 in 
respect of the operations of Year 1. 

(2 


The Statements in the prescribed forms for the 
vear ended 31st December, 1958 include the figures 
relating to the insurance business transacted during 
Years 1, 2 and 3 of the 1956 Account, Years 1 and 2 of 
the 1957 Account and Year 1 of the 1958 Account. The 
Underwriting Accounts for the years 1957 and 1958 wilf 
remain open until 3lst December, 1959 and 31st De- 


cember, 1960, respectively. 
(3) A considerable volume of premium will be = re- 
ceived in Years 2 and 3 of the 1958 Account, and 
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LONDON LLOYD'S 1958 REPORTS 
(In Pounds Sterling) 


further premiums will also be received in Year 3 of the 
1957 Account. The balances carried forward at 3lst 
December, 1958 on the 1957 and 1958 Accounts will 
largely be disbursed in the settlement of claims in the 
years during which these Accounts remain open. 

(4) In view of the position referred to in paragraph 
(3) it will not be possible to ascertain the final results 
of the 1957 and 1958 Accounts until they are closed at 
the end of Year 3 of each Account. 

(5) For the purpose of compiling the Statements all 
foreign currency premiums and claims (excluding those 
received and paid in United States and Canadian Dol- 
lars) have been converted into sterling at the prevailing 
rates of exchange. In the case of premiums received 
and claims paid in United States and Canadian Dollars, 
the following rates of exchange have been adopted: 


UU. Can. $ 
1956 Account 2.80 2.67 ) 
1957 Account 2.81 2.765) to the £ 
1958 Account 2.80 2.70 ) 


Under 
\ccount Premiums Claims Expenses Balance Syndicates writers 
Life Assurance 
1956 51,115 26,175 3,985 ?? 398 3 16 
1957 67,228 34,527 3,503 30),37 3 17 
1958 OF,883 19,064 3,523 2,78 3 18 
* Motor Vehicle 
1956 8,689,481 6,546,640 883,171 1,387,299 20 1,061 
1957 9,869,041 5,578,868 885,962 3,572,951 21 1,101 
1958 10,880.740 2,054,820 1,024,071 7.844.574 21 1/241 
Marine Aviation and Transit 
1956 110,161,050 107,257,547 2 764,316 2,135,998 177 3,922 
1957 117,932,732 60,300,888 2.617.265 56,626,657 184 4,076 
1958 83,286,676 22,718,096 2,525,341 58,171,448 185 4,208 
Other Business Except Long Term 
1956 132,111,967 128,399,760 2,609,412 2,116,591 4,030 
1957 146,036,638 75,328,441 2,468,513 68,738,557 95 4,158 
1958 97,912,116 28,079,712 2,297,909 67,276,164 O4 4.323 
Composite of Above Figures 

1956 251,013,613 242,230,122 6,260,884 5,662,286 

1957 273,905,039 141,242,724 5,975,243 128,968,538 

1958 192,144,415 52,871,692 


1 and Northern Ireland, other than rein 


5,850,844 133,334,971 


ZEALAND 


INSURANCE COMPANY LIMITED 


Salt Lake City 
San Diego 


San Joes 
Seattle 


United States Head Office: San Francisco 
‘Serving the WEST since 1875 
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A. 


win 


Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 


The early history of publishing in 
New England is a saga of patriots relying 
on the printed word on the one hand, and 
the flintlock rifle on the other, to defend 
the principles in which they believed. This 
same sense of dedication to the principles of 
the American Agency System today guides 
the Peerless Insurance Company in providing 
modern multiple-line coverages in the 
Bond, Fire, Accident & Health,and Casualty fields. 


PEERLESS 
Insurance 


v od 


A Multiple Line Company K 


New ni 


_ FIGURES in the mutual fire and casualty 
field are subject to easy misinterpretation because 
of the wide differences in size of carriers, classes of 
business underwritten and plans of operation followed. 
Moreover, as a number of mutual carriers do not file 
complete semi-annual figures it is difficult to obtain a 
representative group. For example, two of the compan- 
ies included in this study write nearly as much business 
as the other thirty companies. Thus their results weigh 
very heavily in the averages. 

For the thirty-two mutual companies included in this 
study, premium volume advanced nearly 13% as against 
a rise of 7% in the stock company field. Part of this 
more rapid rise in the mutual field reflects higher rates 
on automobile business billed on a six months basis. 
The combined loss and expense ratio of 92.4% for the 
first half of 1959 was two points lower than for the first 
half of 1958. This improvement in underwriting experi- 
ence approximately parallels the improvement reported 
in the stock company field. Unearned premiums ad- 
vanced &'.% and loss reserves were up 6°. Assets 
were 6° higher and policyholders’ surplus advanced 
5% in the first half of the year. 

Individual figures for the thirty-two mutual fire and 
casualty companies as of June 30, 1958, December 31, 
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Mutual Semi-Annual Experience 


1958 and June 30, 1959 appeared in the August 31, 1959 
issue of Best's Weekly News Digest. A limited number 
of these digests are available to those interested in the 
individual company figures. 


32 MUTUAL FIRE AND CASUALTY COMPANIES 
(All figures in thousands) 
6/30/58 12/31/58 6/30/59 

Total Admitted Assets $1,424,676 $1,538,043 $1,630,593 
Policyholders’ Surplus 393,356 431,854 454,749 
Conditional Surplus Funds 44,313 58,495 73,698 
Case Loss Reserves 448,663 490,488 518,206 
Unearned Premiums 478,639 481,331 521,755 
Net Premiums Written 548.817 1,102,619 619,025 
Net Premiums Earned 514,156 1,065,876 578,593 
Loss Ratio * 68.4 67.3 67.3 
Expense Ratio ** 26.0 27.7 25.1 
Combined Loss & Expense 

Ratio 94.4 95.0 92.4 
Underwriting P. or L. 15,274 51,947 27,171 
Net Investment Income 17,629 36,383 19,971 
Other Investment Gains 14,947 41,535 22,091 
Federal Taxes Incurred 5,820 11,681 6311 
Dividends Declared 23,564 47,784 24,216 

* Losses and loss adjustment expenses incurred ¢ 

arned ** Expen urred 4 
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the factor 


ARLIER THIS YEAR U7. S. News ¢* World Report 
eet a study under the title, “The Changing 
Mood of America.” A staff team toured our cities and 
byways, listening to people in all walks of life. When 
they compared notes thes concluded that the mood of 
America is going through a broad change—away from 
worry about war, recession, the space race with Russia 
and toward a growing concern with personal affairs. 


Personal Problems 


They found that personal problems everywhere are 
the overriding interest and worry—taxes, debts, how to 
make ends meet, what will happen if a wife has to quit 
working. Person after person, asked what his biggest 
worry was, said simply, “Money” or “Making ends 
meet.” [tis a worry that cuts across all income groups, 
all occupations and all ages. 

This strong underlying mood in America has special 
significance to insurance. People just don't look for- 
ward with anticipation or joy to the purchase of insur- 
ance as they often do to the purchase of a new car, TV 
set or appliance. Insurance is often a matter of compul- 
sion, a necessary evil, an unwanted expense. Insurance 
commissioners seem fully aware of the growing cost 
consciousness of the general public and it is often more 
difficult to secure adequate rate increases where needed. 

Based on the jump in insured cars following the 
passage of automobile financial responsibility legislation, 
possibly as much as two-thirds of the automobile bodily 
injury and property damage lability business (more 
than $2 billion) is bought because of such laws. Con- 
sidering the number of automobiles purchased on an 
installment basis, something over $1 billion of auto phy- 
sical damage is purchased to protect the interests of 
finance companies or other lending institutions. A very 
substantial amount. of and extended coverage is 
bought to protect mortgage holders and it is often dif- 
ficult to sell enough additional coverage to protect the 
homeowner's own equity in the property. 
segment 
hought. 


fire 


To a large 
not sold, it is 
Phis part of the market may be characterized 
as very cost conscious 


of the market, insurance is 


Because of Price 


\ nationwide survey made a few years ago by the 
Kemper Group disclosed that 60° of polievholders in 
non-agency compames bought because of price. Among 
those placing business through an ageney, 70% did so 
through personal friendship or on the recommendation 
of a friend, while only 7°: were the result of solicitation. 
Cost is very definitely a factor, and an increasingly im- 
portant one, affecting the public acceptance of insurance. 
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Insurance costs are set primarily by rating organiza- 
tions, with the approval of state insurance departments, 
based on underwriting experience. Rates therefore lag 
behind experience and during an inflationary period it 
is extremely difficult to raise them fast enough to keep 
pace with rising losses. This is painfully evident to the 
companies, with the stock carriers as a group reporting 
a statutory underwriting loss in each of the last three 
years which aggregated nearly $600 million. 

Only three of the last ten years showed reasonably 
adequate profits, 1949, 1953 and 1954, with the ten 
year period as a whole showing a profit of only 1.2% 
on the statutory basis. Allowing for the increase in 
equity in unearned premium reserves the adjusted 
underwriting profit would be better but still below nor- 
mal allowances for profit and contingencies. Mutual 
carriers were not immune from rising losses and most 
of them have reduced dividends or discounts and raised 
rates. Certainly figures clearly indicate that costs are 
not high in relation to experience. But do they tell the 
story 


Loss Reserves 


Loss reserves have been increased substantially as 
would be expected when volume has risen so rapidly in 
automobile liability lines and average loss settlements 
have jumped, The question is sometimes raised as to 
whether there may not be hidden profit in’ these 
reserves. We review loss reserves very carefully before 
assigning our general policyholders’ rating to each com- 
pany. Some managements appear ultra-conservative and 
set up higher reserves than currently appear necessary 
but other managements seem unduly optimistic and may 
be a bit low on their estimates. 

By and large we believe that an honest effort is being 
made by management to set up adequate but not exces- 
sive loss reserves, Only time and future inflation or 
deflation will tell how these reserves will run off. We 
would hazard a guess that there are more pessimists 
than optimists setting up the reserves so that over-all 
there may exist a modest equity, but nothing large 
enough to make any noticeable change in industry ex- 
perience. The Federal government also watches loss 
reserves very closely and companies are allowed only a 
modest margin of error in the run off of reserves without 
incurring income tax penalties. 

One other and very significant evaluation of the over- 
all position of insurance carriers is furnished by investors 
who buy and sell insurance stocks. We have maintained 
an index of fire and casualty stock prices for some 
twenty-five years. Our original index was based on 100 
and compiled on a basis comparable to Standard & 
Poor's old daily index of 90 stocks. The two behaved 
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in similar fashion from the early 30°s until about the 
middle of 1955, when it first became apparent that un- 
derwriting experience was deteriorating. Prior to that 
the indexes were never far apart and on December 31, 
1954, our index stood at 284 and Standard & Poor's at 
285. Both continued to advance through June but then 
our index slipped back to 290 by the end of 1955 while 
Standard & Poor's zoomed to 361. By the end of 1956 
ours was down to 252 while Standard & Poor's was up 
to 370. 


Revised Index 


In 1957 Standard & Poor discontinued the 90 stock 
index and compiled a more comprehensive index of 500 
stocks with a base of 1941-43 equal to 10. We recom- 
piled our index on the same base period and also used 
10 rather than 100. Thus they remain comparable. The 
pattern of the new indexes has been very similar to that 
of the old and our latest month-end index, August 30, 
stood at 36.6 (fractionally lower than at year end) while 
Standard & Poor's index was 59.6, a substantial devia- 
tion from the normal relationship of the two indexes. 

Unquestionably the general market is high but it 1s 
possible to buy the stock of a majority of fire and 
casualty companies at rather substantial discounts from 
their theoretical liquidating values and at relatively 
modest multiples of potential earnings. Investors take ¢ 
dim view of the present position of fire and casualty 
companies and their lack of underwriting profits. If it 
hadn't been for the substantial appreciation in the insur 
ance companies’ own portfolios of stocks owned and 
the plow back of about half of all interest and dividends 
earned they would have been unable to absorb the tre- 
mendous increase in business and habilities that occurred 
in the last ten years. During this period total invest 
ment profits, including unrealized appreciation, were 
about $712 billion while statutory underwriting profits 
were about $850 million for all stock carriers, Liabilities 
approximately doubled, from less than $6 billion to more 
than $11 billion in this period. 


Lines Written 


It is evident that to get to the bottom of this question 
of costs we will have to dig into the figures themselves 
to see what portion represents loss costs and just how 
all other elements of cost are allocated. This is no small 
problem. First there are some twenty-five principal 
classes of business underwritten in the fire and casualty 
field by the nearly 1200 carriers filing complete conven 
tion form annual statements. Their participation in 
underwriting these various classes varies from about 30 
writing credit or livestock insurance to over 800 writing 
automobile fire and theft. More important, loss ratios 
on the various classes range from about 25 to around 
85% and from under 154 to nearly 
60°. These are detailed in our August issue on page 
16 for the 750 stock companies and in our July tssue 
on page 15 for the 400 mutual companies. 

Compounding our problem, these various classes of 
business are written under varying methods of operation 


expense ratios 


from standard rate to cut rate, non-participating to 
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participating and through agents or direct. In fact, in 
the stock company field we prepare summary figures on 
thirty ditferent both 


categories, based on 


method of 
operation and predominant class or classes of business 


underwritten, which we have reduced to thirteen on 


page 17 while we show sixteen mutual categories. This 
shows a break-down of underwriting expenses paid into 
fifteen categories and is a very enlightening exhibit. 
\ggregate figures are at best only a rough guide as 
they encompass all methods of operation and all classes 
of business underwritten but they do have the advantage 
of minimizing the sometimes extreme variations found 
among individual companies. In making comparisons 
among companies it is essential to keep these wide dit 
ferences in mind and make proper adjustments. Com 
parisons on a basis of classes of business written may 


not be proper because of varving methods of operation. 


Likewise, comparisons on a basis of methods of opera 


tion may not be proper because of varying classes of 
business underwritten. 


It is most essential to compare 
hke with like 


There is certainly merit to an actuary’s 
observation that statistics have something in common 
with a shapely young lady's bathing suit. What they 
reveal is suggestive, but what they conceal ts vital 


Losses and Expenses 


Phere are only one hundred cents in a dollar and an 
insurance company must, over a period, keep losses and 
expenses within the premium dollars collected to. sut 
vive. Lines with high loss ratios must necessarily have 
low expense ratios, or put the other way, low expense 
ratios permit high loss ratios. One dictates the other 
but which does the dictating 1s a moot question because 
they both reflect the peculiarities of the line and evolved 
together under competitive stresses straims. 

For example, group accident and health has an 
expense ratio of only 13.50 for both stock and mutual 
carriers but loss ratios run about 850%. That is the way 
the line evolved, low commissions and expenses on very 
large policies and a high loss ratio. Workmen's com- 
pensation, a compulsory line with many large policies, 
is normally the next lowest expense line, 18% 
mutuals and 25.8% 


for the 
for the stock carriers. Cgmmissions 
average 11.6% in the stock field but only 2.6% in the 
mutual field because of the large volume of business 
written direct. Loss ratios run around 70%. 

Qn the other extreme, boiler and machinery reports 
an expense ratio approaching 60% in the stock treld, 
primarily because of the vital inspection service, but the 
ratio runs around 30%. 


loss 


To place the mutual 
aggregates on a comparable basis would require con 
siderable adjustment because the dominant underwriter 
in this field fixes premiums at twice the estimated losses 
and expenses, subject to return on each anniversary date 
of the unabsorbed premium. 


lor the last fifteen vears 
this dividend 


50% of the annual premium 
deposit. This is an example of why loss and expense 
ratios cannot always be compared, even on the same 


has been 


class of business. Surety is the next highest expense 


line; normally over 50%, 


and carries the highest com 
29% for stock carriers and 27% for 
mutuals. The loss ratio averages in the low 30's. 


(Continued n the next pa 


mission cost about 


: 

15 
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The Cost Factor—C 


ntinuea 

All company operating expenses (except commis- 
sions, loss adjustment expenses and Federal income 
taxes) average just over 15% in the aggregate for both 
stock and mutual companies. It costs about as much to 
operate a mutual as to operate a stock company. The 
breakdown on page 17 understandable 
variations from the industry averages. Among the stock 
carriers those writing principally fire lines operate at a 
higher than average expense ratio, undoubtedly due to 
the many small policies. The specialty auto physical 
damage companies operate at below average expense 
due to the nature of their ownership and operation. The 
reinsurance carriers have very low expense ratios being 


shows some 


way below average on every item of expense except, of 
course, Commissions 

The mutual groupings on page 17 show some rather 
wide variations due to the limited number of companies 
in several of the groups. The allocation of expense also 
plays a very important part. For example, the second 
grouping shows commissions of only 0.24% but salaries 
0.31% 
and 21.64% while group ten lists these items at 1.20% 
and 10.84%. 


of 10.77%, group six shows the same items as 


These are all direct writing companies 
with field representatives paid on a salary rather than 
on a commission basis. They therefore show the lowest 


commission cost but the highest salary cost in the whole 
group. 


Increased Efficiency 

© of premium 
income to operate an average fire and casualty company, 
exclusive of commissions 


In the aggregate it costs just over 15° 


Of this, approximately one- 
half represents salaries with by far the major portion 
going to the thousands of men and women below officer 
level. They are certainly not overpaid so the only way 
to cut this cost would be to eliminate employees. Some 
progress along this line is being made by more efficient 


operation and the use of machines. However, machines 
are expensive to buy and operate so the net saving 1s 


relatively small, Officers are often not paid as much as 


is generally supposed and the total cost of top manage- 
ment small 


Is 


The 31 reinsurance companies in the 
stock company exhibit on page 17 show total salaries of 
only about 114°. We asked the head of a large group 
of companies for his total salary expense for all officers. 
The thirty-two executives 


amounted to three-ten 


received salaries which 
ths of one percent of premiums. 
\ recent Securities Exchange Commission registration 
for a still larger group indicated that the 107 officers 
and directors received more than $1 million in salary 
but this amounted to only three-tenths of one percent of 
premiums. I think we would be safe in assuming that 
officers’ salaries do not exceed one-half of one percent 
of premiums. Obviously there is little room for cost 
cutting there 

The next largest single item of expense is taxes (ex- 
cept Federal income run 
carriers and 2.18' the mutuals. 
are the largest single tax levied by 
number do not tax their | 


for stock 


for 


Premium taxes 
most states and a 
ome state companies as heavily 
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as they do out of state companies. Therefore many of 
the small local companies show a lower rate of tax. 
Taxes are rising so there is little chance for saving here. 

This brings us back to the largest single item of ex- 
pense in either the stock or mutual field—commissions 
For all stock carriers they average nearly 21% and for 
all mutual carriers about 10%, the mutual average being 
greatly reduced by the very large direct writers. In 
individual cases the handling of reinsurance may make 
a big difference in commissions but this is a relatively 
minor item in the aggregate. 


Commissions 


Most insurance discussions these days get around to 
commissions, due primarily to the competitive activities 
of four carriers; a stock company, a reciprocal exchange 
and two mutuals. They have developed slightly different 
but most effective merchandising and selling techniques, 
They operate through licensed agents, often called cap- 
tive agents, because they represent the carrier on an 
exclusive basis. Commission scales are materially lower, 
averaging from about 66> to 812% of premiums for 
these carriers depending upon the relationship between 
new and renewal business. Remember also that these 
carriers’ rates average about 20°¢ below manual rates. 

Twenty years ago these four carriers wrote less than 
$30 million in premiums, ten years ago about $200 
million and in 1958 their net premium writings topped 
$1 billion. They now underwrite nearly 30° of all 
private passenger automobile business. In ten year 
jumps State Farm Mutual Automobile rose from 37th 
to 15th to 5th position in premium writings among all 
companies and groups. Allstate rose from no ranking 
to 44th to 6th while Nationwide Mutual advanced from 
59th to 39th to 15th and Farmers Insurance Exchange 
from 56th to 29th to 17th. 

It is not within the scope of this paper to discuss the 
merchandising and selling techniques of these carriers 
hut only to evaluate statistically their underwriting ex- 
perience in terms of loss and expense costs. These four 
carriers write automobile insurance at a net rate with an 
average deviation of about 20° from manual rates ex- 
cept in those states where statutory provisions require 
them to write at a gross rate with a dividend to bring 
the rates into line with their general rate level. 

We published a study by Alexander Bell in the July 
1959 issue of Best's Insurance News on the underwrit- 
ing experience of these four carriers. We have used a 
brief summary of his the 
Allstate, Nationwide 
Farm on page 19. 


calculations for 


Farmers, 


combined 
and State 
These companies show a gain in 
premium writings of nearly 75¢¢ in the last four years 
to a total of over $1 billion in 1958. 


figures of 


The actual underwriting results of these carriers are 
in the black for the five year period but to really see how 
their operations compare look at the loss and expense 
ratios adjusted to manual rates. Their loss and loss ad- 
justment expenses average comfortably below 60% and 
expenses average around 20%. Their loss adjustment 
expense ratio to premiums earned, which seemed high 
on the actual basis, drops down to nearly average on the 
adjusted basis. However, loss adjustment expenses as a 
per cent of losses would be higher for these carriers. 
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The Cost Factor—Continued 


The tabulation of leading stock underwriters in auto 
business, also on page 19, is a combination of 35 lead- 
ers in each of three auto categories ; bodily injury, prop- 
erty damage and physical damage. There are, therefore, 
more than thirty-five companies or groups in the tabula- 
tion, For example, the General Motors group which 
writes the largest volume of physical damage business 
does not write liability lines. Collectively these carriers 
increased their writings by some 20% in the four year 
billion. The favorable experience in 1954 
and 1955 was due primarily to experience on physical 


period to $2! ; 


damage 

It is quite apparent that the four specialty carriers 
have been able to deviate in rates, first, because of low 
operating expenses, principally acquisition costs, and, 
second, because of good risk selection. Savings in ex- 
penses during the five-year period varied only slightly 
and averaged about 1666 with the balance of the devia- 
tion of 20% made good through the selection of risks. 
When allowance is made for the fact that currently 
these carriers are operating in the black while the indus- 


try is in the red 


the savings because of risk selection 
are substantial 

\s long as manual rates carry expense provisions 
160% and other 


specialty carriers, they should be able to maintain a 20% 


some greater than needed by these 
deviation and continue to grow, The balance of private 
passenger car risks written by manual rate companies ts 
heing steadily depleted by the preferred risks which 
gravitate to other carriers. As a consequence, manual 
rates must be increased to cover the effects of adverse 
selection engendered by this attrition which in turn in- 
creases the pool of risks acceptable to specialty carriers 


at the same discount from a higher rate level. 


Affiliated Carriers 
One counter measure adopted by agency companies 
a subsidiary or affiliated carrier to 
issue six month policies on preferred risks with auto- 


involves setting up 


matic renewal and billing, lower commissions (usually 
10% to 15! 
of these have been highly successtul and a number of 


) and other cost cutting devices. Some 
them are being actively pushed at the present time. As 
an example of this tvpe of operation see the figures on 
Safeco Insurance Company as reported and as adjusted 
page 
started only in 1953 but premium volume already ap- 
losses got out of hand in 1956 


under 


to manual rates, also on Phe company was 
proaches $30 million 
but are currently 
has tended 


deviation averages aly 


control and the expense ratio 
downward as The rate 


mt 20% in most states and agents’ 


volume advanced. 


commissions are at 15 


Another competitive tool coming into play to help 


agency companies stem the tide of attrition gives ac 
cident and violation free drivers a lower rate while 
penalizing further the less desirable risks. This) is 


designed to permit agents and companies to talk price 


and get quality at the same time 


New kage single 
Timit lower cost policies are being mtroduced in several 
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states on a safe driver rating plan. Figures of course 
are not yet available. 

Legally, ownership of renewals is vested in the agent. 
Actually, they are controlled by the policyholder be- 
cause the public determines the marketing process that 
will survive. Despite the natural inclination to resist 
change, established marketing systems must adapt to 
changing competitive situations or wither away. 


The Need for Change 


The need for change is recognized among producers 
or 
example, Merlin J. Ladd, president of the National As- 
sociation of Insurance Brokers, recently sent the follow- 
ing “Observation” to members of the association. 
“Have you ever wondered why with all the direct and 
specialty price competition we're having in the mass 


as well as among Insurance company executives, 


market personal lines that the independent life insurance 
producers appear to have no such problem ? What's the 
reason 

“The reason is, I believe, that life insurance is already 
merchandized so etticiently that there is no room for a 
substantial saving in the acquisition cost which the 
specialty company could pass along to the buyer. 

“LT believe that in the personal lines the American 
Agency System companies and producers could well 
take another look at their cousins in the life insurance 
division, In selling life insurance the life underwriter 
does those things which he can do better; the compa- 
mes those things which they can do better. Most of the 
salesman’s time is devoted to creative things with the 
routine of policywriting and collecting left to the com- 
pany. 

“If we wish to survive and prosper in the general 
personal lines field, I believe we, too, must divide our 
responsibilities between company and producer on the 
basis of doing that which we can do most efficiently. 

“As a starter, I'd suggest long term or continuous 
policies issued, billed and collected by the companies. 
Sure, | know the situation isn't exactly parallel between 
the personal life lines and personal general lines. 1 also 
know many producers do not want to give up policy 
writing and billing. 
time to selling; they'd rather do or supervise the doing 


They do not want to devote more 


of these routine chores. 

“But to me it’s not a question of what I'd like or you'd 
like; it’s a question of who's going to win the personal 
market. Price is important in this market. Unless we 
can get our price closer to that of the spectalty compa- 
mes they will continue their advance at our expense 
Unless the companies and producers in the American 
\gency System cooperate to cut out this inefficiency and 
duplication in our present merchandising plan we can- 
not substantially cut our price. 

“For my part, | do not believe we can any longer 
afford the luxury of doing something simply because we 
did it vesterday or because it’s traditional, Nor do | 
have much faith in a leadership which tells the other 
fellow to correct his half and then we'll correct ours. 

“In my opinion this is no game of politics with 
This is 
battle for our business and it will be decided by the law 


semantics as our chief weapon an economic 


Best's Fire and Casualty News 
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Combined Figures Allstate, Farmers, Nationwide, State Farm 
Actual Underwriting Results 


1958 1957 1956 1955 1954 

Premium Written (a) $1,049,257 $848,646 $750,051 $676,709 $009,617 
Pure Loss Ratio 37.1 58.9 60.9 54.1 50.6 
Loss Expenses 14.3 15.7 14.6 14.2 13.5 
LOSS RATIO (b) 71.4 74.6 73.5 4.1 
EXPENSE RATIO (c) 24.8 25.5 26.0 26.0 25.4 
Combined Ratio 96,2 100.1 101.5 94.9 89.5 

Adjusted to Manual Rates 
Pure Loss Ratio 45.7 $7.1 18,7 3.3 40.5 
Loss Expenses 11.5 12.6 11.7 11.4 10.8 
LOSS RATIO (b) 57.2 59.7 ou4 347 51.3 
EXPENSE RATIO (ce) 198 20.4 20.8 21.2 20.3 
Combined Ratio 77.0 80.1 81.2 759 71.6 
* Savings Effected 

Lower i-xpenses 16.3 15.8 15.4 16.3 
Risk Selection 2.8 0.3 U4 5 8.7 
Potal Savings 10.4 160.6 15.4 5.0 


Combined Figures Leading Stock Underwriters 


Automobile Underwriting Results 


l’remiums Written $2,501,146 $2,341,081 $2,212,090 $2,150,169 $2,095 300 
Pure Loss Rati O02 64.0 505 519 47.1 
Loss Expenses 10.7 104 4) ] 
LOSS RATIO (b) 709 61.5 30.7 
ENPENSE RATIO ( 33.0 34.0 34.2 33.2 37 
Combined Ratio 103.9 109.0 104.1 047 OO4 
Safeco Insurance Company 
Premiums Written (d) $29,221 $22,552 $17,037 $12,149 $5,954 
LOSS RATIO (b) 30.6 67.6 03.4 
EXPENSE RATIO (c) 26.1 28.5 27.7 294) 0 4 
Combined Ratio 82.7 96.1 108.3 
Safeco Adjusted to Manual 
LOSS RATIO (b) $5.3 54.1 64.5 50.7 45.0 
ENPENSE RATIO (ec) 20.9 228 22.2 23.2 23.9 
Combined Ratio 66.1 769 80.7 739 
r) Ne neluding membership fees, less dividends to p holders (in thousands 
Incurred carned premiums 
‘ incurre written premiumys 
d) Net premmms m thousand f Ws 
Based on t reakdown of the emium dollar used m the calculation of manual rates: 60% for losses, for expenses 
and 2 cf ront and continge é 


of competition. | want us to be on the right side of that 
law. So far we have only hollered without doing that 
which is necessary to win. That's why we must change 


to meet these forces.” 


Just how do the expense factors in life insurance 


compare with those in fire and casui 


itv? This is not an 


easy comparison nor a very meaningtul one because ot 


the fundamental differences in the two fields. Relatively 


few fire and casualty policies result 
fewer for the full policy limits. 7 


contracts and the average premium ts small 


in claims and even 
‘hey are short term 
Life insut 


ance contracts are long term and are expected to result 


in claims for the tull face amount 


Claim adjustment 


expenses, Which are an important factor in many cas 


ualty lines are virtually non-existant in life insurance, a 


policvholder is rather easily identi 


dead or alive and a death certifica 
final. 
Because life contracts are long te 
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fied as being either 
te is usually pretty 


rm and the average 


premium is much higher than on tire and casualty lines, 
expenses are naturally lower, They differ from company 
to company depending, for example, on such factors as 
the relative amounts and types of insurance sold and the 
relationship of insurance purchases to insurance in force, 
Moreover, operating expenses are normally ratioed to 
total income because by the nature of the business and 
the importance of earnings on reserves this 1s a more 
meaningful figure. This ratio has averaged just under 
17% for the last ten years. Ratioed only to premium 
income it would approach 2207, Commissions are on an 


entirely different basis with a relatively high initial or 


first vear commission and much lower renewal commis- 
sions which generally, after about ten vears, cease al 
together. These are sometimes augmented by a persis- 
tency bonus. Although the average rate of commission 
is lower in the life field many agents earn substantial 
income because of the large amount of insurance they 


sell 


+ 
; 
| 
t 
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L. H. LONGLEY-COOK 
Actuary 
Insurance Company of 
North America 


OLLOWING THE extension of the 
of the Casualty Actuarial 
Society to embrace property imsur- 
ance, two papers on fire insurance 
rate making were presented at a 
meeting of the Society in 1951: one 


by the author, formerly a life actu 


arv;' and one by a casualty actu 
ary.” Since then, the author has 
made a number of actuarial studies 


of various aspects ot fire 


insurance 
and has brought some of the studies 
together in the following notes 

lire insurance has a very long his- 
tory and many of its practices have 
often more historical than scientific 
foundation, “These notes are mainty 
concerned with testing these founda 


tions to 


inquire whether thev can 


safely continue to support the vast 
edifice which rests upon them 

In order to obtain a clear picture 
of the problem of rate making in fire 
insurance, It Is Necessary to consider, 
briefly, the basic principles involved 
mn making rates for any class of in 


surance, The most straightforward 
example of rate making ts a one-veat 


temporary life insurance policy, pro 


viding for the payment of a tixed 
1°Problems of Fire Insurance Rate Making’ 
H. Longley Cook, NANVITL p. 
2° A Casualtw: Man Looks Fire Insurance 
Rate Making M H McConnell C.A.S 


NNAVITE p. 103 
20 


death of 
vear, 


sum on. the 


within a 


the insured 
The probability. of 
death occurring within a year is 
available from past actuarial studies 
and, hence, the net or pure premium 
for the policy is immediately avail 
able by multiplying the sum payable 
by this probability. The 
office premiums for the policy is 
then 


2TOss or 


fixed or 
percentage loadings (or a combina 


obtained by adding 
tion of the two) for expenses and 
adding, also, a provision fer profits. 

The steps involved in this example 
of rate making are: 


(1) The 


relevant 


actuarial investigation of 
past data, including the 
classification of the data. (In this 
case, according to age. ) 

(2) The use of judgment in examin 
ing and interpreting the data, includ 
ing where desirable the use of de 
velopment and projection factors or 
other such adjustments to convert 
past experience to current, or ex 
pected future conditions. (This ad 
justment is not often emploved in 
life insurance, ) 

(3) The therefrom, 
of probabilities of loss suitable for 
rate making 

(4+) 
premiums to provide for expected 
losses. 

The addition of 
profit: loadings. 


development, 


Phe calculation of net or pure 


expense and 


Practically every type of life in 
surance premium, however compli 


cated the coverage, 1s developed in 
the same basic manner except that, 
since prenums and benefits may not 
be payable until a date many years 
hence, the probabilities of death and 
survival must be modified to retlect 
the operation of interest.* 

For most classes of casualty insur 
ance, a slight modification to the 
above general method is necessary 
hecause the amount of benetit pay- 
able in event of loss is not fixed, as 
in life insurance, but varies accord- 
ing to the severity of the accident. 
lor this reason, in step 3 “the ex- 
substi 
tuted for the “probabilities of loss.” 


pected amounts of loss” is 


The expected amount of loss is the 
average loss which may be expected 
to arise if a large number of sinular 
In mathematical 
parlance, it is the integral of the vari 
ous possible amounts of loss multt- 


risks were insured, 


plied by the probability of each 
amount occurring 
Credibility 
In property insurance, the ex 


pected amount of loss will vary ac 
cording to so many factors—-oceu 


paney, constructional features, fire 
protection facilities, size of risk, ete 


that it is nearly always impossible 


to develop a classification scheme 
which will subdivide our data into 

tSee for example Life and Other Con 
tingencies Vol. 1 Hooker and Longlev-Cook 


Cambridge Universitv Press 1953- or any 


textbook on Life Contingencies 


other 


Best's Fire and Casualty News 
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practical homogeneous groups. ‘The 
finer we classify our data the nearer 
we approach homogeneity, but the 
smaller the amount of data in each 
group, what we gain in homogeneity 
we lose in credibility of our loss ex- 
perience. Presented 
practicability 


with the im 
ot developing useful 
expected amount of loss figures for 
property cannot de 
velop pure premiums, and a com 
pletely ditferent method of 
making has to be employed. 


insurance, we 
rate 


Che method of rate making used 
In property insurance is known as 
the this 
method, sets of premiums or sched 


loss ratio method. In 
ule rating plans are initially set up 
For ex- 
ample, a set of premiums for brick 


on a pure judgment basis 


estab- 
lished with ditferent rates for dit 
ferent classifications of protection, 


protected dwellings may be 


Premium and loss experience for 
brick protected dwellings are devel 
oped which enables the rates for this 
class of risk to be adjusted upwards 
or downwards to insure that. the 
total correct. No at 
tempt 1s made to provide any check 


rates im are 
on the individual rates fora particu 
lar class of protection and, hence, the 
judgment feature of property insur 
ance rates continues indefinitely. To 
take another example, a schedule rat 
ing plan with numerous credits and 
debits for favorable and unfavorable 
established for a 


features mav he 


certam class of mercantile or manu 


1959 


For October, 


facturing classification. Rate level 
adjustments, based on loss ratio de- 
velopments, will be made to insure 
the over-all adequacy of the rates, but 
the individual credits and debits con- 
tinue to be based on judgment alone. 
Unless this feature of property in- 


surance rate making is fully under- 
stood, little progress can be made in 
understanding many of the technical 


problems of fire insurance 


Rate Differential 


There can be 
statistical 
the appropriate charge to be made in 
a schedule rating plan for, let us sav, 


establishing by methods 


an unprotected floor opening, and 
this is true of practically all debits, 
credits and rate ditferentials in fire 
insurance There is one rate differ- 
ential, the difference in premium rate 
hetween contents and building insur 


ance tor identical dwellings. for 


which statistical data are 
available and a discussion of it pro 
vides an example of what can some 
times be achieved by the analysis of 
ratio data 


Separate statistics 
by state are available for buildings 
and contents insurance on dwellings 
subdivided into brick protected, 
frame protected, brick unprotected 
and frame unprotected 


In any 


particular group, say, 
“brick protected dwellings in Penn 
svivama’ there will normally be 
more than one premium rate, based 


no possibility. of 


3 


on various degrees of protection and, 


in the case chosen, the part of the 
located 
However, it is possible to establish 


state in which the risk is 
from census, housing or sample stud- 
es, reasonable heures for the ratio 
of the contents premium rate to the 
dwelling premium rate in each of the 
some 200* breakdowns of the na 
tionwide data available: and hence. 
by reference to the actual loss ratios, 
what ratio of contents premiums 
rate to dwelling premium rate would 


] ] 


be required to develop an equality 


ot loss 
study 


years ago indicated that equal loss 


ratios tor each breakdown. 


made on these lines some 


ratios for and 


would have been developed in prac 


building contents 
tically all states and for each of the 
four subdivisions of construction and 
protection if contents rates were ap 
proximately 1.4 times building rates 
It is of considerable interest to com 
is at least 
hased on statistical study and which 


pare this rough rule, whicl 


can be repeated by any tire rating 
bureau at anv time, with the actual 
rate structure emploved. It will be 


found that rate differentials are al 


most alwavs less than tl 
by the 


at imeieated 


statistical study and that. in 


building and contents 


~ 


uUNprote ted 


many states, 


rates for dwellings are 


wlentical. It is believed that the use 
of identical rates for building and 
* Breakdowns by construction and protection 


combined with 48) states plus New 
Cook Counts 


York City, 


mad District of Columbia 


om 
* 
= 
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Continued 


Actuarial Problems 


contents insurance on unprotected 
dwellings is based on the theory that, 
if the dwelling is unprotected, every 
fire will lead to a total loss. Much 
of the insurance 
rates is based on such theorizing be- 


structure of fire 
cause of the lack of statistical data. 
It may be noted that lack of insur- 
ance to value is more prevalent in 
contents insurance than in building 


THE 
4 


STANDARD 
INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


the Standard Merit Rating 
Plan is effective in 
Oklahoma on 


November 1. 


“Bring Your Insurance 


up to Standard” 


insurance on dwellings and this in- 
fluences the loss experience. 

The foregoing remarks which 11- 
lustrate the inherent difficulties of 
the loss ratio method of insurance 
rate making suggest a general re- 
assessment of the method of develop- 
ing rates for dwelling insurance, 
which, because of the marked simi- 
larities in the units involved and 
their large numbers, appears to of- 
fer the best field for a more scientific 
approach to fire insurance rate mak- 
ing. 

It is clearly impractical to inspect 
each dwelling for favorable and un- 
favorable fire insurance features, as 
the cost of such inspections would 
absorb too great a percentage of the 
premium. 
simple 


In dwelling insurance, a 
rating plan is, therefore, 
desirable. In the past, a large num 
ber of protection gradings have been 
used in certain states and a number 
of credits and debits have been al- 
lowed for such features as a light- 
ning rod and a nonstandard tlue. In 
other areas, the study of a complex 
series of maps is still necessary to 
determine the appropriate protection 
grading of an individual risk. 


Fire Fighting Facilities 


It is most doubtful that the varia- 
tions in the fire fighting facilities of 
fire departments, important as these 
are for the protection of large mer- 
cantile and manufacturing buildings, 
have as much etfect on the burning 
ratio for dwellings, where speed in 
getting to the fire and the availability 
of water are the only two factors of 
great importance. Unfortunately, it 
is not possible to prove this idea 
statistically because fire statistics are 
broken down into two classifications 
of protection only 
unprotected. 


protected and 


Similarly, two main subdivisions 
of construction, brick (including 
stone) and frame, are probably ade- 
quate and additional classifications 
according to roofing material or 
other features are hardly justitied, 
While a wood shingle root would 
appear to increase the fire hazard 
and contributed greatly to the se- 
vere losses of the great contlagrations 
of the past, what statistics are avail- 
able, although not particularly cred- 
ible, indicate this 


(It mav be noted 


seem to feature 


is not ummMportant 


that shingle roofs are less susceptible 
to wind damage.) Similarly, a light 
ning rod will have some bearing on 
the hazard, but it is believed that its 
importance is insufficient to justify 
special rate treatment. Other fea- 
tures, such as the state of the elec- 
trical wiring and the state of the 
furnace, which can be determined 
only by inspection, are likely to be 
of greater importance. 


Classification System 


The author has been concerned 
with the design of a system of dwell- 
ing rating classification which is both 
simple to apply and which provides 
a sufficiently small number of break 
downs to enable the experience of 
each classification to be coded and 
analyzed separately. The following 
is the outline of such a plan: 
Protection (4 classes ) 
\. Risks located within the bound- 
aries of well protected towns (which 
can be suitably defined or listed). 
I. Risks located within 600 feet of 
a tire hydrant and 3 miles of a tire 
department, not included in A, 
C. Risks located within 600 feet of 
a tire hydrant or 3 miles of a fire 
department, not included in A or B. 
ID. Other risks 
Construction 
1. Brick 
2. Frame 
Debits and Credits Nil 

This plan, or variants of it, has 


(2 classes) 


been tried successfully in a number 
of states. With such a plan, each 
have its own individual 
justification and much of the judg- 
ment taken out of the dwelling rating 
schedule, 


rate can 


The plan is equally ap 
plicable to homeowners business. 
The standard textbooks on sched 
ule rating were mostly written some 
\. Dean's The Ration 
ale of Fire Ratios, published in 1900, 
is more satisfactory for the student 
than his later three volume work, The 


vears ago. 


Philosophy of Fire Insurance. Other 
books which should be studied are: 
The Experience Grading and Rating 
Schedule by E. G. Richards, Re 
vised Edition, 1924; The Making of 
the Fire Insurance Rate bv Kk. BR 
Hardy, 1926; The Principles and 
Mechanics of Fire Insurance Rating 
as incorporated in) General Bast 
Schedule, J. K. Woolley, 1928; Fire 
Pennsylvania, 


LUSUPANCE 


Rating in 


Best's Fire and Casualty News 
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M. W. Mays, 1935. The author and 
Mr. T. O. Carlson attempted to pro- 
vide a very brief description of the 
principles involved in \Jultiple-Line 
Insurance by G. F. Michelbacher, 
published in 1957. The actuary finds 
himself rather overawed by the rate 
schedules even for an individual state 
which, with their instructions, would 
encompass a whole volume if bound 
together. The schedules vary ap- 
preciably from state to state. Some 
states start from the Dean system; 
some the Universal and one or two 
states use a more modern develop- 
ment—the Uniform Grading Sched- 
ule, but changes and additions have 
been made from time to time to meet 
national and local problems. 


Key Rate 


Fundamentally, each schedule has | 
a key rate or key rates, to which | 
constant or percentage credits and | 
debits are applied to provide for a | 
very large number of favorable and | 
unfavorable features which are | 
known to affect the probability or the | 
extent of the There is no 
statistical basis for the key rate or 
for the various adjustments, but, as 
experience develops for a certain 
classification in an individual state, 
the rates may be adjusted upwards 
or downwards, either by a revision 
in the key rate or, more usually, by 
a percentage adjustment to the rates 
produced by the schedule for a par 
ticular class of risk. 


loss. 


Close Parallel 
To an actuary there 1s apparent a 
fairly close parallel between schedule 
rating in and the 
numerical svstem of rating used in] 
Both 
systems have credit and debit points 


fire imsurance 


life imsurance underwriting. 


for favorable and unfavorable fea-| 
tures. Life actuaries have managed | 
to develop able statistical studies to | 
support many of the credit and debit 
charges, and it is not unreasonable 
to assume that, despite the many dif 
ferences between fire and life insur- 
at some statistical sup 
port for the fire rating schedules is 
not beyond our skill with modern 


ance, least 


electrome equipment. 
It is interesting to note some of 
the results which arise from the tech 
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TRAVEL is The new kit of The Home Insurance Company puts Trip Insur- 


ance production on a self-starting, self-sustaining basis. 


bigger than ever! @ Is Trip Insurance good business? Sure is! 


is it ©? @ In the first place it's found business. 
\ It's a wonderful prospect-finder. Trip policies you sell today 
building 


grow into Homeowners and commercial lines tomorrow. Best 
1] of all, with the new Home Trip Kit. there's practically nothing 


~ for you to do but write the policies. Once you've set up your 


\ program, the business comes to you! 
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Actuarial Problems—from page 23 


nical complexity and the inexacti- 
tudes of the system 
certain 


First, we have 
of 
business, which the experienced un- 


classes, or sub-classes 
derwriter knows to be inadequately 
rated. Hle tries to discourage the 
acceptance of too much of this busi- 
ness by fixing unusually low com- 
pany retentions or line levels. Simi- 


larly, preferred business may be 
encouraged by high line levels or 


Are you 


selling 
policies Or 


protection? 


There’s a difference. 


A successful agent or broker will seek 
to know as much as he can about his 
customer's business, his insuvance prob- 
lems, and the risks to which he ts subjec- 
ted. Only by so doing can the agent 
recommend a sound insurance program, 


In the field of property insurance, 
evidence of the extent of the property and 
its current value is basic. To avoid the 
costly errors of underinsurance or over- 
insurance, recommend Continuous 
Appraisal Service®. This will 


establish the property values, restate them 


American 


periodically, and furnish support for 
those values by factual details should a 


loss occur, 

American Appraisal reports for your 
clients are good protection for you, 
LEADER IN PROPERTY VALUATION 

The 
AMERICAN 
APPRAISAL 


Company 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 Cities Coast-to-Coast 


increased commission rates. It must 
not be thought, however, that reten- 
tion limits reflect only the under- 
writers’ views on the adequacy of 
the rates; other considerations are 
often more important as, for 
stance, the catastrophe hazard. 


in- 


Secondly, each leading company 
has to maintain a large ‘technical 
staff,” skilled in the method of sched- 
ule rating, 
tive insureds how they can obtain a 
reduced rate by removing or reduc- 
ing fire While for the 
community as a whole, this fire pre- 
vention work is 


who can advise prospec- 


hazards. 


valuable, it 
introduces an unusual competitive 
feature into fire insurance. 


most 


More Accurate Method 


It is of interest to draw up a list 
of the steps which would be required 
to introduce a more accurate method 
of schedule rating of fire insurance. 
Such a plan will, of course, reflect 
the personal bias of the author. 

1. Substitute a single nationwide 
rating bureau for the individual state 
bureaus, 

2. Standardize 
schedules. 


the ratemaking 
(Territorial rate adjust- 
ment factors will be necessary. ) 

3. Simplify the schedules by omit- 
ting minor debits and credits. 

4. Revise the fire statistical plan so 
that the classitications coincide with 
the various rating schedules and the 
major subdivisions of occupancy 
within those schedules. 

5. Subdivide the statistical data, 
within the classifications, according 
to three broad classifications ; non- 
hazardous, medium hazard and se 
vere hazard ; thus providing an over- 
all check on the spread of the rating 
plan. 


6. Use nationwide data to maintain 
rate levels and hazard differentials 
(where practical) subject to terri 
torial credits and debits. 


Long Period of Time 


It is, of course, appreciated that 
the work involved in carrving out 
such a plan would be stupendous 
and such changes could only be car 
ried out gradually over a long period 
of time 

\ fitting 
briet 


quotation to close this 
from the 


first 


note comes 


paper * presented to the Casualty 
Actuarial Society on fire insurance 
rate making: “If to the problem of 
a statistical basis for the making of 
fire insurance rates we can bring the 
skill of the actuary and also the 
scientific outlook, much, I believe, 
can be accomplished.” This paper 
was presented in 1924 and I do not 
believe fire insurance was again con- 
sidered in the proceedings of the 
Society until 1951. 

In order to understand some of the 
difficulties in interpreting fire insur- 
ance statistics for rate making and 
other purposes, a clear picture oft 
the operation of the term rule and 
also the installment and other pre- 
mium payment plans is necessary. 

lor very many years, a three-year 
policy was sold in nearly all states 
for 2'2 times the annual premium 
and a five-year policy for 4 times the 
annual premium. Certain classes of 
business were originally excluded 
from the operation of the rule, but 
these restrictions have now largely 
disappeared. It is not possible to 
justify discounts of this size on ex- 
pense savings and in 1957 steps were 
taken to modify the rule to 2.7 times 
the annual premium for a three-year 
policy and 4.4 times the annual pre- 
mium for a five-year policy. 


Modifications 


The size of the discounts and the 
unwillingness of the industry to 
modity the term rule led in 1945 
to the introduction of an installment 
plan which originally provided for 
the three-year premium 
(corresponding to S100 annual pre- 
mium) to be payable in three annual 
installments of S100, $78, $78. This 
installment plan modified in 
some states and was further modified 
when the three-year term discount 
was altered as just described. 

In certain states, the “annual re 
newal plan” was introduced as an 
alternative to, or instead of 


o* $250 


Was 


. the in- 
stallment premium plan. This plan 
provides that an annual policy may 
be renewed at 78%, 80%, 88% or 
of the one-year premium, the 
percentage varying 
state. 

Qn the West Coast, a new install- 


ment plan has been introduced which 


from. state to 


4° Some Random Thoughts Concerning Fire 
Insurance Is a Statistical Basis for Rating 
Possible F. R. Hardy, C.A.S. Vol. X, p. 119 
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provides an initial one-year install- 
ment less than the one-year pre- 
mium rate! 

It is not at all surprising that, 
with the many changes in term, in- 
stallment and annual renewal plans 
which have occurred in recent vears, 
the written-paid loss ratios devel- 
oped by the National Board of Fire 
Underwriters are not immediately 
useful for rate making and even the 
earned-incurred loss ratios cannot 
always be 
value. 

Because of a New York Insur- 
ance Department regulation (since 
withdrawn ), 


accepted at their face 


many companies en- 
tered three-year and five-vear_ in- 
stallment business as though it were 
a series of one-year policies. If the 
first installment on this basis is $100 
and subsequent installments are $78, 
$100 is earned in the first vear and 
$78 in subsequent years. One or 
two companies took steps to avoid 
this by treating the excess of the 
first vear premium over the subse- 
quent annual premium as a term 
policy, others applied a percentage 
adjustment to the unearned pre- 
mium reserve, but the vast majority 
followed the annual booking plan. 
The effect of this was to increase 
earned premiums appreciably above 
their true figure in the years imme- 
diately after the introduction of the 
installment plan or annual renewal 
plan in any state, and part of the 
bad underwriting experience in the 
vears 1957 and 1958 can almost cer- 
tainly be attributed to reductions in 
premium rates based on the incor- 
rect interpretation of loss data de- 
veloped in this manner, 

The National Board develops 
calendar year earned premiums and 
incurred losses by state, class, con- 
struction and protection on the as- 
sumption that writings are evenly 
spread over the year and that can- 
cellations and alterations of pre- 
anni- 
versary, so that all policy terms 
are expressible in exact number of 
vears. 
fectly 


error arising from the treatment of 


miums occur on a_ policy 


These assumptions are per- 
acceptable, except for the 


installment business as a series of 
one-year policies which was discussed 
in the preceding note. 

\ serious error arises, however, 
in adjusting earned premiums to the 
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HAWKEYE-SECURITY? 


Among Stock, Multiple Line, Indepen- 
dent Agency companies, you've a right to. 
ask “What's different about THIS one?” 
Here are a few Hawkeye-Security an- 
swers (your Hawkeye man can give you 


more): 


MEMBER OF 


FINANCIAL 
GENERAL 


Insurance Group 


Agency-minded underwriting 

Agency ad-mats and radio copy 

Expiration lists furnished 

Manuals for rates and rules 

Manuals specify binding privileges 

Expert safety engineering 

Packaged policies 

Claim draft authority for fully qualified agents 
Pocket rate cards 

More branch office authority 


HAWKEYE-SECURITY 


INSURANCE COMPANY 


Serving the Public through Local Agents 


From the Rockies to the Atlantic Ocean. 


Compan 


POST OFFICE BOX 1199, 


Des Moines 7 


INSURANCE 
AND 
REINSURANCE 


COMPANY 
MANAGERS 


COLUMBIA, SOUTH CAROLINA 


: 
* 
e 
; 
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ANALYZING your 


insurance needs in the light of complete 
protection calls for professional skill. The 
independent insurance agent is an expert 
in many kinds of insurance protection, 
including those provided by the U.S.F.& G. 

Select and consult your independent 


insurance agent or broker as you would 
your doctor or lawyer. 


CASUALTY—FIRE—MARINE INSURANCE eo FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. + Fidelity Insurance Co. of 
Canada, Toronto + Fidelity & Guaranty Insurance Underwriters, inc., Baltimore 3, Md. 


A new series of 
comnelling U.S.F.&G. 
ads like this . . . in 
THE SATURDAY 
EVENING POST, 
TIME, U. S. NEWS 

& WORLD REPORT 
... IS Currently 
building still 
greater public 
respect for the 
independent agent. 
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NEW COPYHOLDER 

A revolutionary new copyholder for sec- 
retaries and typists has just been an- 
nounced by Remington Rand Division of 
Sperry Rand Corporation. 

The unit has a low, clean construction 
and extends only inches above the type- 
writer. When not in use it folds over the 


machine and can be tucked into the desk 
at night 
Called the Foldamatic Line-a-Time Copy- 


holder, it is expected to increase a typist’s 
performance up to 20% or more. It con- 
tinues the Line-a-Time principle of forward 
reading, att:ibuted to the original Line-a- 


Time, which permits the secretary to type 
with her head in a natural forward posi- 
tion instead of to one side. It is thus a 
boon to her health by eliminating neck and 
backache, eye strain and tension. 
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New Copyholder 
High-Speed Machine 
Envelope Opener 
Electronic Dictating Machine 
Swinging-Door Cabinet 
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office efficiency 


HIGH-SPEED MACHINE 


The Multisumma 22, a new high-speed 
adding machine that gives credit balances 
and also multiplies automatically with all 
calculations recorded on a printed tape, 
has been announced by Olivetti Corpora- 
tion of America. 

Newest addition to Olivetti’s line of add- 
ing and calculating machines, it operates 
at two hundred twenty cycles per minute. 
Despite its compactness, the Multisumma 
22 has a large capacity. Up to twelve 
digits can be entered, providing a thirteen 
digit total. Double and triple cipher keys 
speed entries. 

Factors and results of all operations are 
printed on a tape and marked with an 
appropriate symbol. Only essential figures 
are printed on the tape. 


ENVELOPE OPENER 


Incorporating changes in mechanism and 
styling to meet the specific needs of users, 
a new low cost automatic envelope opener 
has been developed by Martin Yale, Inc. 
With the design improvements in the field 
for several months, consumers and dealers 
use habits and comments were considered 
specifically for performance and use stand- 
ards, so that the users themselves, helped 
design the various changes that have been 
included over a period of time. 


ELECTRONIC DICTATING 
MACHINE 


The Cole Dictater, a dictating and trans- 
cribing unit designed by Germany's fore- 
most technicians for Cole Steel Office 
Machines, Inc. offers many electronic fea- 
tures. 

Compact and light in weight, weighing 
only 11 pounds, 4 ounces, the Cole Dictater 
is ideal for operating in planes, trains, and 
autos, as well as in homes and offices. A 
slim automatic microphone provides simple 
finger controls which guide all dictating 
operations; start, stop, recording and play- 
back. 


Every Cole Dictater has a full fidelity 
speaker. This guarantees clear, natural 
voice reproduction. 

A special volume control on the Cole 
Dictater eliminates background noises. 
Each recording is static-free. 

The dual recording track allows for twice 
as much dictating space. The Cole Dic- 
tater records up to two full hours, while the 
dual recording track provides for correc- 
tions and additions, making it possible to 
give secretaries error-free dictation. 

The Cole Dictater includes the machine, 
microphone, two-hour reel of reusable mag- 
netic tape, log pad and dust cover. 

This unit adapts easily for transcribing 
by use of a foot control, and stetho-clip 
with earphone. Additional equipment may 
be purchased separately along with useful 
accessories including a telephone adapter 
which records both ends of a telephone 
conversation, powerfully amplified. 


SWINGING-DOOR CABINET 


A new 42”-high swinging-door cabinet 
has been added to the line of 78”-high 
swinging-door cabinets of the Borroughs 
Manufacturing Co. 

The new cabinet, like its taller counter- 
parts, is 36” wide, in depths of 18” and 24”, 
and has a central, single heavy duty han- 
dle with built-in lock. Doors have 3-point 
latching, and swing completely open for 
full accessibility. Shelves are adjustable 
on 2” centers without tools, nuts or bolts. 
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Accounts payable operation at these offices 
was mechanized efficiently by ‘intercoupling” 
accounting machines, tabulating card punches. 


HE PROBLEM of how to central- 
‘hie the disbursement activities 
of many operating departments, each 
having different accounting require- 
ments and with widely varying vol- 
umes of checks to be drawn, is one 
that is common to many large finan- 
cial institutions. For the Equitable 
Life Assurance Society of the United 
States, this problem was especially 
pressing in its payments to suppliers, 
an area which did not seem to lend 
itself to processing on high-capacity 
machines, 


Mechanization Desirable 


Here, thirty thousand checks are 
drawn per vear, with these require 
ments for each transaction: write 
the check, prepare a statement of 


Solving the 


account (remittance advice), punch 
an IBM card with certain of the 
accounting data pertaining to the 
transaction, provide for reconciling 
the check mechanically, and provide 
adequate controls over the whole 
operation, Mechanization of this 
operation was obviously desirable, 
and to achieve it [Equitable went to 
a system of tailored automation that 
would permit the use of their present 
business machines in a special way. 

Under the direction of C. B. Luns- 
ford, Controller of the Society, and 
L.. H. MeVity, Assistant Controller, 
a series of Systematics Intercouplers 
were installed to be used in conjunc 
tion with the company’s present 
National Cash Register Company 
Class 32 accounting machines and 
IBM 026 card punches. By thus in- 
tercoupling its accounting machines 
to its tabulating card punches, F-qui- 
table was able 
sive manner 


in a simple, inexpen- 
to bring mechanized 
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isbursement Problem 


efficiency, speed and accuracy to its 
accounts payable area 

\s operating departments forward 
their disbursement warrants to the 
Checkwriting Section of the Con- 
troller’s Staff, the work is processed 
on the NCK-Intercoupler-I sys- 
tems 


By-product Cards 


As accounting data for each 
transaction is entered on the NCR 
machine, one or more by-product 
IBM cards for use in journal rec- 
ords and other accounting exhibits 
are automatically prepared by the 
attached card punch. The account- 
ing machine then prepared the state 
Che flexibility 


of the system is a major advantage 


ment of the account 


at this point, since some statements 
need show only the customary ven 
dor’s invoice date and number, while 


others must show long, precisely 


worded explanations covering the 
payment, 

Other operations at this point in- 
clude the automatic primting on a 
pre-numbered, pre-punched — cards 
check or dollar amount and certain 
other accounting data and the simul- 
taneous card punching via the Inter- 
coupler of information contained on 
This punched card is 
used to reconcile checks on tabulat- 


the check. 


ing equipment, replacing the old 
method of hand-sorting and match- 
checks. 
cards are also used in preparing tax 


ing paper Reconciliation 
reports in connection with commis- 
sion payments. A check register is 
also printed as a carbon by-product. 
The entire system is rigorously 
controlled, as the accounting machine 
develops a zero pri ot ot the dollar 
amounts for each transaction, as well 
as down totals of both dollar data 
and some indicative information, 
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That may sound like a boast. It's not. 
There’s a simple reason. You have toknow 
how to make a typewriter before you 
can make an electric typewriter — and the 
Royal people have made more typewriters 


for more years now than anybody else. 
Here are a few natural results of this 
old-line-craftsman experience: 
Royal Electrics have exclusive features 
that come from years of knowledge of the 


needs of both the people who type and 


Royal Electric 


typewriters are built 


better 


down to the 
last 
nut 


right 


QYAL 


Product of Roval McBee Corporation, 
World's Largest Manufacturer of T ypewriters 


the people who dictate. Example: easy 
interchangeability of carbon and fabric 
ribbons at no extra charge. No other elec- 
tric gives you that. 

Royal electrics are remarkably free from 
money-wasting breakdowns. 

If you're in the market for a typewriter, 
look into Royal. Itll take about fifteen 
minutes of your time, but it could make a 
whole lot of difference to both your secre- 


tary and yourself. 


q 
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Putting Ideas Across 


AS “ipea”’ Is a plan of action or 
a design for accomplishment— 
or it may be an assumption based 
on facts which vary as to their com- 
pleteness, proper interpretation and 
relevance. Ideas, although usually 
developed out of experience, may 
result from observation, annoyance, 
self-interest, reasoning power, or a 
dozen other circumstances and con 
ditions. It is not our purpose to 
discuss ideas as such, but to explore 
the wavs and means of putting the 
ideas to work 

It is obvious that there are but 
two ways in which ideas can be ex 
plained—one is by oral communica- 
tion and the other is by 
communication. There 


written 


are, unfor- 
tunately, many ways by which the 
ideas can be put into action—by 


directive, by indirect 
pressure, by bribery and by what the 


psychologists call personal motiva- 


selling, by 


tion or stimulation 
Implies a Change 
The implication of the word 


“idea” is that it is a favorable sign 
of intelligence. There are other 
words which imply improvement or 
benefit New Man- 
“By Popular 
There are many other 
expressions, no doubt, that are ac- 
cepted without analysis and which 
inspire a peculiar type of attitude. 
We call it a “peculiar” type of 
reaction because that best describes 
it—for example, an 


“Under 
agement,” “Sale,” and 


such as 


Request.” 


“idea,” as we 
indicated above, has a favorable im- 
plication ; vet, an idea will not inspire 
action unless the idea is sold to those 
whom it affects. As a matter of fact, 
an idea may retard action if it is not 


thoroughly understood. idea 
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often implies a change and changes 
which not understood are be- 
lieved to undermine personal secu- 
rity. 


are 


foo many ideas die on the vine 
because the idea 
not 


and. its 
properly 
Lincoln was a 


corollary 
facts are 
Abraham master of 
the art of simplifying facts so that 
ideas could be understood. It 
Lincoln who stated that 
irritated him more than 


organized 


was 
nothing 
a speaker 
who failed to make his point under- 
stood. Lincoln tells about the many 
nights that he paced the floor trving 
to reorganize and understand some 
plan or program which had been 
presented to him. He would write 
and rewrite the pertinent facts until 
he grasped the 
the idea 


full significance of 
then he would restate them 
in such simple terms that those to 
whom he addressed the idea could 
grasp the meaning. 

In modern business we are con- 
stantly confronting ideas arising 
from the changing times and the 
problems of a complex society. Un- 
fortunately, there are few Lincolns 
in today’s business who are so dedi- 
cated to simplicity of communica- 
tions that they will take upon them- 
selves the task of simplifying both 
their and the ideas of 
others with which they must deal. 


own ideas 


Expediency of Authority 


In the rush of business, we have 
little time to explore ideas. If the 
idea is not readily understood, the 
safest wav out is to sav “no.” If the 
idea is ours by creation, we often rely 
on the expediencies of authoritv to 
put it into effect. In plain words, 
we legislate rather than sell our 
ideas, and we turn down the ideas of 


others rather than explore them for 
their value. 

\ friend of mine who does a 
considerable amount of writing and 
speaking alwavs makes a_ skeleton 
outline of his subject before attempt- 
ing the development of the principal 
theme. The outline provides a sound 


basis for the 


organization of facts 


so that an orderly approach results. 


Less Verbose 


The organization of facts also re 
sults in a less verbose presentation. 
The old fashioned report method of 
building up the tacts, dilating on 
each minute 
with a 


segment, climaxing 


“statement of results” re 
quires too much reading for the 
modern businessman, notwithstand- 
ing that a “summary” condenses the 
idea into capsule ferm. Most mod- 
ern business reports and idea-sales 
presentations follow the summary 
lead type of presentation used for 
newspaper reporting in which the 
conclusions are stated before 
the facts. The lead line 
should tell the story, followed by an 
orderly treatment of facts. 


pre- 
senting 


When those of us who respect the 
“time element’ recognize that we 
must make our sale of ideas not by 
the preponderant use of words, but 
by our orderly and logical organiza- 
tion of facts, we find that our pres- 
entations click. A college professor 
who was trying to teach brevity, 
which in turn taught word selectiv- 


itv, used telegram blanks for the 
students’ answers to examination 
questions the students could not 


exceed the maximum wordage al- 
lowed for each answer. 


the 


If they knew 
could the 


sed the next page) 


answer, they 


sele ct 
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booklets 


P-358—RMicrofiim Indexing 


A ten-page, attractively illustrated hand- 
book may now be obtained which deals 
comprehensively with the problems involved 
in the indexing of microfilm records. Micro- 
filmed records are not only space-saving, 
and an insurance against the loss of valuable 
materials; the system makes record finding 
itself a quick and simple job. It has been 
proved beyond a doubt that microfilmed 
records, properly indexed, are more easily 
and quickly found than the paper originals! 
The purpose of this booklet is to explain 
specifically to new users of the microfilm 
method the utter simplicity of proper index- 
ing, to remove the mysteries that usually 
surround the subject and to make clear the 
sequence of steps which should be taken. 


P.359—Office Systems Guide 


Material compiled for this handy office 
systems guide was abstracted from a wide 
variety of sources—literature, field reports, 
and surveys that have been made over an 
extended period of time. Instead of pro- 
ducing a large, unwieldy booklet, this firm 
has made available a graphic and easy-to- 
use visual representation of this information. 
The guide provides a great assortment of 
data. On one side, eighteen general industry 
groups are listed indicating the various 
applications where office copying techniques 
have proved to be a saving in time and 
effort. A slot below indicates the number 
of a specific-application folder which is 
available upon request and which goes into 
much greater elaboration. In addition, a 
general staff organization is shown broken 
down into a number of specific departments. 


P-360—Light For Living 


Two small, handy folders dealing with the 
problem of adequate lighting in the home 
are now ready for distribution. Information 
contained in them is based on a careful 
study of lighting needs in relation to occu- 
pant comfort and safety, and should be of 
particular interest to every home owner. One 
of the booklets discusses minimum lighting 
standards. It includes an illustrated diction- 
ary of lighting terms, and two checklists 
which permit the user to list specific fixtures 
for each room and area in the home. The 
second pamphlet gives suggestions which go 
beyond the minimum standards. 
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The above material is available with- 
out charge or obligation. Simply check 
publication(s) desired. 


| P-358 P-359 


P.360 
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Putting Ideas Across—Continued 


words—if they were trying to bluff 
their way by verbiage, they would 
find it very difficult to summarize 
and condense. 

The old “flattery wheeze” of cov- 
ering up the lack of facts as well 
as the failure to organize the limited 
amount of facts by the disarming 
statement to the effect that, “You 
no doubt understand the importance 
of this idea (whatever it is) and 
recognize its value so I'll save your 
time by not going into the details, 
etc.,” has helped many a poor sales- 
man over a bad spot. If the “victim” 
denied that he understood the im- 
portance of the idea, he ad- 
mitting to a lack of intelligence 
unplied by the salesman. If he agreed 
that he did understand the proposi- 
tion, the need for further explanation 
had passed. In short, one must 
understand and believe in an idea 
before it can be sold to others. 

Someone said that an open mind 
was like a sieve; everything ran 
through it and nothing remained 
except waste. We think the refer- 
ence was applicable to an indecisive 
mind in which definite opinions and 
attitudes were not easily arrived at. 
An open mind, one which is positive 
in approach and accepts ideas for 
analysis and appraisal before rejec- 
tion, is essential for putting ideas 
across. How many managers have 
said, “My business is different,” 


was 


using this expression as an excuse 
for the failure to make progress. An 
open-minded management inspires 
progressive and creative thinking on 
the part of his associates. It only 
takes one or two arbitrary rejections 
to kill off suggestions. 

We have observed organizations 
over the years, particularly in our 
appraisals of the management, sales 
results, and the dollar value of the 
worth of the business, and we have 
been impressed by the high correla- 
tion between management's attitudes 
toward new ideas and the tangible 
worth of the business. In organiza- 
tions where—(1) management was 
negative minded—(2) dictated how 
(3) de- 
manded agreement on all of manage- 
ment’s ideas 


things were to be done 


(4+) turned down new 
ideas and (5) displaved a lack of 
interest in creative thinking and 
the morale of the 


improvements 


workers was low. The employees 
were, in fact, order takers, having 
little, if any, opportunity for the dis- 
play of initiative. The alert and 
ambitious employees left the organ- 
ization for other jobs and those that 
remained were routine workers, con- 
tent to follow orders, do what was 
asked and no more. 

Conversely, in those organizations 
where management listened to all 
ideas, encouraged creative thinking, 
and rewarded initiative, the morale 
was high and business success was 
a continuing contest to “beat last 
year’s record.” The employees had 
the feeling that they were part of 
the organization and actually partici- 
pated in decision making. Brain- 
storming, which, in our opinion, is 
a passing faney, is nothing more 
than an unrestricted opportunity to 
turn the brain loose and try and 
come up with ideas, notwithstanding 
that many (or even most) will be 
fanciful, fantastic and impractical. 
In brain-storming, all ideas are re- 
corded. Then they are reviewed and 
the more practical ones are further 
screened for merit and applicability. 


Rank and Title 


Rank and title have little influence 
on creative thinking except that 
some employees because of rank are 
thrown into contact with problems 
which offer the greatest opportunity 
for the creation of ideas. In scien- 
tific management, the first step is 
the recognition that a problem exists. 
If managment is thoroughly satisfied 
with conditions as they exist, the 
incentive to create not 
The creative persons, the 
idea-men of industry, see what others 
see, but instead of taking things for 
granted, they have an inquisitive 
mind 


ideas is 
present. 


These persons want to know 
why things are done. One company 
offered a weekly cash prize (for a 
limited period of time) to the 
employee who submitted the best 
question pertaining to the methods 
followed by the company. This was 
not a suggestion plan because man- 
agement did not insist on solutions. 
Management wanted the employees 
to think objectively about their work 
and constructively about methods. 
The management of this company 
recognized that ideas hed two basic 
areas—(1) one area is the area of 
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PRINTING AND SUPPLY 
Division Of Courier-Citizen 


| 


Distribute your policies, forms and ot 
7 most strategic locations in America, through | : 
Golden Circle System. You can speed 
day of the supplies : 
they need to perform best for you! 


PRINTING 4 
SvUPPLY'S 


SAVE 
DELIVERY TIME 


Practically all your agents and branches, in 
every important region are within 24 hours’ 
reach of Uniform’s Golden Circle System! 
All distance handicaps are eliminated, per- 
mitting you to give equal service 300 —or 
3,000 miles — from your Home Office. 


SAVE 
VALUABLE 
SPACE 


High-cost Home Office space that is sac- 
rificed to forms and policy storage, im- 
printing and other non-insurance uses can 
be freed for profitable extension of Home 
Office facilities. Golden Circle System 
warehousing costs less, keeps supplies 
where they're needed. 


... the most 


logical way 
to handle 


FORMS OF 
ALL KINDS 


Uniform’s efficiency has shown 
companies throughout America 

how to realize savings on every phase 
of forms handling. You too can save 

... through simplification of 

individual business form design and 
requisitioning procedures; elimination 
of special facilities in your Home Office 
for warehousing, imprinting and 
shipping; reduction in transportation 
time and costs. You can lower 

printing costs... by consolidating 

all of your forms handling requirements 
with Uniform Printing and Supply 
Division of Courier-Citizen Company. 


SAVE 
POSTAGE COSTS 


85% of America’s agents are within Postal 
Zone 3 mailing distance of a Golden Circle 
Center. Compare the cost of mailing at 
these short-distance rates with that of 
reaching all your agents and branches from 
your Home Office location. 


SAVE 
PAYROLL 
BURDEN 


The burden cost of non-insurance job clas- 
sifications for warehousing, imprinting, 
distribution and inventory control can be 
eliminated. Savings you realize can be used 
effectively for the improvement and exten- 
sion of productive Home Office operations. 


Savings From Uniform's Golden Circle System Make It The Lowest-Cost, 


Most Efficient Method For Meeting All Your Forms Handling Needs 


il 
~ 


ONLY 


Iniformss 


If you are now purchasing 
any of the services listed below 
from more than ONE individual 
supplier, your forms handling is 

unnecessarily complicated and costly. 
Consider the many advantages of 
depending on a specialist in all six 


phases of forms handling, 

including distribution. Uniform’s 
Golden Circle System offers you this 
TOTAL SERVICE, with lowest cost and 
fastest delivery to your agents and 
regional and branch offices 
throughout America. 


FORMS ENGINEERING 

The talent responsible for the creation of 
Uniform's many efficiency-engineered policies 
and forms, including our famous “Keystroke 
Saver" design, can be applied to the develop- 
ment of business forms planned to increase 
your company’s operating efficiency. Forms 
for both internal and field use will reflect the 
efficient engineering and design features that 
are built into the policies and forms your 
agents now prefer. 


FORMS PRINTING 

Uniform Printing & Supply's four strategically- 
located plants are equipped to handle all your 
printing needs. Modern equipment in Lowell, 
Mass., Brooklyn, Chicago and San Francisco 
delivers volume, quality production of forms, 
letterheads, bill heads, promotional materials, 
etc. From these plants printed materials are 
bulk shipped at lowest freight rates to the 
supply centers of the Golden Circle System, 
from which your agents and branches can be 
reached most quickly and economically. 


FORMS IMPRINTING 

Each of the 7 Supply Centers in the Golden 
Circle System is staffed and equipped to im- 
print all materials prior to shipping to agents. 
A complete “copy” file of all agents’ imprints 
and use instructions is maintained by each 
Supply Center. In addition to imprinting for the 
agents, and serial-numbering and coding daily 
reports and other forms, Uniform can also col- 
late forms materials into sets with the patented 
“Accuracy-Locked” feature, and route material 
to its destination within 24 hours of the receipt 
of your requisition. If you prefer to use snap- 
out policies, we have special equipment avail- 
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VITAL 


SERVICES 


able for numbering and/or imprinting these 
policies through the carbon prior to distribution. 


WAREHOUSING 

Uniform can take over your complete ware- 
housing and storage operations, and show you 
sizable savings in space costs alone. Add to 
these the savings in time and labor that result 
from freeing your Home Office of this burden, 
and the resulting shipping advantages of field- 
basing your supplies within easy access of the 
agents and regional organizations where they 
will be used. You will see why Uniform's Golden 
Circle System is the lowest-cost, most-efficient 
warehousing facility you can use. 


INVENTORY CONTROL 

By empioying one source for all your forms and 
printed material handling, you can centralize 
inventory responsibility. Techniques, devised 
to meet the complex printing and distribution 
requirements of the insurance industry, em- 
ploying information available through Uniform 
Printing and Supply's nationally-famous Au- 
thenticity service, provide dependable control 
of company inventories in any or all of Uni- 
form's 7 Golden Circle System Supply Centers. 


DISTRIBUTION 

Uniform’s unique Golden Circle System puts 
practically all your agents and branches in 
every region within a day's reach of their sup- 
plies. Because of the strategic location of the 
7 Golden Circle System Supply Centers, this 
faster service actually costs you less in ship- 
ping expenses. Only Uniform has the warehous- 
ing and distribution facilities that keep your 
supplies where they're needed, and get them 
delivered when they're needed. 
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\COMPANY’S SUPPLIES REA 


can depend on a fast, 
nearby storage points to your agents and 
egional Office facilities wherever they are located. _ 
27 Golden Circles show how Uniform’s 
Circle System nas been carefully plotted 
assure the most efficient communication _ 


| RO CH AGENTS AND BRANCHES EVERYWHERE 
to 
th in erica. 
: 


RE... FASTER...AT LOWER COST THROUGH 
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UNIFORM PRINTING PLANTS IN | 
SAN FRANCISCO, CHICAGO, 

BROOKLYN AND LOWELL. 
Supplies to Golden Circle System distribution 
centers are replenished most economically by 
low-cost bulk shipments from these strategically- 
located, modernly-equipped Printing Plants. 


ijorms 


FREE AUTHENTIC INFORMATION 


Uniform alerts customers to bureau changes and 
newly-available documents through its “Rush 
Authenticity Bulletins.” Information secured from 
authoritative sources is furnished on color-coded 
812"x 11” sheets. Uniform's “Authenticity Bulle- 
tins” give complete information, accurate to the 
last detail. 


OVER 2,000 FORM DOCUMENTS 
Facsimile specimens of more than 2,000 forms 
and endorsements are contained in Uniform’s 
Catalog Service. Customers are supplied with new 
and revised facsimiles within a few days after 
bureau releases have been received. Replacement 


PRINTING 


DIVISION OF COURIER-CITIZEN CO 


Printing Plants: Chicago, III.; Lowell, Mass.; 


Authenticity Offices: New York, N.Y.; Lowell, Mass 


la.; Hartford, Conn.; 


THE MOST WIDELY USED 
POLICIES AND ENDORSEMENTS 
ARE 


PRINTECO 


Oo 
SUPPLy 


More companies rely on Uniform’s AUTHENTIC policies and endorsements than any other forms 
designed for the Fire and Casualty Insurance fields. AUTHENTIC policies save the expense of con- 
tinuous research to keep abreast of various bureau changes; they safeguard you against the issuance 
of obsolete material. Every form and endorsement that carries the AUTHENTIC Seal represents an 
accurate conversion of bureau language into the format of a working document. 


mifov7n 


e 165 JACKSON_ST., LOWELL, MASS. 


Sales Offices: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicazo, I!.; Columbus, O.; 


Lowell, Mass.; Los Angeles, Cal.; New York, N-Y.; 


PRIN; 


IN U.S.A 


sheets are furnished as frequently as changes 
occur, permitting companies to maintain a true, 
accurate file of current information on every form 
they have occasion to use. 


SAVE MORE ON YOUR FORMS 
If you are not now using Uniform’s complete 
Golden Circle System facilities, forms handling is 
costing you more than it should. Let us show you 
how the Golden Circle System can give you, too, 
the most completely modern...efficient... 
economical method for handling forms of all kinds. 
Write Uniform Printing & Supply today for more 
information. There's no obligation, of course. 


GOLDEN CIRCLE 
SYSTEM 

SUPPLY CENTERS 
Lowe//, Mass. 
Allentown, Pa. 
Gainesville, Ga. 
Kendallville, ind. 
Centerville, fa. 
Jacksonville, Tex. 
San Francisco, Cal. 


Brooklyn, N.Y.; San Francisco, Cal. 


Chicago, Il.; San Francisco. Cal. 


Dallas, Tex.; Des Moines, 
Philadelphia, Pa.; San Francisco, Cal 
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need ; the other area (2) is the area 
of solution. Management, because 
of its experience, can contribute 
more to the solution of a problem 
than it can to uncovering the prob- 
lems which require solution. Man- 
agement may be so far removed from 
the physical problems of work per- 
formance that the problems of ac- 
tually doing the work do not come 
to their attention. This is particularly 
true if management is so confined 
by the pressures of developing busi- 
ness that it evidences no interest in 
the “bread and butter” aspects of 
the business. Nothing is more dis- 
couraging to the employees than to 
have a “red-hot idea” and have man 
agement say—“sorry, but am too 
busy to talk to you today.” This 
pulls the cork on enthusiasm and 
interest, and soon the employees 


cease to offer suggestions, 


Best Question Technique 


The “best question” technique has 
merit because it only requires the 
employee to “ask why” and not to 
“tell how.” The employees’ questions 
bring to management a good cross 
section of the employees’ problems 
and the areas of uncertainty. It also 
brings the employees into participa- 
tion in the idea development. pro- 
grain, even though the participation 
is indirect. When maragement 
comes up with ideas, the employees 
have a feeling that they contributed 
to those ideas, and in consequence 
the resistance to change is lessened. 
Nothing is more inspiring and satis- 
fying than being able to see the 
results of one’s own creative activi- 
ties. This explains to a degree why 
so many top-management personnel 
So otten 
they cannot see tangible evidences 
of their business efforts, particularly 
Much of 


their activities and energies go into 


take up creative hobbies. 


in short range periods. 


long range and somewhat intangible 
progranuning. Top management 
may romance a potential client for 
tangible evidences 
We all need evi 
so the executive 


who takes up wood-working, pho- 


months before 
come into play. 
dences of ettort 


tography, painting or other creative 
hobbies can view the results of his 
effort almost immediately and_ this 
provides the satisfaction of accom- 
plishment which carries him over the 


many periods in his business life 


when progress and attainment may 
he slow. 

Phis has a very practical applica 
tion to idea development because it 
temporarily satisfies the ego, thereby 
providing the patience and stick-to- 
itiveness so essential to creative 
thinking. 

Ideas develop best and most fre- 
quently in an atmosphere of unre 
We see evi 
dences of the gradual break-through 


stricted communication 


of the barrier in which managment 
keeps its thoughts to itself. Man 
agement’s tactiturnity has probably 
contributed much to the politicians’ 
attack and labors’ criticism of man 
agement. We tend to criticize that 
which we do not understand. The 
best cure for misunderstanding ts 
communication. We hope this is not 
a belaboring of a subject on which 
we have commented so frequently. 
We are trying to give communica 
tions its proper emphasis and point 
up its relationship with almost every 
management practice. No one has a 
corner on ideas. We seek them 
where we can find them, but we 
must remember that developing ideas 
is but half of the problem. The 
other half arises when we try to put 
our ideas to work. There is where 
we run into the human problems, 
and it is there where the challenge 
to management ts found. A man con- 
vinced against his will, is a man 
unconvinced still-——acceptance of an 
idea because of pressure, higher 
authority, or domination, leaves the 
successful application of the idea to 
chance. Understanding and intelli 
gent application of ideas require 
selling. Management would be well 
advised to: 

1 Keep an open mind concerning 
ideas; 

2 Subordinate authority in favor of 
selling ; 

3 Obtain and organize facts; 

+ Communicate ideas to the em 
plovees ; 

Kneourage the communication of 
ideas from employees ; 

6 | xplore each idea thoroughly be 
fore trving it; 

7 Never apply an idea without prior 
notice to those affected by the idea; 
Reward creative thinking; 

9 Don't make a change for the sake 
of a change unless there are tangible 
advantages in the change; 

10 Let the employees and associates 
participate to the fullest extent pos 
sible in idea creation. 


BUILT-IN MEMORY 


‘FORGET-NO" REPRESENTS new 
concept im pocket) secretaries and 
reminders. Referred to as the Ke 
minder ‘with the built-in memory, 
Memos 
are written, torn off and filed in a 


weekly visible file 


it is a positive reminder! 


| 


\ margin of the 
memo is always visible, indicating 
the hour and day of the appointment 
This makes it almost impossible to 
overlook any appointment 

In addition to being a reminder, 


/ orget No, 


Produets, is an ideal work organizer 


at signed by Chesco 
in pocket size, 

Forget-No is not bulky or cum 
hersome ; it reflects quality and good 
taste. 

Forget-No is used primarily tor 
sales) promotion advertising and 
gifts. It is a great item to present 
at meetings, conventions and te 
clients 


RAMAC 305 


NORFOLK and Dedham Mutual 
lire Insurance 


mpany of Dedham, 
the tirst New 
England Insurance Company to in 
stallan IBM Ramaec 305 

Phe IBM. Ramae five-muil 
lon character memory consists ot 


fifty iron-oxide coated disks appront 


Massachusetts, 1s 


mately two feet in diameter which 
revolve at 1200 revolutions per min 
ute. Information is stored on both 
sides of each disk and an aceess arm 
moving rapidly up and down and 
between the swittly spinning disks 
can reach any group of data in a 
fraction of a second 

Recognizing the trend toward 
automation in the field of insurance, 


Norfolk and 


Dedham have been programming fot 


the management of 


Ramac operation for over a year, 


and thus it will immediately take 


over many accounting and statistical 
functions. 
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This is automatic xerography 


the button.-- 


SENSITIZED 
PAPER 
UNNECESSARY 


copy 1200 different engineering draw- 
ings or other documents an hour... 
‘a dry, positive print in seconds! 


on plain unsensitized paper... 
translucent vellum... 


or offset paper masters 


Wherever low-cost, high-quality, volume copying is the need, look 
first to automatic xerography. A XeroX' Copyflo* printer turns 

readv adi: ‘opies mav be o Write for booklet X-287 for complete informa- 
out dry ; positive prints ready for immediate use. Copies may be on tion. Naloid Nerox Iac., 5:120K Waloid Street 
plain unsensitized paper, translucent vellum, or offset paper Rochester 3, N. Y. Branch offices in principal 
masters. They emerge as rapidly as 20 linear feet a minute... a U. S. and Canadian cities. Overseas: Rank 

Xerox Ltd., London. 

completely different print in seconds. 


Just push the button ... and copies flow! A Copyflo printer HALO i Dp 
offers the speediest, most flexible, most economical way to get 
copies precisely like the original from microfilm, original draw- xX es re oO xX 
ings, or other documents. 


=f Sz =] = | = ; 
eS A 
out come copies precisely 
like the original reduced. 
enlarged. OF same size 
4 
¥ 
savings from $20,000 to $100,000 yearly j 
with a Xerox" Copyilo” printer 
| : 


modern accounting theory, practice & procedure 


Life... Casualty ... Fire... Accident & Health 


INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


Casualty Reinsurance 


JOHN J. HAGERTY 


American Mutual Reinsurance Co. 


HE MAJORITY of casualty rein- 
surance treaties are rated on a 


flat percentage basis. This flat 
percentage may be based on your 
written premium or your earned 


premium. While the term “written 
premium” seems to indicate that the 
casualty reinsurer is absorbing his 
share of the unearned premium, such 
is not always the case. Further 
clarification is usually necessary. 


Liability Line 

For example, assume that a cas- 
ualty reinsurer has drawn a treaty 
covering one of your companies and 
is providing protection for a new 
liability line. As the line is new to 
you, the treaty will 
cover new and renewal policies as 
there are no policies in force. When 
the reinsurer’s rate is based on your 
written premium in this instance, 


reinsurance 


he is assuming his proportionate 
share of the unearned premium re- 
serve. A second possible approach 
is to consider a company which has 
been writing particular liability 
line and would like protection on a 
losses occurring basis but find it 
awkward to pay premium based on 
their earned premium. If such ts 
the case, I might charge a percent- 
age of the underlying company’s 
premium writings, but in this in- 
stance, the reinsurance premium is 
considered as earned premium by 
my company, 

A third method of rating is a 
percentage of the company's earned 
premium and all premiums received 
by the 
earned. 


reinsurer are considered 

Undoubtedly some of you have 
run across the retrospective rating 
formula as apphed to casualty re 


insurance. IT would like to discuss 


For October, 1959 


two _ basic reinsurance 
rating plans. Both 
provide for a factor to be applied 


to the losses incurred by 


casualty 
retrospective 


the rein- 
surer, within certain limits of loss. 
These adjusted losses are applied 
against a premium base and estab 
lish the reimsurance premium sub 
ject to a minimum and maximum. 
Up to this point, the two basic 
plans of retrospective 
The difference 
being the adjusted factor that ts 
used which 
100/80th to 


this point 


rating are 


very similar only 

may range from 
100 /60th or less. At 
the retrospective plans 
take separate directions. One type 
of plan calls for this adjusted figure 
to be based on all premium from 
the inception of the treaty to the 
end of the particular period of ac- 
counting. Let us assume that you, 
as a primary company, have bought 
this particular rating plan subject 


to a minimum premium of 2% 
and a maximum of 10% of vour 


premium writings 
that this was ef- 
January 1, Your 
experience up to and including De 
cember 31, 1958 has enabled you to 
pay the minimum premium. How- 
ever, 1f vou have a disastrous year 


us further 
contract 


1953. 


assume 
fective 


in 1959 it is possible under this 
plan to owe the maximum premium 
for all vears 1953 through 1959. As 
there will be approximately seven 
years premium as a base, it is pos- 
sible, if your premiums have been 
level for that period, to owe the 
reinsurer approximately 5% of your 
current premium 
this, 
nium writing for 
$1,000 000 


writings. To 
clarify use an 
the 


lor the vears 


average pre- 
company of 
1953 
through 1958 you have paid 2% 
on this vearly average of $1,000,000, 
but retrospective 
formula, which calls for adjustment 
the 


tind that vou owe 10% 


because of vout 


trom imeception ot avreement, 


in 1959 we 


of your premium volume for the 
vears 1953 to 1959 inclusive. Sim- 
ple calculation will average it out 
to 5% of your 1959 premium. 
Because of this type of wording, 
some insurance departments have 
suggested (and | believe one has 
made it mandatory) that you set 
up the maximum premium as a po 
tential liability until all losses are 
adjusted for the entire term of the 


treaty. 


Second Plan 


Now the second plan calls for 
this adjusted figure to be based on 
one year’s premium only. Only 
losses occurring within that particu 
lar accounting period will apply to 
that vear’s premium base. For ex 
ample, with the same experience 
as previously mentioned, you would 
only pay the maximun. premium 
based on the year 1959, namely 10% 
of your premium writings for the 
vear 1959. 

In the so-called quota share plans 
(which are purely financial agree 
ments) you have two basic plans, 
one being the so-called guarantee 
profit to the reinsurer, and the other 
a flat 


commission or sliding scale 


basis. 
The guarantee basis provides 
that under no circumstances will 


the primary company receive from 


the reinsurer loss reimbursement 
plus commission allowance greater 
than approximately 95% or 96% 


of the premium ceded to the rein 
surer. On a flat commission basis, 
the primary company attempts to 
gain a greater commission allowances 
from the reinsurer than it pays out 
in expenses. At the same time, on 


the flat commission basis, they cain 

unearned premium reserve relief 
Another tvpe of plan with which 

you, as primary companies, are 
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Casualty Reinsurance— Continued 

sometimes faced is the percentage 
of manual increase charged for re- 
insurance protection. We know 
Many of your reinsurance programs 
were geared to a percentage of the 
manual caused 
an inerease in operating costs as far 


increase, and this 


as your company was concerned, 
lhis has been to a great degree 


ADVERTISING 


Attractive Heritage advertising desk 
calendar stays on your pros- 
pect’s desk all year long, is looked 
at daily. 


© ATTRACTIVE! 


Choice of four colors 


© INEXPENSIVE! 


As low as 8c each in leatherette, 
15c in plastic 


© PRACTICAL! 


Appreciated and used 


Get your free sample of yew Heritage 


gift calendar by simply se Q your name 
etterhead to Ameri 
‘ 


and address on business 


cas most complete supplier advertising 


gift specialties 


HERITAGE mre. co. 
HERITAGE BLDG. FT. WORTH, TEXAS 


eliminated by the casualty reinsur- 
ance companies by using various 
formulas to establish the same net 
reinsurance dollar without causing 
the breakdown of premium by you 
on each and every policy written. 
As a simple formula for helping 
you in case you have a_ particular 
problem with your reinsurer along 
this line, may I suggest that you 
have a premium run by policy 
limits. For 10/20 
policy limits you might have $100,- 


example, on 
000 in premium writings. Using 
vour Table 1 A, 


in most of your states, you will find 


which is in effect 
that if your are retaining a 5/10 
limit, the difference between 5/10 
and 10/20 is 1/6th of pre- 
mium writings. In [linois it would 
be 3/13ths of your premium writ- 


your 


ings. This should give a fair aver- 
age dollar, although by no means 
correct as you have various excess 
limits’ tables, but 
for reinsurance purposes. 


is a fair figure 


Sliding Scale 


Now just a short time ago | men 
tioned 
with respect to casualty reinsurance 


sliding scale commission 


treaties. Whuile a sliding scale com 
mission can be effected, it is always 
our hope as casualty reinsurance 
people that the primary company 
considers some of the problems they 
might face. 

For example, you might have a 


treaty in effect with the A.B.C. 
Mutual Reinsurance Company. 
This treaty might be terminated 


December 31, 1959 and upon ter 
date you find that the 
losses incurred on your account by 


mination 


reinsurer entitled you to a 
Now af your 


treatv does not otherwise provide, 


$0% commission. 


vour reinsurer should be lable for 
all losses that occurred during 1959 
even though the same losses nught 
not be paid or even reserved for a 
period of four to eight vears, \e 
tually, in compensation it can run 
as high as fifteen to twenty vears 
Under the circumstances, you must 
have continuous adjustment of your 
commissions, though 
treaty 
fifteen or twenty vears. This to me 


even your 


has been cancelled five, ten, 
is one of the drawbacks on_ this 
particular type of sliding scale com 


nussion. tTlowever, as an alterna 


tive, you can cancel any potential 
liability the reinsurer might have 
and accept the commission and. all 
loss adjustment as final. The draw- 
hack to this is that some of your 
losses might go haywire and cost 
you tens of thousands of dollars 
more than you anticipated when 
your treaty was terminated. I could 
show you on our own books losses 
initially reported to us this year 
which actually happened in 1953. 
In this respect, the same problems 
confront the primary company 
where they have a one, three or five 
year formula which 
their losses incurred for a particular 
period. When termination occurs, 
you finalize your accounting with 
your reinsurer, and three, four or 


averages out 


five vears later, faced with develop 
ment on losses that occurred during 
that period, the primary company 
must bear the responsibility for the 
dollar loss unless the new reinsurer 
has agreed to pick it up. \nd to 
date | haven't heard of any rein 
surers picking up lability on losses 
that incurred prior to the initiation 
of their treaty. 

Now just one word about limits 
of liability and how they might af- 
fect your company. 


Liability Limits 


The average casualty reinsurance 
treaty provides a limit per accident 
or occurrence or series of accidents 
or occurrences and is usually a det 
inite limit. Many times the primary 
company assumes that because they 
have a particular dollar limit they 
can write individual policies up to 
that particular limit. In theory this 
is correct, approximately 95% of 
the time, but vou do hit the unusual, 
especially in your contracting deals 
where you might have one, two or 
possibly three policies involved in 
the same loss. When this happens, 
your company may be faced with a 
limited reinsurance protection. that 
might not cover vour losses incurred 
hecause two, three or four of vour 
policies might be affected. While 
this is not especially in your line, | 


think it 1s might 
think about and possibly talk over 
with your underwriters or whoever 
handles 


something vou 


vour reinsurance capacity 


limits 


Best's Fire and Casualty News 
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IBM RAMAC‘* 305 


delivers data by the clock 
instead of the calendar 


IBM RAMAC brings facts to the attention of top 
management before they become history, and in time 
for accurate business decisions. And up-to-the-minute, 
instantly available information results from 
immediate updating of all affected records. 

The RAMAC 305, the only random access data 
processing system available, is a self-contained system 
which can record and account for transactions as 
they occur. They are entered into the system and 
posted simultaneously to all related accounts. 
Through this RAMAC in-line processing, premium 
and loss, annual department statements, management 
reports, premium rating, renewal policy writing and 
agents’ accounts can be processed by the clock instead 
of the calendar. General ledger preparation is 
automatic. Peak periods are avoided. 

The IBM RAMAC 305, like all IBM data processing 
equipment, may be purchased or leased. Call your 


local IRM representative for more information today. 


Data Processing 


For October, 1959 
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Save Time—Improve Accuracy 


Use / Calculators 
DURABLE—SIMPLE—FAST—ACCURATE 


FIGURE ENDOR % 
SEMENTS AND CANCELLATIONS eR 
FOR ONE YEAR, THREE YEAR AND FIVE YEAR POLI- “> % 
CIES. PRO RATE AND SHORT RATE UNEARNED 
PERCENTAGES. FIRE, CASUALTY, AUTO, INLAND + 
MARINE, AND HOMEOWNERS, YR POLLY 
YR|2NOYRIIST YR. POLICY 


ACCURATE: 
| 


P/ 
Calibrated to 1/10 of 1°, yak 


SIMPLE: 
Reads like a ruler 


% FAST: 


Unearned percentages read direct 


% DURABLE and WASHABLE: 
Vinylite plastic giving glasslike 
protection fo the printed scales 


Illustrating reading arm and part of disc 


% HANDY: of the Duplex Calculator. 


{5 year scales on reverse side.) 


CALCO Calculators Are Tailored To Your Needs 


The Duplex" one, three and five year scales, pro rate and short rate. Plastic 


The "Graphic" one and three year scales, pro rate and short rate. Plastic 
coated bristol. 


The “Auto Rule" one year scale, pro rate and short rate. Plastic or cardboard. 


All Calculators are furnished to conform to either old or new term rule. 


We'll be glad to ship for your inspection and invite comparison with any other calculator on the market. 


Order Blank 
CALCO PRODUCTS, INC. 


903 Federal Reserve Bank Bldg., Cincinnati 2, Ohio 
Enclosed $ for: 
CALCO Duplex; 1, 3 and 5 Yr. @ $8.00 ea. 
CALCO Graphic; | and 3 Yr. @ $3.50 ea. 
CALCO Insurance Tables @ $4.00 Each 
CALCO Auto-Rule, Cardboard | Yr. @ $1.00 ea. 
CALCO Auto-Rule, Plastic | Yr. @ $3.00 ea. 
( ) New Term Rule (_ } Old Term Rule (Please Check) 
(Make Checks or Money Orders Payable to Calco, Ohio Residents Please Add 3°, Sales Tax) 


WE WILL SHIP FOR YOUR INSPECTION OR REFUND IF YOU ARE NOT ENTIRELY SATISFIED. 


Attention 
City Zone State 


: 

~ 32 | 

2 ~ 40 


THE FUNCTION OF AUTOMATION 


GILBERT L. KERR 
Vice President 
Recording and Statistical 
LONG ago Mr. Ralph 


Corporation 
OT 
J. Cordiner, Chairman of the 


General Electric Company stated: 
“When the history of our age is 
W ritten, I think it will record three 
profoundly important technological 
developments. Nuclear Energy which 
tremendously increases the amount 
of energy available to do the world’s 
work. utomation which greatly in- 
creases man’s ability to use tools 
and Computers which multiply 
man’s ability to do mental work.” 


Suspicious Enthusiasm 


As more advanced and more com- 
plex data processing equipment is 
being introduced, there is an attitude 
of enthusiasm mixed with suspicion 
and apprehension. Many have seized 
on the electronic computer as a cure- 
all for the ills of their business and, 
then, have disillusioned and 
suspicious because it has not accom- 
plished all that they had expected 
it to do. Usually the disillusionment 
results from the inability of the user 
to know what to do with the com- 
puter after it has been installed. 

Data processing has been a nec- 
essary function of business from its 
very inception. Every office, large 
and small, must use some form of 


been 


data processing system to operate 
efficiently. Data must be processed 
in order to compile routine reports, 
bills, inventories, payrolls, ete. Data 
processing, by definition, means sim- 
ply that a succession of basic facts or 
data are processed to produce item- 
ized other documents. 
Therefore, modern data processing 
is in reality an advanced system of 
work simplification 
operations 


rey rts or 


where many 


previously performed 
manually are efficiently and econom- 
ically processed on automatic ma- 
chines. 

After the original or source docu- 
ment is prepared all further reports, 
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statistics, etc., are produced by auto 
matic data processing machines. 
These machines may be actuated 
by punched cards, punched tape or 
magnetic tape, drums, disks or cores. 
Lhe actuating agents can be created 
simultaneously with the preparation 
of the 
separate operation, depending on the 
type of equipment involved. There 
are numerous 


source document or as a 


methods and many 
types of machines which lend them- 
selves to modern data processing 
applications and a great deal of time 
could be spent discussing them. The 
most common tools are: 

1. The punched 
machines. 

2. Punched paper tape typewriter 
stvle accounting machines. 


card) accounting 


3. The complex electronic digital 
computer, which can be actuated di- 
rectly or indirectly by various agents, 
including the punched card, punched 
tape and magnetic tape, drums, disks 
or cores, 

The punched card is by no means 
a recent development and has, in 
fact, been used extensively in tabu- 
lating for more than half a century. 
Developed in 1889 with the purpose 
of speeding up the recording of cen- 
sus information, the punched card 
originally actuated a mechanical ma- 
chine which would transcribe the 
information punched in the card and 


Necessary from its inception 


\lmost 
immediately electricity was apphed 
to this first machine and the electric 
tabulating machine was born 
first 


record it ona visual registet 


Phe 
machines were simply straight 
but as the 


improvements 


adding machines, years 


passed many were 
added. Ina relatively short span of 
vears we have progressed from a 
basic mechanical adding machine to 
the modern day punched card ac- 
counting machine. The principles of 
rela 
tively simple and consist of these 


punched card accounting are 


basic steps: 
1. Information written or otherwise 
recorded ona 
transcribed to 


source document 1s 
a tabulating card in 
the form of punched holes 

2. Punched cards are arranged in a 
sequence by a sorter. 

3. Printed reports are prepared au 
tomatically by an ma- 
chine which reads the holes in the 
cards. 


accounting 


These are the basic steps and the 
must include 
additional machines. 


system many other 
Punched card 
accounting machines may be used 
in conjunction with electronic com 
puter systems, either connected di- 
rectly to the operated 
independently from punched cards 
created by the computer system. 


Punched 


system, 


the 
punched card, is not a recent devel 


paper tape, like 
opment, having been used as a com 
munications media for transmitting 
typewritten data accurately and au 
tomatically since the lattes 

the 19th century. Not 


vears, however, has it 


part of 
until recent 
come mto its 
own in a true data processing sense 

Punched tape offers many advan 
are its simplicity, 


and 


tages, among whicl 


ease of preparation versatility. 

Tapes are generally prepared as a 

by-product of writing original docu 

further 


that the 


ments. Preparation is 
plitied by the 
punch is activated by a modittied ¢ lee 


tape 


tric typewriter for whicl 


operating skills are requi Leon 


ments can be written prod 
at regular electric 


uct tape punched 
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Automation—Continued 

typewriting speeds. Punched tape 
versatility is further attested to by 
the fact that it may be 
actuate 


used to 
numerous other types of 
equipment. It may be transmitted 
or reproduced automatically by local 
long-range, or even international 
communications equipment, 
Obviously, the most important ad 
vantage of punched tape lies in its 
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ability to communicate with other 
data processing machines. 

by using paper tape as a media 
it becomes possible to communicate 
automatically between virtually all 
types of data processing equipment. 
The importance of this can hardly be 
over-emphasized, since it has opened 
the door to complete office automa- 
tion, With the ability to communi- 
cate with other units, each machine 
becomes an integral part of a com- 
pletely automatic system. This type 
of system is appropriately termed 
“Integrated Data Processing.” Many 
insurance particularly 
small and medium sized firms are 


companies, 
making extensive use of punched 
tape systems. 

Punched tape may be used as 
input for some electronic computer 
systems or may be converted into 
punched tabulating 
the automatic tape to card converters 
now on the market. 
a device which will convert punched 
tape to magnetic tape. 


cards by any of 


There is also 


In spite of the amazing capacity 
of modern punched card systems, 
something faster and more com- 
pletely automatic was needed to keep 
pace with the growing volume and 
complexities of business. Since sev- 
eral separate machines are required 
in a punched card system, some 
delay is experienced in transferring 
intermediate results from one ma- 
chine to another and many human 
decisions and interventions are nec- 
essary to complete an accounting 
procedure, With the advent of elec- 
tronic equipment 
was introduced, 


a new technique 


Transporting Data 
Klectronic devices are to 
provide internal methods for trans 
porting data and intermediate results 
from step to step so that raw data 
could be fed into one end of the 
machine system and finished results 
delivered from the other end without 
interruption. 

Among the first large scale auto- 
matic calculators were the Harvard 
Mark 1 and ENIAC (Electronic 
Numerical Integrator and Calcula- 
tor) which were installed in’ the 
middle forties and have since been 
operated with amazing success. Since 
this rather recent beginning, the ad- 
vances made in the development of 


giant electronic computers have 
been phenomenal and there are now 
a great variety of machine systems 
available for all needs. The present 
day electronic brains solve even the 
most complex problems and produce 
results with fantastic speed and ac- 
curacy. These amazing machines 
can also store great quantities of 
information and can select any spe- 
cific bit of information for compari- 
son or other machine use almost 


instantaneously, 


A Machine System 


electronic computer installations 
consist of several devices grouped 
together to form a machine system 
capable of processing data. The fol- 
lowing principal elements are neces- 
sary in a computer system: 

Input System—Which accepts and 
translates into electric impulses in- 
formation fed from punched cards, 
punched tape, magnetic tape or in- 
serted manually from a kev board or 
switches, 

Sequence Control System—This 
unit issues instructions to the com- 
puter directing the 
operation of the computer. The 
sequence ot steps to be performed 


1 
system, whole 


for a given operation must be trans- 
lated into detailed instructions which 
the system can understand. These 
instructions are known as a “pro- 
gram” and since it is retained in a 
storage device, to be available to the 
control unit as needed, it is called a 
stored program.” 
tions enable the 
make logical 
intermediate results and allow. the 
svstem to select. the 


Special instruc- 
processing unit to 
decisions based on 
proper course 
among several alternatives for solv- 
ing a problem. 
Storage—Data can be internally 
stored ina system by electromechan- 
ical, magnetic or electronic devices 
and 1s readily accessible to the SVS 
Stored informa 
tion can be referred to one or more 
times and may be replaced whenever 
desired, Information memorized by 
the system can be original data, 
intermediate results, reference tables 
or instructions. Each storage 


tem when needed. 


loca- 
tion is identified by an individual 
location number which is called 

“address” and by means of these 
numerical addresses a data process- 
ing system can locate data and 
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instructions as needed during the 
course of a problem. The speed of 
processing is largely dependent on 
the “access time’’—the length of 
time required to obtain a number 
from storage and make it available 
to other computer system units. 

Processing or Arithmetic Unit— 
The Processing unit can add, sub- 
tract, multiply, divide or compare 
numbers in a manner similar to a 
desk calculator, but at lightning 
speed. This unit is capable of making 
logical decisions and can distinguish 
positive, negative and zero values 
and transfer this infermation to 
other units of the computer. 

Output System—This system con- 
verts computer results into desired 
form, which may be punched cards, 
punched paper tape, magnetic tape 
or printed records. Printers handle 
high-speed computer output by 
printing an entire line of informa- 
tion at one time. 


The functions of the elements of | 


a computer may be likened to the 
steps in solving a problem by the old- 
fashioned paper and pencil method 
The input would correspond to in 
formation given in the problem. The 
processing unit performs the same 
function as our manual calculations. 
Storage may be compared to the 
work papers on which we note inter- 
mediate answers. 


Storage Methods 


A closer look at some of the 
storage methods and output devices 
used by computer systems will help 
us to understand more clearly the 
operation of the system. 

Storage Methods—To effectively 
perform its job the electronic com 
puter depends on storage (memory ) 
devices which have the ability to 
store and remember fantastic quan- 
tities of information. These memory 
devices act as the computers file 
system and the speed with which 
a computer system deals with a 
problem is dependent upon the 
“access time” required to call data 
and instructions from its memory. 

Modern Storage Methods—Tapes, 
Drums, Disks and Cores are all 
based on ingenious ways of utilizing 
magnetic principles. 

(1) Magnetic Tape—One of the 
newest storage media. In addition 
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Record his story 
“now 


Dictaphone’s Battery-Powered System of interview recording for 
claimsmen works anywhere; makes permanent records on the spot. 


Watch-size, rechargeable, nickel-cadmium bat- 


teries — hermetically sealed — power the Dicta- 
phone TIME-MASTER recorder. Just touch a but- 
ton and wherever you are this rugged new record- 
ing machine records every word spoken — ver- 
batim, unmistakably. And the TIME-MASTER 
can be plugged into any conventional wall outlet 
or into the cigarette lighter in a car. 

There’s also a small auxiliary power package 
good for 10 to 20 hours of continuous recording if 
you're ever caught with your batteries down and 
are not near an AC outlet. 

Many leading insurance companies report sav- 
ings of up to 30°; in claims gathering costs with 
Dictaphone Interview Recording System. Four 
sources of power supply—plus an in-built auto- 
matic recharger—make DIRS uniquely versatile. 


Dictabelts are perfect and permanent 
Heart of the system is the Dictabelt, the lowest- 
in-cost recording medium. Each Dictabelt records 
a full 15 minutes of unmistakable testimony, so 


Dictaphone 


that virtually any claims interview can be re- 
corded on just one belt. 

Dictabelts don’t wilt, warp or lose recording 
quality. They can be stored indefinitely; trans- 
cribed when, and if, needed. They can be mailed 
in an ordinary envelope; filed in claims file as 
easily as postcards. 


Dictabelts can’t be erased or altered 
You can submit them as evidence in states where 
recordings are admissible in court. These open 
and above board recordings save time, money and 
doubt—and serve all parties involved. 


Dictaphone service is factory- supervised 
More than 800 Dictaphone-trained technicians, 
serving Dictaphone customers only, are located in 
our own Offices in 272 cities throughout the United 
States and Canada. Service, parts and supplies 
are rarely more than one hour away. 
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Automation—from page 49 

to storage magnetic tape is also used 
for both input and output. Like 
punched paper tape, magnetic tape 
comes in a continuous strip. It is 
usually 42” wide and made of plastic 
or metal. The surface is coated with 
a material which can be easily mag- 
netized and will retain the magne- 
tized condition. Magnetic tape 
differs further from paper tape in 
that instead of being punched, tiny 


magnetic fields or “spots” are set 


It'll get there quicker if you 
gave your postal delivery zone 


number with your address. 


The Post Office has divided 106 
cities into postal delivery zones 
to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure 
to include your zone number 
in your return address — after 


the city, before the state. 


up in appropriate tracks of the tape. 
Data can be read, erased, entered or 
replaced by tiny 
reading heads. 


electromagnetic 


The most important advantages of 
magnetic tape is its compactness and 
storage capacity. It is possible to 
have as many as 25,000 unit records 
of 80 characters each on a single reel 
of 2,400 feet of tape. Several sep- 
arate tape units may be attached to 
a computer system making it pos- 
sible for the system to command data 
from many files into the same oper- 
ation and to select records at will 
from various tape units as required. 

(2) Magnetic Drum 
vices 


These de- 
utilize essentially the 
process of recording as magnetic tape 
and consist of a metal cylinder which 
spins inside a jacket covered with 
reading heads. In principle, a mag- 
netic drum could be likened to forty 
lengths of five-track magnetic tape 
wound side-by-side around a cylin- 


same 


der. The rotation of the drum causes 
the surface to travel past the reading 
heads thousands of times a minute, 
thus the information stored on the 
drum is made available thousands 
of times a minute. Since a drum does 
not have as great a total magnetic 
surface area as a reel of tape it 
cannot, therefore, store as much in- 
formation. Depending upon its size, 
the drum can store from 5,000 to 
nearly 100,000 characters, each of 
which can be read or written in a 
few thousandths of a second. This 
speed marks the magnetic drums 
major advantage over tape. Nor- 
mally it takes much longer to find 
a record at random on magnetic tape 
since the information needed may be 
in the middle or at the other end of 
the reel. 

(3) Magnetic Disk—Newest of 
the magnetic storage methods. This 
type of memory unit consists of 50 
rotating metal disks containing 100 
circular recording tracks on each 
side. Each track is capable of hold- 
ing five 100-character records and 
up to 5,000,000 alphamerical charac- 
ters may be stored in the entire unit. 
Stored records are available to the 
system through electronically con- 
trolled “read-write” arms which are 
capable of locating, at random, any 
address in memory in a fraction of a 
second. This ability to locate records 
without searching through unwanted 
information is called “random ac- 
cess.” With magnetic disk storage 


it is possible to process each trans- 
action as it occurs rather than ac- 
cumulating several transactions and 
processing them in batches. 

(4) Magnetic Cores—These stor- 
age units are used in the most 
powerful memory They 
are composed of thousands of 
tiny, doughnut-shaped, metal rings 
threaded on wire grids. A magnetic 


devices. 


field is set up by passing electric 
current along a wire through a core. 
The core retains the magnetic charge 
when the current is removed. Pas- 
sing current in the opposite direction 
reverses the magnetic field. 


Two Advantages 


Core storage affords two big ad- 
vantages—dependability and ex- 
tremely fast access time. It provides 
access to data and instructions in a 
few millionths of a second and can 
remember information for as long 
as needed. 

Output Devices { High Speed 
Printers)—W ith the rapid develop 
ment of electronic data processing 
equipment a need arose for output 
printers capable of producing printed 
results much faster than is possible 
with the most advanced type of con- 
ventional tabulator. 

This need has been filled with the 
development of “High-Speed Print- 
ers.” 

Although relatively new, these 
printers are gaining wide recognition 
for their ability to handle conven- 
tional multiple part marginal 
punched continuous forms at seem 


ly fantastic speeds. 


ing Among the 
operational high-speed printers in 
use are those capable of printing up 
to 1,000 lines per minute. There are 
even machines under development 
which are expected to print at speeds 
up to 3,500 lines per minute. 
Although developed primarily for 
use with electronic computer sys- 
tems, it is highly probable that these 
fast, efficient printers will eventually 
be used in processing systems which 
do not include electronic computers. 
I have an exhibit which was pre- 
pared on a Remington Rand high- 
speed printer, which transcribes Uni- 
vac results from tapes prepared in 
the Univac system, printing on a 
line 130 characters wide and offer- 
ing a selection of 51 characters, 26 
alphabetics, 10 numerics and 15 
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PROCEDURAL MICROFILMING, the everyday use of microfilm 
in business procedures, is bringing savings to insurance com- 
panies in such applications as — 


*DAILIES — one insurance company has centralized punch 
card operations by having branches send microfilmed copies 
of “dailies” to horne office. Besides achieving more efficiency 
and time savings, this “procedural microfilming” eliminated 
the cost of employing punch card equipment and operators at 
each branch. 


*CLAIMS EXPENSES — one insurance company cuts down 
claims expenses by sending the portable Flofiim 9600 into the 
field and microfilming supporting data instead of having 
agents waste valuable time hand copying the data 


*FIELD AUDITS — Field audits are conducted at a minimum 
of expense by “flofilming” records in the field and completing 
the audit back at the home office. Branch operations can be 
kept under close control with the fast Flofilm 9600 that photo 
graphs documents in ' of a second. 


Above are just a few of the many uses of the 

portable Flofilm 9600 Microfilm Camera 

To see a complete report on “Procedural Microfiiming' 
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m page 52 
symbols. This machine operates at 
a speed of 600 lines per minute and 
this specimen, which is printed in 
english, French, 
and Spanish, 
exactly nine seconds, 

With the of the first 
large scale electronic computer our 
management consulted in the 
determination of the impact it might 
have Office Insurance 
Companies. We were that impressed 
that we invested in the enterprise, 


Italian 
produced in 


(aerman, 
was 


invention 
Was 


on Home 


with the conviction that we were at 
the threshold of a new period of 
progress and growth, The progress 
was slow primarily because of the 
lack of a satisfactory method of docu- 
menting the output. 
While output for scientific computa- 


computers’ 


tions is relatively small, many insur- 
ance applications involve the proc- 
essing and output of 
data. 

Development of 


voluminous 


the high-speed 
printer set the stage for insurance 
management to harness the computer 
to help solve insurance problems. 
Ilowever, the economics of owner- 
ship, expense of preparation for in- 
stallation and operation of — the 
computer presented problems. And, 
it must not be overlooked that the 
matter of obsolesence was of grave 
concern, 

\t this point I might parenthetic- 
ally tell you that Univae 1 has al- 
ready 
and | 


been succeeded by Univac Z 
that now 


further improvements are being gen- 


am confident even 
erated into what will be successors 
to these earler models 


Economic Obstacles 
In the life compamies progress has 
been rapid 
ol 
justify the economics 


their size and the per- 


manency records maintain 


This, how 
ever, is in sharp contrast the 
transient nature of fire and casualty 
data and, indeed, the relative size 


they 


of some of these companies. Fire 
and Casualty companies have been 
eager for the benetits a large compu 
ter affords but have been dissuaded 
by economic obstacles. A few of the 
larger companies have taken the bold 
step towards adapting the computer 
to their operation 


Then, too, there 
is at least one instance where com 
panies have joined together to co 
operatively process their work on a 
computer, 


Because of their favorable work, 
speed and accuracy, electronic com- 


puter systems are revolutionizing 
data processing procedures. We 


must remember, however, that these 
machine systems, regardless of their 
size and ability, are still only ma- 
chines and can do only what they are 
told to do. They are not cure-alls 
for office headaches or magic wands 
that perform just by wishing it so. 
In order to perform even the sim- 
plest function, human beings must 
first tell them exactly what to do 
and how to go about it. The original 
data fed into the system must be 
absolutely correct before the compu- 
ter can produce accurate results. It 
must be told how to perform each 
task and must be programmed ac- 
cordingly. 

Thus, it is readily apparent that 
even the most advanced computer 
system is only as efficient as the 
people directing it. 

The success of this equipment will 
also depend on the ability to adapt 
work to the proper equipment, 
There will always be jobs which can 
be more economically produced on 
punched card equipment and [| am 
sure that we will continue to have 
with us adding, calculating, book- 
keeping and other machines, not even 
forgetting the lowly pencil and 
scratch pad. 

| was not quite sure whether to 
start or finish my talk with a story 
| read in a recent publication. I 
finally concluded it would fit in bet- 
ter at the end, so here it is: 

“A young lad returned from school 

one afternoon and enthusiastically 

greeted his mother with the state- 
ment, ‘Mom, we have a magic 
record plaver at school. You don't 
need electricity to run it—all you 
have to do is wind the crank.” ” 


COMPUTER INSTALLATION 


LECTRONIC COMPUTERS are playing 
a vital role in the development of 
precise and timely actuarial data in 
the insurance business, and their im- 
portance will undoubtedly continue 
to grow in the future, stated Thomas 
(). Carlson, chief actuary, National 
Bureau Casualtv Underwriters, 
in announcing the installation of a 
new Royal Precision 1.GP-30 elec- 
tronic computer in that organiza 
tion's New York headquarters, 


of 


Mr. Carlson noted that the use of 
the electronic computer in casualty 


ratemaking enables his organization 
to introduce actuarial refinements 
that could never have been under 
taken before, because of the time 
element. He 
usual case, 


referred to one un- 
involving automobile 
liability rates, “which we would not 
have been able to do at all if it were 
not for the existence of the electronic 
computer.” “This job,” said, 
“would have required four weeks 
if done manually, whereas the com- 
puter completed the assignment. in 
four days.” He cautioned, however, 
that this was an extreme case, and 
that this particular time ratio would 
not necessarily hold true for other 
ratemaking operations. 

“The principal advantages of the 
electronic computer we are using in 
this work,” Mr. Carlson pointed out, 
“are its large storage capacity, which 
enables it to complete an entire rate 
analysis in one run, and its ability 
to produce complete rate revision 
exhibits which are ready to be re- 
produced and sent to state authori- 
ties for their consideration. We 
would estimate that the application 
of electronic computation to our 
business has enabled us to expedite 
our sending rate revisions to the 
held by several weeks.” 


Disbursements—from page 3! 


After several months of successful 
operation in accounts pavable, the 
Intercoupler system was extended 
to cover the payment of certain 
commissions and the paying of some 
annuity cancellation benefits. These 
applications involve some 60,000 
checks annually and basically 
similar to the payable operations, 

The Intercoupler system, now in 
successful operation for one year, 
has enabled Equitable to mechanize 
where it seemed impossible, and to 
make even fuller use of its existing 
business machines, 
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RAILROAD TRAINMAN 


PENNSYLVANIA INSURANCE Com- 
missioner Francis R. Smith has noti- | 
fied the Brotherhood of Railroad | 
Trainmen Insurance Department's 
lodge treasurers and field super- 
visors that they must cease soliciting 
and accepting applications for mem- 
bership in the society. This results 
from an opinion of the Pennsylvania 
Department of Justice which placed 
the Brotherhood under the jurisdic- 
tion of the insurance department as a | 
fraternal benefit society. The society | 
was informed that it should take 
steps for admission to Pennsylvania, 
which, says the Cemmissioner, it has 
not done, 


NEW CARBON RIBBON _ | 


| 
MARKETING OF A NEW carbon rib-| 
bon, which may be used by many | 
typewriters not equipped with carbon | 
ribbon attachments, has been an-| 
nounced by the Photostat Corpora-| 
tion. The new ribbon, which has a 
base of Mylar (Du Pont polyester 
film), has been sold on a limited 
field-test basis during the past six 
months, and is now being made 
available for general distribution. 
The successful use of this carbon 
ribbon in an ordinary typewriter is 
made possible by the extraordinary 
tensile strength of “Mylar.” Pre- 
viously, it has been necessary to pass 
carbon ribbons through special 
guides and feed mechanisms to pre- 
vent tearing the ribbon. 


Photostat Corporation’s new rib- 
bon is suitable for offset duplicating 
by either direct-image or photo- 
graphic means, producing sharp, 
uniform characters, dense but smear- 
resistant. It also supplies excellent 
originals for projection or contact 
photocopying. When employed for 
general stenographic purposes, it is 
reported to improve the appearance 
of both correspondence and reports. 

Mylar-base, when wound on con- 
ventional typewriter ribbon spools, 
is about twice as wide as usual car- 
bon ribbons. It may therefore be 
used at least twice through, by em- 
ploying different ribbon levels and 
reversing direction of feed. The thin- 
ness of Mylar permits an ample 


(Continued on page 60) 


World's First Compatible* 
BATTERY-POWERED 
DICTATION PORTABLE 


Also Works on Car, Office 
and Home Current 


BOOK-SIZE 
Ibs 
Performance... 
Transistor . 
taiking micrephone guar- 
antees message privacy. 


Dictation Belts 
cost nothing 


to use 
Re-use Peirce belts end- 
lessly, or file permanently 
—message cannot distort. 


Complete, error-free 
performance 

Your voice alone wipes out 
error and inserts correc- 
tions; instant playback, full 
review at any point; end- 
of-letter marking 


*Compatible—Uses same 
type belt as office units 
Belts received from field 
are transcribed on standard 
office units . . . a one-step 
operation that requires no 
additional purchases 


Manvfacturer of World's Most 
Complete Dictation Service 


magnetic belt portable 


Here, for Men On-the-Go, is the world’s first 
dictation machine to work ANYWHERE, Thor- 
oughly complete! Remarkably simple! This 
rugged travel companion gets your thoughts into 
action WHEREVER YOU ARE with swift new 
convenience... superb voice clarity! Works from 
a carrying case, too—easy as snapping a picture, 
Dictation belts mail in ANY envelope, 

Inquire into this never-before opportunity to 
give right now attention to reports, correspond- 
ence, and ideas, DI STAT ANYW HERE bring 


new value to travel. 
ee eee eee 


PEIRCE DICTATION SYSTEMS, INC. 
5900 Northwest Highway « Chicago, Illinois 


Send literature on the new Peirce “Portable”. 


Network, 
Microphone 
Telephone, 

x 


Exclusive Address. 
Automatic 


Selection City, 


Individual 
Dictation 
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Use of "Scotch" brand sandwich construction magnetic tape in place of conventional tape has cut “down-time’ for recording head clean-up. 


SANDWICHES FOR A COMPUTER 


HERBERT F. CHERRY 
Director of Data Processing 
Minnesota Mutual Life 
Insurance Company 


N JULY or 1958 we who are in- 
volved Minnesota Mutual’s 


data processing system substituted 


with 


“sandwich” tape for all conventional 
magnetic tape in our Burroughs 205 
computer, After nine months of per- 
formance, sandwich tape has proved 
solving 90% 


its efficiency to us bv: 


of our Datafile tape-read troubles ; 
rub-off on the 


reducing ‘‘down- 


eliminating oxide 
recording heads; 
time” for recording head clean-up 


from once-an-hour to once-a-dav. 


Two Datafiles 


Our tape switch involved supply 
ing fifty reels of tape for the five tape 
transports, plus one hundred thirty 
strips, each two hundred fifty feet 
long, for the Datafiles. Since 
that hundred fifty addi 
tional reels and fifty additional strips 


two 
time two 
have been included in the operation, 

The tape that has so revolution 


ized) our) operation is) “Scotch” 
brand sandwich  tape--Minnesota 
Mining and Manufacturing Com- 


pany’s new tape with the fifty micro- 
inch plastic layer that shields its 
with 


from contact 


coating 


oxide 


56 


recording heads. A comparison of 
sandwich tape to conventional in- 
strumentation tapes is made in the 
accompanying diagram. 

The sandwich tape has shown no 
appreciable wear since its installa- 
tion. The only time we've had to 
change tape is when there has been 
mechanical damage to the tape. 
the switchover it was 
necessary to clean recording heads 
hourly, a common chore in data 
processing. Now we find the record 
ing heads require cleaning only once 


Prior to 


every twenty hours of production 
time. 

Another advantage of sandwich 
tape is that damage to the tape’s thin 
plastic coating does not harm the 
recording surface itself. Ordinary 
tapes are damaged rather easily as 
the oxide is in direct contact with 
all friction points. 

Although we have discovered these 
other features of sandwich tape since 
the changeover, our original purpose 
in switching to sandwich tape was 
to solve a problem of oxide rub-off 


ed on page 58) 


Engineer inspects one of 50 tape strips in a Datafile for wear. Use of “sandwich” 
tape in place of conventional tape has solved 90° of company's tape-read troubles. 
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Smith-Corona...the electric 
that challenges comparison 


ELECTRIC TYPEWRITER 
COMPARISON CHART 


AUTOMATIC MARGINS 


and one at on) 


ON-OFF SIGNAL LIGHT 


ERROR CONTROL 


PAGE GAGE 


KEYBOARD SLOPE 


CUSHIONED TOUCH 


WORLD'S FASTEST 
ELECTRIC TYPEWRITER 


FASTEST PERFORMANCE! FINEST FEATURES! FIRST 
IN VALUE! Compare the Smith-Corona Electric Type- 
writer with the rest, and you'll see why it’s rated 
best! Call your nearest Smith-Corona representative 
for a demonstration, and see the Smith-Corona 
Electric before you buy. 


SMITH -CORGNA 
Electric 


4 
= = 
Smith-Corona © 
ee 
: 
a Smith | Brand | Brand | Brand | Brand 4 
Corona} A 8 Cc 
(accurately indicates bottom margin) 
natural { movement? 


Computer—from page 56 
in our computer’s Datafiles—another 
headache common to data processing, 

The Datafile tape bin unit is a 
‘free end” tape device, prov iding 100 
lanes or channels of magnetic tape, 
200,000 
A reading head travels back 
and forth beneath the tapes, selecting 


each with a capacity of 
digits. 


the designated tape and searching it 
for the indicated block. 

The result is a low cost, relatively 
low speed “pseudo-random-access” 
device, rather well suited in price 
and performance to policy status 
applications in life insurance offices. 

Tape in the Datafiles had been 
bits of 
information due to oxide rub-off on 


“picking up” or “dropping” 


This in turn 
would make the capstans slippery 


the recording heads. 


and the tape would slip ‘out of step” 
during the rapid stop/start opera- 
tions, causing wrong information to 
be transmitted. (The driving power 
comes from the capstan due to pres- 
sure against the reading side of the 
tape. ) 

There are fifty strips of tape in 
each Datatile By replacing the en- 
tire bin with “Scotch” sandwich tape 
No, 188 we eliminated 90° of our 
tape-read troubles, 

Hlowever, not all of oun tape read 
Rub-otf 
rather than 
of the tape still causes 


problems have been solved 
from the Mylar backing 
the oxide 
slippage, to a minor degree C over- 
ing the backing with a “sandwich” 
laver would not solve this problem 
because the plastic used in the layer 


for FORMS and CARD RECORDS 
specify 


WESTON 


INDEX BRISTOLS and LEDGER PAPERS 


Write 
fe r 
samples 


BYRON WESTON COMPANY 
Dept. GE, Dalton, Massachusetts 
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does not have enough friction to 
control the tape’s movement past the 
recording heads. 

We recently compared sandwich 
tape with “bare” (conventional) tape 
in a search/write, search/read test. 
A 30-inch portion of each tape was 
run past recording heads of a tape 
transport. 

The bare tape made its first error 
on its 1,049th while the 
“Scotch” No, 189 sandwich tape con- 
tinued for 12,030 passes 
erring by picking up a bit. 

For our purposes, we have found 
sandwich tape to be the most satis- 
factory magnetic tape presently on 
the market. 


pass, 


bef« re 


The Burroughs 205 was installed 
at Minnesota Mutual in July 1957 
and was turned over to us for full 
production use in August of that 
year, 

Included in the installation, in ad- 
dition to the two Datafiles and five 
Datareaders (tape transports), are: 
a main frame with storage capacity 
of 4,080 words, 10 digits in length, 
plus sign; 

one Cardatron input buffering 
unit connected to a collator ; 

two Cardatron output buffering 
units—one hooked up to a printer, 
one to a punch; 

one flexowriter and console with 
high-speed photo-electric reader ; 

one tape control unit which gov- 
erns all tape operations the 
Datareaders and Datatiles. 

Since installing the system one 
and one-half years ago, we have 
transferred 40,000 policy records to 
magnetic tape. The 180,000 policies 
vet to be converted to the new sys- 
tem are expected to be processed 
by the summer of 1960. 

Some of the regular chores han- 
dled by the computer are: premium 
deposit accounting ; 

mortgage loan transactions; 

a consolidated functions approach 
to life insurance. 

Under the consolidated functions 
approach, one-fifth of the total poli- 
cies have been converted. Two rec- 
ords for each policy are maintained 
on magnetic tape: 


(1) In Datafile ‘‘A’—A status file, 


50 digits in length, is updated daily 
and supplies anyone in the home 
office enough information for han- 
dling about 90° of the business. In- 
terrogation can be made at any time 


with machine access time amounting 
to an average of about six seconds. 
At present 3,000 transactions a day 
are negotiated by the computer in 
keeping policies constantly up-to- 
date. 

(2) In Datafile “B’—12,000 pro- 
gram instructions operate on a 600 
digit master record (kept on 40 reels 
of tape). Portions of these programs 
are called onto the main drum stor- 
age (4080 words) as needed. The 
maximum storage of 4080 words is 
then actually expanded to the capac- 
ity of Datafile “B” (20 million 
digits ). 

The following is possible during 
one pass on the computer ; premium 
billing; premium accounting ; com- 
mercial calculating ; loan status main- 
taining; and calculation of loan in- 
terest, current year dividends, divi- 
dend account credits, paid-up insur- 
ance purchased by dividends, and 
cash values, 


Final Form 


At present roughly 8,000 notices 
a month are produced in final form 
by the computer. After all 200,000 
policies have been converted, we ex- 
pect to use the computer to bill and 
account for one million premiums 
each vear. 

Minnesota Mutual handles some 
20,000 FHA and GI mortgage loans, 
payments for 
monthly, 


which are made 
In addition to updating 
records to indicate payments have 
heen made, the computer adjusts 
balances and calculates interest. 

Premium deposit accounts are 
similar to savings accounts. The 
policvholder puts money into’ the 
account to pay future insurance pre- 
nuums. As each premium ts paid 
the polievholder has interest credited 
to his account, 

The computer keeps record of de- 
posits and withdrawals, calculates 
interest on the deposits and credits 
this to the various accounts. Of the 
12,000 premium deposit accounts 
recorded on tape at Minnesota Mu- 
tual, some 5,000 are involved in each 
quarterly computation, 

\mong other jobs assigned to our 
computer are supplementary contract 
calculation, pre jected studies of mor- 
tality experiences, group proposals 
calculation, and group rate changes 
calculation. 
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VISUAL SALES AID SYSTEM 


THE Use OF 35MM COLOR FILM as 
a sales device is receiving new im- 
petus with the development of the 
Kilmeard Vue-dex visual sales sys- 
tem and an inexpensive, pocket-size | 
viewer. | 


Based on an adaptation of the Film- | 
sort microfilm aperture cards widely | 
used in the engineering, yregpeee! 
and general office fields, the new 
technique for displaying color trans- 
parencies of products has been de- 
veloped by The Taylor-Merchant 
Corp., in cooperation with The 
Kilmsort Company, division of 
Miehle-Goss-Dexter, Inc., leading 
designers and manufacturers of 
equipment for the printing industry 
and graphic arts field. This new sys- 
tem combines the graphic presenta- 
tion of material in compact form— 
and color, | 

| 


Cards and viewer can be used by 
‘smen, architects, builders, dec-| 
orators and others to display exam- 
ples of their work, and in the direct 
mailing of a color pictorialization of 
products. Because of the product 
classification and indexing factors 
inherent in the Filmsort system of 
activating microfilmed data, the 
cards with color transparencies can 
also be effectively used in’ product 
research, and in any cataloging and 
similar sales promotion activity in 
which indexing is of value. 

With the use of color in the film | 
apertures, the  Taylor-Merchant 
Filmeard Vue-dex System employs | 
the medium to reduce the display of | 
products, room layouts and exhibits | 
of bulky or weighty objects and | 
groups of products to compact form. 
Merchandising of the system to 
manufacturers, distributors, design- | 
ers, architects and others interested | 
in displaving their wares and serv- | 
ices will be offered in a breast pocket | 
ilmeard wallet capable of holding | 
the collapsible viewer and as many | 

hundred aperture cards The | 
wallets are being made in assorted | 
colors and can be imprinted with | 
logotype, sales message, representa- | 
tive’s name, etc. The color trans- | 
parency in the card aperture oc-| 
cupies approximately ‘a th of the 
card face area, leaving the rest of 
the space for sales message, indexing 
or descriptive data, ete. Filmeards 
can be so imprinted on both sides. 
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... how 
about 
a new 


letterhead? 


Perhaps it’s time for a fresh design 


and a bright new WESTON paper 


Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra 
No. 1, 100%), Defiance Bond (100%), Win- 
chester Bond (50%), Weston Bond (25 5% and 
Weston’s Hand Weave (25%). Write De pt. BE 
for samples. 


Better Papers are made with cotton fiber 


BYRON weerer COMPANY 
Daliton, M tts 


Makers of Papers for Business Records Since 1863 


ESTO N PAPERS 


Leading Makers of : LETTERHEAD PAPERS « POLICY PAPERS « LEDGER PAPERS + INDEX BRISTOLS 
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The machine 
that made 

office dictation 
and transcribing 


90% SIMPLE 


world’s most advanced 
moderately priced 


DICTATING MACHINE 


featuring quick, fumbleproof 


MAGAZINE LOADING 


complete with your choice < 50 
of either dictating or wee 
transcribing accessories only foxes) 


With just 5 simple controls 

where comparable machines use 

as manyas10 with quick, easy 

Magazine loading where others 

fumble with old fashioned hand thread- 

ing with crystal-clear voice reproduc: 

tion where others require nerve-racking 

concentration, the new Norelco ‘35’ makes 

it at least 50 simpler and more 

pleasant to give and take office dictation 

Simpler The Norelco 35's easy portabil- 

to ity (weighs only 8 Ibs.) and long 

Transcribe! dictating capacity (35 minutes 

on dual tracks of each reel) make 

it ideal for dictation at home, in your car, 

or while traveling or for recording 

important on-the-spot information in the 
field or client's office 


Try the Norelco ‘35' in your own 
office and discover how much 
time it can save you in the 
preparation of records, corre- 
spondence, reports, or other business 
paperwork. Call your nearest Norelco ‘35’ 
dealer today, or send coupon below for 
full information and free demonstration 


North American Philips Co., Inc 
Dictating Equipment Division 
230 Duffy Ave., Hicksville, L.1., N.Y 


Gentlemen: | am interested in finding out what 
the new Norelco ‘35° dictating machine can do 
for me in my office 


(] Kindly send additional literature 

(CD Please arrange for a free demonstration, 
without obligation 

NAME 

FIRM_ 

ADDRESS... 


New Carbon Ribbon—from page 55 


length of ribbon to be wound on the 
spool (one hundred forty yards in 
the case of an I.B.M. Electromatic 
ribbon). 

Since Mylar-base releases all of 
its carbon on first impact, it may be 
used profitably only on typewriters 
which advance the ribbon a_ full 
character-width at each stroke (as 
most typewriters do). 
this limitation and because personal 


Because of 


instruction as to usage is helpful for 
best results, Photostat Corporation 
jis offering the new ribbon only 
|through its own sales representa- 
| tives and those of its agencies. 

Mylar-base is also available for 
typewriters equipped with conven- 
itional carbon ribbon attachments. 
| Since such typewriters are designed 
|to advance the ribbon a full charac- 
| ter-width, there are no limitations to 
| the use of Mylar-base on these ma- 
| chines, 


READER-PRINTER 
| 


| MARKED efficiency, 
lower operating costs and elimina- 
| tion of manual transcription of in- 
formation are some of the advan- 


INCREASES IN 


tages provided by a new microfilm 
| reader-printer recently added to the 
| History Card Division of the Equi- 
table Life Assurance Society of the 
| United States. The firm uses the 
jnew unit at its home office in New 
| York City to make prints from mi- 
icrofilm records without sending the 
| film outside to be processed or copy- 
ing information by hand. 

| Equitable Life maintains one of 
the world’s largest microfilm libra- 
with 3,000,000 in- 
| dividual history cards on file. The 
| tile represents complete information 


ries, close to 


jon each policy that has been termi- 
nated. There is an average monthly 
demand for approximately 700 re- 
| prints of these policy cards for use 
|within the company. Inquiries are 
received constantly by the division 
for legal purposes such as for loan, 
death claim and assignment informa- 
tion, 

In the past, Equitable placed mi- 
crofilm files on viewers and opera- 
tors manually transcribed the in 
formation to data sheets which were 
then sent out. Since the reader 
printer has been installed, this pro- 
‘cedure has been eliminated because 


a ready-to-use copy of the desired 
policy is made on the unit by merely 
pushing a button. 

According to A. H. Klassen, Su- 
perintendent of the History Card 
Division, the possibility of errors 
in the transeription of information 


under the old method has been 
eliminated. “Now we are able to 
forward an exact replica of the 


original document which gives us 
100 accuracy in much less time,” 
he reported. “We feel that the unit 
has helped increase our over-all de- 
partmental efficiency and at the same 
time permitted us to continue our 
operation with no increase in man 
power.” 

Klassen explained that because of 
an increase in history cards on mi- 
in the division, more and 
more requests come. for copies 


crotilm 


of the records. 

Lowell G, 
Klassen, emphasized this point by 
explaining that over a million. his- 
tory cards have been microfilmed 
recently in the department. 


Donnelly, assistant to 


“As you can see, we're constantly 
expanding our use of microfilm and 
the requests for en- 
larged copies from this film will also 
increase,” he says. 

Donnelly pointed out that the man- 
ual recording of information from 
microfilm slow and_ tedious 
and the new units 
have been added, the employee mo- 


consequently 


was a 
process since 
rale factor has been improved. 

The firm uses a “Thermo-Fax” 
nucrofilm reader-printer, a table-top 
unit which uses regular room voltage 
and has a variety of lenses for differ- 
ent magnification. Copies are made 
in five to ten seconds, completely 
automatically. The reader-printer is 
in constant use at Equitable and 
copies are ready for immediate dis- 
tribution to the departments con- 
cerned, 
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ASE planned-production centers 


, 


Insure against wasted space, lost time 


FILING IS EASIER with ASE 
files because drawers glide 
smoothly, easily, even when 
heavily loaded. And ASE 
full-cradle suspension lets 
drawers open fully, means 
greater storage capacity. 
Choose from a full line of 
ASE filing cabinets 


No. 5501 


ASE furniture is designed to make both people and floor 
space more efficient. With ASE L-Unit components, you can 
take advantage of production-line methods by building a 
Planned-Production Center around any specific task or group 
of tasks. And for general office requirements where space is lim- 
ited, choose from the full line of ASE furniture . . . desks, chairs, 
tables, credenzas, bookcases, storage units... all constructed 
with careful attention to detail and finished to stay beautiful 
for years to come. 


All ASE desk and L-Unit tops are strengthened and noise- 
deadened by a honeycomb structure inside. A special Bonderite 
treatment anchors baked enamel finishes to the metal, giving 
lasting protection against mars, scratches and corrosion. And 
ASE desk and file drawers always work smoothly . . . each box 
drawer moves on six nylon glides, each correspondence drawer 
on ten roller bearings. 


Your ASE dealer is ready to assist you in planning your new or 
redesigned office. See him today or write for a free ASE catalog. 


\LL-STEERL FQUIPMENT Ine., Aurora, Illinois 
lesks Chairs « L-units Credenzas 
Bookeases « Filing Cabinets « Storage Cabinets 
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SAFE-TEST SLIP METER 


THERE Is NO longer any need to 
guess about the safety on your floors. 
The new “Safe-Test” Slipmeter pro- 
vides an immediate and accurate 
of floor conditions 
tells exactly how slippery floors are 
at a given time. It is both easy to 
use and inexpensive to own. 


the 


measurement 


Because “Safe-Test” Slip- 


meter makes it possible to maintain 
accurate records on floor surface 
conditions, it is an extremely useful 
instrument to have on hand. It could 
prove invaluable in a potential com- 
pensation case, and also an aid in 
eliminating unwarranted complaints 
about slippery conditions. It works 
on any type surface—quickly, 
accurately, dependably. The “Safe- 
Test” Slipmeter is manufactured by 
the Frazier Engineering Company. 


of 


a portable electric collator for 149% 


Now for the first time ever a port- 
able electric collator that is actually 
half the price of anything on the 
market. Capable of unusual high 
production, this new collator has 


the capacity to handle 8's” x 11” 
sheets of the normal range of office 
and duplicating stocks. It’s portable, 
light weight and extremely easy to 
operate. A simple flip of the switch 
turns the tiresome time-consuming 
task of hand gathering duplicated 
pages into sets into an efficient, 
effortless job... that’s almost fun! 


Ideal for every office ... easily 
moved from department to depart- 
ment... perfect for sales bulletins, 
promotional material, price lists and 
other data. 
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| 


Mail coupon... or ask your stationer 
or office equipment dealer to arrange 
for a free demonstration right in 
your own office. 


NUA THOMAS COLLATORS INC. 
ats. 


Thomas Collators Inc | 


Dept. X, 100 Church Street, New York, N.Y. 
| Sounds good _. send literature! 


I'd also like o free demonstration. 


NAME 

(please print) 
COMPANY 
ADORESS 
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LABOR POOL 


A CARD TABLE, a telephone and a $10 
per month office were parlayed into 
a million dollar service organization 
by Labor Pool, Inc. In 1946 LeRoy 
Dettman, then twenty-nine years 
old, saw a market in renting tempo- 
rary labor to industry. He and two 
partners each put up capital of $75. 
At the end of the first year the gross 
$39,456.60. Projected 
gross for 1959 is $3 million dollars. 
Labor Pool is not an employment 


sales were 


agency but serves as an employer 
and hires the workers directly. It 
then rents them by the hour or day 
to the industry or office where they 
are needed. Labor Pool has both 
a men and women, industrial and 
office division. 

Dettman claims that industry 
benefits in the following ways by 
using organizations such as Labor 
Pool: no delays in production; no 
additional office records: complete 
insurance and bonding coverage by 
Labor Pool; no costly demurrage 
charges on held-over freight cars: 
reduced operating costs, no time-cost 
problems, no increased compensation 
insurance or on employment insur- 
ance rates to the employer; they are 
all borne by Labor Pool. Customer 
taxes, expense or processing new 
men and the cost of training are all 
borne by the labor service organiza 
tion. 

Labor Pool hires out 40,000 men 
and women annually through its nine 
franchise offices in five cities, includ- 
ing: Chicago, Boston, Cleveland, 
Baltimore and Philadelphia. 
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OFFICE |] EQUIPMENT 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 33. Checkwriting SERVICES 


Card File 150. Collators 62. Accounting System 
2. Fibre Board 34. Dictating 127. Filing Systems 
3. Insulated 35. Intercommunication 64. Office Planning 
4. Metal 139. Paper Folding 115. Photocopying 
5. Micro 36. Stapling and Fastening 65. Record System 


144. Mobile Storage Systems 146. Sound Reproductior 
142, Open Shelf Files SUPPLIES, GENERAL 


Portable 38. Ash Trays & Stands 
ae 7. Rotary 105. Bullet n Board 69. Duplicating Supt 
8. Stencil 39. Cash Boxe 71. Erasers (Specia 1 
133. Tabulating Card 40. Chair Cushion 72. Loose Leaf System 
9. Visible 73. Marking Devic: 
10. Wooden 42. Desk Lamp 75. Paper Perforator 
43. Desk Pads 74 Dan 
FILING SUPPLIES 44. Desk Trays 77 
46. Trey 81. Staple Remover 
SUPPLIES, TYPEWRITER 
13. Index Tab: 48. Pen & Ink Sets oc hate. 
14, Supports 49. Wa te Boa ket 86. os Indicator 


LOSS PREVENTION 


140. Burglary Alarms OFFICE FURNITURE 87. Pads . 
77. Fire Extinauishers 50. Air Conditioners 88. R bbon & Carbon 
63. Fire Protection Service 51. Bookcase TELEPHONE ACCESSORIES 


90. Cord over 


98. First Aid Kits 143. Bookstand 91. Holder 

Floor Polish (Non-Slip) 52. Cabinet 9). 

138. Safety Equipment 53. Chairs 

128. Salvage Services 134. — 95. Stonds 

125. Truck Alarm Systems 54. Desk -Ell AN 

141. Watchman's Clocks 55. Fluorescent Li yntir } sarammind 
MACHINES, ACCOUNTING 108. Inc andescent Lighting 130. Evaluations 

15 Addina 56. Mat nea Suites 147. A 

4 vA Safe em Ina AAW ar } 

109. Payroll are 148. Sian 

145. Punched Tape Equipment 60. Wardrobe 

19. Tabulating PAPER October, 1959 
MACHINES, MAILING 119. Card Index 

20. Dating Stamps 120. Duplicator Best's Insurance News 

21. ers ope 75 Fulton St., New York 38, N. Y. 

fe ners . ve 

23. Postal Meter 121. Letterhead _ Please forward plete informat 

24. Postal Scale iz F y and prices on the items checked. 

118. Sorter 123. Ledger No. - No. 

106. Time Stamr 137. Phot py!ng No. - No. 


MACHINES, REPRODUCING 124. Thin (Copy) 
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Actuarial Problems—from page 27 


current rate level. One method used 
extensively proceeds as follows: 
(1) Calculate a series of factors to 
adjust the rate level in force for 
each of the previous calendar years 
to current rate levels, 
(2) Apply these factors to the 
earned premiums in successive years 
developed by the National Board. 

A similar procedure is described 
by C. O. Shaver. 
2 becomes: 


In this case, step 


Calculate the adjusted written pre- 
miums for each calendar year 
multiply the total earned for the 
5-year period under review by the 
ratio of Adjusted Written Premiums 
to Actual Written Premiums. 

Both procedures produce serious 


and 


errors when rate revisions of any 


5 “Revision of Rates Applicable to a Class 
of Property Fire Insurance ( O. Shaver, 
C.A.S. Vol. XLIV, p. 63 


ADVISERS 
& CONSULTANTS 


DALE & COMPANY 
LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
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Castle Buildin 
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LONDON E.C. 3, ENGLAND 


O'TOOLE ASSOCIATES 


Incorporated 


Management Consultants 
to 
Insurance Companies 


Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 


magnitude are involved since they 
ignore the fact that premiums earned 
in any year are a result of writings 
in earlier years. It is of some interest 
to illustrate this point mathemati- 
cally. Let us assume a level volume 
of business, all on a 3-year basis 
subject to a rate revision of —20% 
as at 1.1.1956. Written premiums 
will be assumed to be $600,000 prior 
to the revision and $480,000 (i.e., 
$600,000 x 80% ) after the revision. 
Clearly, if current rate level had 
always applied, writings would have 
always been $480,000 per annum 
and earned premiums a similar sum. 


include subsequent installments on 
policies written in prior years, even 
the application of rate level adjust- 
ment factors to written premiums is 
incorrect.’ 

In conclusion, much of the current 
inadequacy of the rate levels in fire 
insurance may be attributed to the 
following snowball effect : 

(1) the recording of installment 
business on an annual basis leading 
to overstatement of earned premi- 
ums and an understatement of loss 
ratios. 

(2) the reduction in premium rates 
as a result of (1). 


The methods described above would (3) the further overstatement of 
develop the following figures : earned premiums and understate- 
Method | 
Earned * Rate Adjusted 
Year Written Premiums Premiums Reductions Earned Premiums 
1953 $500,000 S600.000 20% S$ 480,000 
1954 600,000 600,000 —20% 480,000 
1955 600,000 600,000 —20% 480,000 
1956 480,000 580,000 0 580,000 
1957 480.000 540.000 0 540,000 


$2,560,000 


Written Adjusted Earned * 

Premiums Written Premiums 
1953 S$ 600,000 $ 480,000 $ 600,000 
1054 600,000 480,000 600,000 
1955 600,000 480.000 600,000 
1956 480,000 480,000 580,000 
1957 480,000 480,000 540,000 


$2,760,000 
Adjusted earned premiums 


’ 


$2,400,000 


$2,920,000 


$2 400,000 


$2,920,000 


* Calculated by 


1/6, 1/, 1/3 and 1 
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With true earned premiums of 
$2,400,000, it will seen that 
Method | will overstate the earned 
premiums and understate the loss 
ratio Method 
5.86. Lrrors of this magnitude are 
most unsatisfactory, 

To pre- 
nuums the written premiums must 
be adjusted to current rate levels 
before the earned premiums are cal- 
culated. 


be 


by 6.7% and by 


obtain correct earned 


\ further consideration of some 


importance is that when the “written 
premiums” for particular year 


6 Statistics of the 
Underwriters H 
ALI, 


National Board 


binneran, ¢ 


of Fire 
AS. Ve 


$2,760,000 


$2,539,130 


National Board Statistical Plan for Earned Premiums using factors of 


ment of loss ratios because of the 
inaccurate method of calculating ad- 
justed earned premiums where there 
has been a previous downward rate 
TEVISION 

(4) in 
or inadequate increase in rates as a 
result of (3). 


the further reduction rates 


It is hoped that the change in the 
term rule which was made in many 
states in 1957-8, and represented a 
will be 
sufficient to offset these reductions. 

In 1955, the Inter-Regional Insur- 
ance Conference prepared a set of 


rate increase of about 6%, 


Rate 


Simon, ¢ 


Revision 


Vs. Vol 


Adjustment 
MLV, p. 3 


Pactors” J 


Best's Fire and Casualty News 


; 
i 
Method I] | 
| 
64 


basic principles for the guidance of 
fire rating organization.* They were 
1. The principle of a 6% under- 
writing profit factor (5% profit plus 
1% catastrophe) as set forth in the 
1921 Profit Formula of the National 
Board of Fire Underwriters as 
modified in the 1949 Sub-Committee 
Report of the NAIC shall be main- 
tained. No over-all rate level ad- 
justment shall be made if the indi- 
cated profit is within a tolerance zone 
of two percentage points above or 
below such 6% factor. 

2. Review of over-all rate level shall 
be annual; however, it is not the in- 
tent to require annual adjustment of 
rate levels. 

3. Underwriting profit as referred 
to above shall be determined with 
use of direct earned premiums and 
incurred loss and incurred expense 
figures without regard to reinsur- 
ance. 

4. As to loss experience, all avail- 
able and relevant premium and loss 
statistics, including loss adjustment 
expenses, shall be used, to include 
both member and subscriber (includ- 
ing deviating) company figures ad- 
justed to reflect current rate levels. 
Due consideration shall also be given 
to other available and relevant sta- 
tistics in the interest of securing 
the widest possible base of loss ex- 
perience. In the case of fire rate 
levels, the loss experience of not less 
than the most recent five-year period 
shall be used, while in the case of 
windstorm or extended coverage in- 
cluding the windstorm peril, the loss 
experience of not less than the most 
recent ten-year period shall be used. 
5. As to expenses other than loss 
adjustment expenses, only the ex- 
perience of member and subscriber 
stock companies during the most re- 
cent period of years shall be used, 
reflecting comparable methods of 
operation and acquisition costs. Such 
expense figures shall not be separated 
as between commisions and premium 
taxes and all other expenses. 

6. Due consideration shall be given 
to loss experience, expenses and to 
creditability and all other relevant 
factors within and outside the state, 
including the important element of 
informed judgment in reflection of 
economic trends, social conditions, 
new processes and inventions and 


8 "Rate Making for Fire Insurance’ J. J 
Magrath, C.A.S. Vol. XLV, p. ? 
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NOW! Reliance Premium Financing 
Gives Your Insureds “Open End” Credit 


The Reliance premium financing plan, ““CANANWILL", has 
always scored a hit with Agents. Now, Reliance makes this 
plan even better by offering continuous contract financing. 
One signature from your client can cover all subsequeni 
policies in the CANANWILL plan, regardless of type of cover- 
age! You gain added control over his insurance program, 
securing the account from competition for a longer period. 
You get your full commission—immediately—and you elim- 
inate bookkeeping and bothersome details! 

Reliance CAN AND WILL bring the benefits of budget 
financing to every insured. For full information, see your 
Reliance Fieldman, or write CANANWILL, INC. at the Re- 
liance Head Office. 


RELIANCE INSURANCE COMPANY 


401 Walnut Street, Philadelphia 6, Pa. 
Symbol of American Insurance integrity since 1817 
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Actuarial Problems—Continued 
other factors which may affect pro- 
spective loss experience, expenses. 
Some of these principles call for 
critical comment. 
The third will seem 
strange to actuaries as it means that 


principle 


all expenses are to be expressed as 
a ratio to earned premiums. To re- 
late commissions and taxes to earned 
premiums is most difficult to justify. 
Taking the New York Department 
stock aggregate expense 
ratios, this would mean that the ex- 


company 


YACHTS + AIR CARGO 

FIRE AND ALLIED LINES 
AUTOMOBILE PHYSICAL DAMAGE 
MULTIPLE PERIL AND COMPREHENSIVE POLICIES § 


pense ratio of homeowners business 
in 1956 was 98% with commissions 
and taxes absorbing 6412% of the 
premiums. Clearly, an impossible 
basis for rate making. Further, with 
the continued increase in homeown- 
ers and commercial multiple line, 
pure fire premiums are likely to 
decline and earned premiums for 
fire insurance will be greater than 
written premiums, owing to the run- 
off of business. 


The use of earned 
premiums as the basis for measuring 
profit could, therefore, lead to inade- 
quate fire rates in the future. 


There can be no doubt that com- 
missions and taxes should be related 
to written premiums. For other ac- 
quisition and general expenses, writ- 
ten premiums are, | believe, the 
generally preferable basis, but the 
greater stability of earned premiums 
makes their use sometimes desirable, 
particularly for Bureau filings. 

The fourth principle is open to 
criticism in that it advocates the use 
of stock and mutual loss experience 
combined. Provided the experience 
of these two groups is the same 
(except for chance variation) the 
use of the combined figures provides 
a broader base and ts to be preferred. 
However, in many states, the local 
mutual companies concentrate on 
certain classes of risk with particu 
larly favorable loss ratios. In lines 
where the mutuals write, say, 25% 
of the business with, say, a ten per- 
centage point more favorable loss 
ratio, this procedure produces un- 
fortunate results. Thus, if the rate 
making formula is: 


Provision for Losses 47.5% 

Provision for Expenses 46.5% 

Provision for Profit and 
Catastrophe 6.0% 


100.0% 


we can assume that the over-all loss 
ratio for stock and mutual compa- 
nies will be keved to 47.5%. On the 
assumptions mentioned, this can be 
achieved only as follows: 

Stock Mutual 
Loss Ratio 50% (50-10)%—40% 
Proportion 
of busi- 
ness 
Combined 
loss ratio 


47.5% 


Hence, for stock companies we have 


Provision for losses 50.0% 


Provision for Expenses 46.5% 
Profit. and 


Catastrophe 


Provision for 


100.0% 

An actual provision for profit: and 
catastrophe of 3.5% is very differ- 
ent from the 6° loading intended. 
With regard to the fifth principle, 
the use of only stock company ex 
penses is, of course, essential if the 
agency stock companies are to oper- 
ate at a profit. In general, mutual 
companies operate at a lower ex- 
pense ratio than stock companies 


and these savings are passed on to 
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the members in the form of divi- 


dends. It is not practical to take 
dividends into account in rate mak- 
ing and, hence, mutual expenses 
must be excluded. 

In 1957, Inter-Regional adopted 
a recommendation by its Actuarial 


SERVICE and PROTECTION 


Subcommittee on Trends that the 


most recent six years’ ratios of in- 
curred losses to earned premiums 
adjusted to current rate level should 
be used, weighted as follows: 


MULTIPLE 
LINE 
FACILITIES 


Latest Year 300 
2nd Latest Year 25% 
15% 
4th 10% 
5th 10% 


oth 10% 


100% 
The figures for the latest vear are 
available only from the annual state- 
ments of the companies and the in 
clusion of this year in addition to 
the tive vears for which classified 
data are available is sound. 

In view of the eminent actuaries 
who served on the subcommittee, it 
is with considerable diffidence that 
the author criticizes this plan. If 
the loss ratios adjusted to current 
rate level could be accepted at their 
face value, the plan would be entirely 
satisfactory, but when we remember 
the errors which can occur in these 
ratios due to recording installment 
business vearly and the current in- 
accurate method of passing to ad- 
justed earned premiums, | dread to 
think of the inadequate rates which 
may develop after two years of par- 
ticularly favorable experience. 
strongly believe that in the current 
state of development of fire insurance 
rate making, trends must be allowed 
for on a judgment basis rather than 
by any formula. 

What do we mean by credibility ? 
Credibility is nothing more or less 
than the credence that the rate maker 
believes should be attached to a par- 
ticular body of experience. Clearly, 
if we only have one loss in a year 
ina particular classification and ter- 
ritory, practially no credence can be 
attached to the loss experience for 
rate making, while if we have a 
thousand losses, the loss experience 
will have considerable credibility. 

If data are given 100% credibil 
ity, we imply that if it were possible 
to study a larger volume of similar 
data, the rates developed from such 
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INSURANCE COMPANY 
«HOME OFFICE © DALLAS, TEXAS 
PAT M. GREENWOOD, Chairman of the Board 


“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD 


When his agency's most important class became unprofitable 


to the companies in his office, he carried on active selling 


campaigns and broadened his sources of premium income. 


BALTIMORE NEW YORK 


larger volume of data would be no and total amount of losses, but one 
more accurate than the rates de- consisting of a large number of small 
veloped from the actual data. In losses and the other a smaller num 
other words, the data are sufficiently — ber of larger losses, the former will 
extensive to remove for practical have the higher credibility. Un- 
purposes the effects of chance varia- fortunately, we do not normally have 
tion due to sampling. 0% credibil- available the number of losses in fire 
itv, or no credibility, implies that insurance statistics so that this most 
the data are too limited to be of any important) measure of credibility 
use for rate making. Occasionally, is not available. Because a number 
one hears a reference to the credi- of companies may each insure part 
bility of expense data. It follows of a risk, there does not appear to 
from what has been said above that be any practical way of developing 
this expression is meaningless, this data for the combined experi 


Given two bodies of experience, ence of a number of companies. 


each with the same premiums, rates Continued on the next pace) 
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Actuarial Problems—Continued 
Theoretically, it should be possible 
to establish from a study of the dis- 
tribution of losses by 
showing the 


size, a scale 
of losses re- 
quired to meet a particular statistical 
tolerance standard, and it would be 
valuable to have studies of 
this caleulated plausible 
model. In usual to 
accept, customary 
some vears in New York State, some 
arbitrary standard measured by the 
prenium volume. New York, 
100% originally 
fixed $5,000,000 in written pre- 
mium over a five-year period, but 
Was increased in 1953 to $6,000,000. 
Because credibility depends on num- 
ber rather than the amount of loss, 
a lower limit should be used for 
dwelling risks than for commercial 


risks.” 


number 


some 

from a 
practice, it is 
has been 


as 


fi 


In 


credibility was 


\n alternate approach to this sub- 
ject, which on its face is most attrac- 
tive, is to examine earned-incurred 
loss ratios year by vear ina particu- 
lar The loss ratios 
should be first adjusted for trend as 
indicated the all classifications’ 
loss ratios and also for rate revisions. 
If more contidence could be placed 
in the calculation of these loss ratios, 
the variance in the loss ratio would 
provide an excellent 


classification!” 


by 


measure of 


9° A Credibility Framework for Gauging Fire 
Classification Experience R. L. Hurley, C.A.S, 
Vol. p. 

1) Lhe approach was 
in 1949 ina 
Carlvle H. Hill 
dle Department 


. I believe 
memorandum 
Executive 


. first suggested 
prepared by Mr. 
Manager of the Mid, 
Association of Fire Underwriters. 


credibility. However, changing con- 
ditions could cause this test to sug- 
gest a lack of credibility where the 
volume of business should make the 
results fully credible. 

In general, the Fire Rating and 
Advisory Bureaus have apparently 
given little atention to the question 
of credibility. A notable exception 
is a report by an actuarial subcom- 
mittee on credibility for Homeown- 
ers business. However, these pro- 
posals in this report were revised 
quite drastically by the introduction 
of a “seasoning factor” before being 
released as an industry report." 


Extended Coverage 


The first uniform extended cov- 
erage endorsement was introduced 
in 1937 replacing the supplemental 
contracts which varied considerably 
from territory to territory. The en- 
dorsement is attached to fire insur- 
ance policies and provides coverage 
against windstorm, hail, explosion, 
riot, aircraft vehicle and smoke dam- 
age. The peril of windstorm is by 
far the most important peril cov- 
ered. At the present time, about 
60° of the business is in respect of 
insurance on dwellings. The busi- 
ness was first recorded on a separate 
line in the Annual Statement in 1940, 

The volume of extended coverage 
business has risen very rapidly 


1 “Proposed Rating Procedure. Homeowners 
Policy’ Multiple Peril Insurance Conference 
1958, discussed in Mr. Dudley M. Pruitt’s 


Presidential Actuarial 
Society. 1958. ? 


Address to the Casualty 
Vol. 


C.A.S. XLV, p 


recent years so that the annual 
premiums of all stock companies 
now exceed $500,000,000 which is 
approximately 40% of the total 
pure fire premiums. The business 
has, proved unprofitable. 
Earned premiums for the 18 years, 
1940-57, amounted to $3,840,000,- 
OOO and incurred losses to $2,170,- 
000,000 giving a loss ratio of 56.5. 
Adding 9.5% for loss adjustment 
expenses, this gives 66.0% for loss 
and loss adjustment. Stock Com- 
pany expenses (other than loss ad- 
justment) for the years 1951 to 
1957, inclusive, averaged 47.5% 
and, if this percentage is considered 
suitable for the whole period, the total 
loss plus expense ratio is 113.57. 
This represents a loss by the Com- 
panies on the business of $520,000,- 
000 compared to the “expected” 54 
profit of $190,000,000. 

The expense figures used above 
were those prepared by the New 
York Insurance Department and 
may be considered slightly unrealis- 
tic for an expanding line, since they 
relate other acquisition and general 
expenses to earned premiums. Using 
a written premium base for all ex- 
penses other than loss adjustment 
expenses, the expense ratio is re- 
duced to 45.3%, the total loss plus 
expense ratio becomes 111.3% 
the loss on the 
000,000. 

Following 


however, 


and 
business to $430,- 
the severe hurricane 
of 1954, in particular, rates 
been increased considerably 
and deductibles have been introduced 


losses 


have 


PREFERRED RISK INSURANCE GROUP 


Multiple Line Facilities including all Fire, Life, ; . 
Inland Marine, Automobile, Workmen's Compensation 
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Always in FOCUS 


with our Agents 


We always keep our eye on the needs of 
our agents. They depend on us to con- 
centrate on their problems. 


That’s why our agents are 


so successful. 


BS 


years of dependable service 
to our agents 


Fine no CASUALTY INSURANCE CO. 
INSURANCE CORPORATION 


MAIN OFFICE 


FORT WORTH, TEXAS 


in nearly all states, and it is hoped 
the business can be profitable in the 
future. 

Rate making for extended cover- 
age abounds with interesting actu- 
arial problems many of which have 
received little attention. Since wind- 
storm is by far the major peril, it 
is important to realize that owing 
to the correlation between losses— 
one storm involving many thousands 
of losses—normal standards of credi- 
bility do not apply. This is being 
recognized by using ten years rather 
than five years loss experience for 
rate adjustment. However, in states 
exposed to hurricanes, the ten-year 
loss experience may have an abnor- 
mal or subnormal number of such 
storms, and even longer term 
weather studies make it difficult to 
establish the normal frequency of 
hurricanes. The problem is further 
complicated by the conflicting views 
of weather men on the relative bear- 
ing on trends of sunspot cycles and 
longer term climatic changes. 


Most Inequitable 


Except for certain sea coast terri- 
tories, a single rate is charged for 
all dwelling risks in a state. This 
is in marked contrast to the large 
number of classifications of fire in- 
surance rates. An attempt is at last 
being made to compare the experi- 
ence of building and contents insur- 
ance, as there can be no question 
that the use of the same rate for 
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these two classes of risk is most 
inequitable. It seems inevitable that 
if rating is to become scientific, ter- 
ritorial zones will be required for 
most states and possibly different 
rates for urban and rural risks 
What little data are available suggest 
that the risk for rural dwellings is 
rather greater than for cities in the 
same area. 


Conclusions Drawn 


No attempt has been made to 
cover all the actuarial problems of 
property insurance in these notes. 
In particular, the most interesting 
problems of the homeowners policy 
have been excluded as they would 
provide the material for a whole 
paper of their own, 

Can conclusions be drawn 
from this brief examination of the 
foundations of the vast edifice of 
fire insurance? The author is drawn 
irresistibly to the following conclu- 


sions: 


any 


(1) In much of the rating work, 
complexity has been accepted as 
synonymous with accuracy ; 

(2) Insufficient use has been made 
of the statistical data 
available ; 

(3) There is a real need for the 
employment of actuarial talent at 
the highest level in determining fu- 
ture rate making techniques and in 
developing more useful statistics for 
rate making, 


which are 


INSURANCE PUBLICATIONS 


THE NATIONAL Association of In 
surance Agents has entered into an 
insurance education publishing ven- 
ture with the MeGraw-Hill Book 
Company under which authorities in 
various fields will be retained by the 
Association to write the textbooks 
which will then be published by the 


book company. The first book in the 


series is, “An Introduction to Prop- 
erty and Casualty Insurance” by Dr. 
Curtis M. Elhott, professor of in- 


surance at the University of Ne- 
braska which will be published early 
in 1960. Later books will deal with 
such subjects as 
insurance 
tomer 


salesmanship, 
agency ownership, cus- 
public rela- 
tions and other phases of an agent's 


account selling, 
activities. Supervision and direction 
of the entire series of textbooks will 
be under the guidance of Lawrence 
F. Smith, NATA director of research 
and development, and the NAIA 


educational committee. 


MANAGEMENT STUDY 


THE NEW yorK City management 
consultant firm of Cresap, MeCor- 
mick and Paget has been retained 
to conduct a study of the South 
Carolina Insurance Department. 
The first phase of the study, which 
has been cc mpleted, consisted of ob- 
taining a job description for each 
emplovee 
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“ADT Automatic Protection pro- 
vides us with dependable safe- 
guards against fire in every sec- 
tion of our plant, We are happy 
to relate that we are obtaining 
this protection at a saving of ap- 
proximately $12,000 annually.” 


/ 


Assistant General Manager 


THE CLEVELAND CRANE & 
ENGINEERING CO., Wickliffe, Ohio 


Uses ADT 
protection and 
saves *12,000 a year! 


World-famous for its line of overhead cranes. overhead materials handling 
equipment, and Steelweld press brakes and shears, Cleveland Crane must keep 
production rolling to meet the big demand for its products, 


To safeguard property, profits, and the lives and jobs of employees. the 
232.000 square feet of plant space is equipped with automatic sprinklers. 
hacked up by ADT Automatic Protection which summons the fire department 
whenever the sprinklers operate. 


This efficient fire-fighting combination makes it possible to obtain greatly 
improved protection at lower cost by rearranging the hourly patrols required 
in a plant of this size, effecting a saving of $12,000 a year. 


You, too, can enjoy better protection and substantial savings through use 
of ADT Automatic Protection Services. Whether your premises are old or new. 
sprinklered or unsprinklered, the appropriate combination of ADT Automatic 
Services will protect you against fire, burglary and other hazards—and at 
lower expense than less effective methods. 


Call the ADT office listed in your phone book, or write our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Ye 
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J. M. McCLAMROCH, M.D. 


GOOD MANY years ago John 
ASwar Mill, in his “Essay on 
Liberty,” maintained that any indi 
vidual had an inalienable right to do 
anything he desired to do, provided 
he did not interfere with the rights 
ot individuals. 
This surely appears to be a reasona- 


or liberties other 
ble statement. 

Such a philosophy would give an 
able-bodied man the right to refuse 
to work and by his indolence starve 
himself to death, if he so 
It would give a person the right to 
eat himself into a premature grave 


desired, 


because of obesity and hypertension, 
provided he procured his food hon 
estly. It would give anyone the 
privilege of becoming an alcoholic 
as long as he took care to mind his 
not disturb the 
his friends or 


business and 
or beat up 
neighbors. 

In a free society an individual has 
a right to sit on a flagpole for a 
week, or a month; to walk backward 
from New York to California; to 
eat nothing but spinach and lemon 
juice for six months; 
Niagara Falls in a barrel 
vided he does not interfere with the 
rights and privileges of others. 


peace 


to go over 


all pro- 


Goes Beyond Bounds 


But suppose the obese gentleman 
should procure food illegally ; sup 
pose that the alcoholic should fancy 
himself an irresistible Don Juan and 
disturb ladies on the street corner ; 
or suppose that the flagpole sitter 
playfully tossed pebbles on passers- 
by. In these cases rugged individ- 
ualism has gone somewhat beyond 
the acceptable boundaries of per- 
sonal rights and liberties. Accord 
ingly, it would seem reasonable for 
friends, neighbors or the constab- 
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Sick Transit, Gorier Monday 


ulary to suggest, or perhaps insist 
upon, 1 
ment. 


a ditferent form of deport 
Restraint would be even more 
necessary should the number of in- 
dividuals the 
aries of personal liberty be in the 


transgressing bound 
majority. 

It seems, however, that in practice, 
magistrates and courts become cal- 
loused by sheer numbers, when 
certain liberties are transgressed by 
large numbers of people. Witness 
the situation the United States 
today in regard to traffic fatalities 
and Statistics, 
while boring, 


in 
serious injuries 
valuable, are and 
everyone who can read knows them 
anyway. Suffice it to say some thirty 
odd thousand Americans were killed 
and some several hundred thousand 
injured last year in automobile mis 
haps. (2.5 million injuries approxi 
mately. ) 

Traffic education has been at an 
all-time high. Radio and television 
admonitions and exhortations have 
At 
the same time thousands of prevent 
the 
of the wanton ignoring of the laws 
and direful statistics, rather than as 
a result of ignorance of them. 


surpassed all previous efforts. 


able accidents occur result 


as 


Why, then, with laws existing, 
and tacts staring starkly at us, do so 
many preventable accidents occur ? 

It is due, undoubtedly, to the in- 
flated of millions of 
drivers. The “Tm 
different, /'m clever. I'll be reason 


ego several 


ego whispers 
able about this business of driving. 
l've 


flexes are good and My judgment is 


never had an accident, \/y re 


superb. work necessitates some 
fast moving at times (naturally, be 
cause of the tremendous importance 
of My work). Sure the laws are 
excellent. I'll be glad to pay a fine 
if I’m caught but I’m really 
clever to be caught.” Or perhaps 
go whispers 


too 


as we grow older the e 


FIRE ___AUTO ___INDUSTRIAL 


(more faintly) “Yes, | realize my 
blood pressure is high and I've had 
one stroke, or my eves aren't very 
good, but I've had the experience of 
forty vears driving and /'m careful. 
It can’t happen to me ; it never has.” 


N OW 


these rationalizations are 
dangerously deceptive even) when 
“TL” am the only one concerned—and 


in traffic there millions of “T's” 


and 


are 


Individual Liberty 


in 
dividual liberty is concerned, for the 


It is quite all right, as far as 


250-pound citizen to keep on eating, 
knowing his insurance company will 
in 
dividual feels that he is different, 


not risk a policy on him 


“I’ve been eating ‘heavy’ all my 
life,” he reasons, “it hasn't hurt me 
who says I must stop?" No one 


says he must stop. There is, of 
course, abundant reason why he 
should reduce his weight, but no 


one has a right to tell him that he 
must. Hle may do as he likes, unless 
he sits on antique chairs, or steps 


The rights of others 


; 
| 
| | 
— 
7 
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Sick Transit—Continued 


on someone's toes in the subway, or 
takes up two spaces in the theater 
when he has paid for one. The same 
goes for the excessive drinker, or 
the rugged individualist who wants 
notoriety in a harmless way. But 
in traffic individual rights belong to 
everyone and the individual cannot 
make his own rules in the name of 
personal liberty. To say that a man’s 
liberty 


is being transgressed when 


_ INSURANCE G 


TO FIT THE NEED 


Any size risk for 


WORKMEN’S 
COMPENSATION 


benefits from 
accident prevention 


/ The value of safety engineer- 
ing has long since been demon- 
strated on the big risks. It helps 
hold down both the cost of in- 


surance and the less easily 
figured costs related to personnel 
problems. Similar advantages 


can be just as important to risks 
not large enough to support their 
own safety program 


/ Making those savings available 
to their helped 
“Shelby” get and hold 
some worthwhile accounts while, 


clients has 


agents 


at the same time, giving their 
smaller risks the kind of service 
that builds agency reputation. 


INSURANCE COMPANY 
SHELBY, OHIO 


NON-ASSESSABLE 
FIRE & CASUALTY 


he is asked to obey laws protecting 
others is carrying personal rights 
somewhat far afield. This is true 
even though the individual trans- 
gressor may disagree, even though 
ten transgressors disagree, or one 
hundred, or several million. Simply 
because an individual feels that he 
(uniquely) can drive 75-80 mph 
ina 50-mile zone, does not give him 
the right to do so, even though he 
may be riding alone in an automobile 
that is paid for. 

Perhaps a person feels that he can 
(because of his infinitely superior 
reflexes and physiological capaci- 
ties) drive safely with six highballs 
circulating throughout his anatomy. 
He may, of course, fancy himself 
in England, and hug the left side 
of the road, or drive without lights, 
or some other minor thing might 
hamper him in an unimportant sort 
of way. His belief that this is rea- 
sonable for “me” just does not hap- 
pen to fit into the category of legiti- 
mate individual liberty. 

These “me’s” may think that their 
inalienable liberties are being tossed 
about and sorely bruised if their 
licenses are revoked. Regardless of 
who he or she might be, no indi- 
vidual has any more “Rights” in 
an automobile than any other in- 
dividual. His opinon to the con- 
trary, or his attorney's opinion to 
the contrary, does not alter the fun- 
damental fact. If a personal opinion 
of individual immunity to the laws 
of nature and of man does not make 
one individual right, how can it 
make that same opinion by ten, or 
one hundred, or a million drivers 
right ? 


How Important? 


| once heard a brilliant attorney, 
who wrote books on the law, state 
that when he drove places he went 
85-90 mph in order to meet tight 
schedules, and that he intended to 
continue to do so in spite of the 
potentialities. He is an important 
man, but it may be seriously doubted 
that he is that important. 


Then there is the ultra care- 
ful, self-righteous teetotaler who 
wouldn't think of speeding, but 


makes his own rules about “stupid” 
stop signs at intersections. He slows 
his vehicle a bit, and proceeds (with 
caution of course) but without stop- 
ping. He is the man who hits the 


car that wasn’t there. But some 
of these phantom cars have real 
flesh and blood occupants. These 


self-righteous ones feel that they 
can make their own rules because 
of their superior abilities. The world 
would be safer if these 
would stick to horses. 
Now, if an individual, because of 
his peculiarly superior ability and 
accident immunity, feels that the law 
has no right to reach out its long 
arm and gently but firmly encircle 
him for breaking the law, he will 
complain very bitterly about the law, 
which he considered good until it 
involved him. Hence he will feel 
that it is quite all right to take away 
Joe Blow’s license: ‘Sure the dope 
was doing fifty in a 15-mile School 
Zone. Doesn't he know this is dan- 
Or perhaps John Doe's 
wife left him and he was drowning 
his sorrows (or celebrating) with 
large quantities of alcohol—of him, 
the persons who feel that the law 
is good for others might say: ‘The 
moron tore right into a fire hydrant, 
down town, mind you—the drunk 
punk, The judge was right to re- 
voke his license. They shoulda put 
him under the jail house as well.” 


Thinks Self Unique 


The same individual who is so 
vitriolic in his condemnation of the 
other driver may feel very differently 
about his own special situation: 
“You know what? I had a business 
appointment over in Timpkinsville 
the other day—I was running late 
and had to get there in a hurry (big 
shot, big deal) and just because 
some local yokel in a police uniform 
‘thought’ | was doing 75 (it was 
really only 72) on a good wide-open 
road (nothing really, but other traf- 
fic, side roads, homes and driveways, 
school busses, dogs, a few wagons 
and blind curve or two on hills) 
he gave me a reckless driving ticket. 
Why, /’ve never had an accident in 
my life, been drivin’ 30 years. You 
think /'m gonna take it lying down ? 
Not C. Richard Fullerburger, /'m 
not the kind to let ‘em do that to 


Galahads 


Me. lve got the dough to hire a 
lawyer—and a good one too. You 


know B. S. Hyster’s firm, don't 
you? They'll get me out of it. Now 
if Id been drunk or really reckless 
I'd be the first to want to pay the 


fine” Or perhaps another citizen 
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would complain bitterly: had 
only a couple of beers (more or less ) 
and Harry and | started over to 
Jack’s place to play some pinochile. 
Well, va know where Main St. 
crosses the highway? I slowed 
down, looked both ways and went 
on across, As I was nearly across 
some dope ona motorcycle plowed 
right into me—tore up my fender. 
Know what the Judge said—old 
knuckle head Harrison? ‘Reckless 
driving and intoxicated” —me, can 
you imagine?) You know how well 
/ can hold the stuff. The stupes 
want to take away my license tor 
six months and want me to pay the 
doctor’s bill for the boy—-he was 
only scratched. The doctor charged 
15 dollars and all he did was keep 
the boy in the hospital overnight 
for observation for concussion, /ie 
says. Then he gave some kind of 
lockjaw shot, made out some re- 
ports and charged fifteen bucks. 
I've got to pay that. Wish / could 
make dough that easy. And you 
know who I won’t vote for the next 
time the Judge’s race comes up, 
don’t you?” 

Thus is the frequent individual 
psychology. The ego. The infalli- 
bility of “Me.” This individual feel 
ing does not make the individual 
right nor are ten such individuals 
right, nor one hundred, nor several 
nullion. 


Fear of Officials 


My friends in the legal profession 
tell me that law and law enforcement 
are matters of the will of the people 

hence it is impossible to enforce 
laws about which people complain 
too much, Yet each individual thinks 
these laws of traffic are fine—for 
the other driver. Isn't the real rea 
son for lack of enforcement the fear 
of law enforcement officials of los 
ing jobs ? Should the police or the 
courts be intluenced by the desire 
of an individual who has broken 
a law designed for the protection of 
all? If not for one individual, then 
why should ten or one hundred or 
twenty million change the picture? 
In areas where the law is enforced 
the accident rate dwindles. Why 
cannot this be made national? This 
is a much more serious problem than 
epidemics—vet if 30,000 people died 
in one year in the U. S. and another 
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GOLD MEDAL WINNER 


KATHY MUELLER, ten-year-old Bil- 
lings, Montana school girl, has been 
awarded the Hartford Insur 
ance fourth Gold Medal 
for outstanding fire prevention 
deeds, President James C. Hullett 
announced. She is the first girl 
ever to receive the top honor. 

Kathy won the Gold Medal, part 
of the Hartford Fire's nationwide 
public service Junior Fire Marshal 
Program, for averting a major 
tragedy by rescuing three younger 
brothers from a fire at their home. 

The Hartford Gold Medal was 
presented to Kathy by Governor J. 
Hugo Aronson in special ceremonies 
at the Montana State Capitol at 
Helena. She also received a hero- 
ine’s welcome in Billings 

Peter Yegen, Jr., Hartford repre- 
sentative at Billings who sponsors 
the JEM Program in his area, nomi- 
nated Kathy for the Gold Medal 
Award, Mr. Yegen also participated 
in the ceremonies honoring the girl 
and presented Kathy with an ‘Hon- 
lire Chief” certificate. 
While baby-sitting for her broth- 


orary 


ers Donald, tive, John, four, and 
Timothy, eighteen months, Nathy 
smelled smoke. Recalling her Junior 
‘ire Marshal training, she launched 
a room-to-room and 
discovered a raging fire in the base- 
ment 


Investigation 


After alerting tenants in a base- 
ment apartment, she raced upstairs, 
picked up baby Timothy from his 
crib, told Donald and John to hold 
on to her skirt, and led them all to 
safety. 

In bare feet and sub-freezing tem- 
peratures, Kathy ran with the chil- 
dren to the home of neighbors who 
The 


Mueller home was damaged exten 


summoned the fire department 


sively 
of life 

Mr. 
made 


but no personal injuries or loss 
resulted. 


Yegen explained that what 
Kathy's rescue even more re- 
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he 


markable was that just the week 
before the Muellers had discussed 
and outlined exactly what each mem 
ber of the family should do in the 
event of fire. Kathy suggested the 
home fire drill following her study 
of fire safety as part of the Junior 
Fire Marshal Program. 

Other school children who have 
received the Hartford Gold Medal 
are John Sliger of Catawba, West 
Virginia; Robert Bauman of New- 
berg, Oregon, and Steven Gann of 
Hinkely, California. 


ARSON 


ARSON IS AN increasingly serious 
problem in this country today, it 
was declared by Brendan P. Battle, 
manager of the Arson Department 
of the National Board of Fire Un 
derwriters. 

He told the National Fire Pro- 
tection Association, opening its 63rd 
annual meeting here, that a particu 
larly noticeable spurt has occurred in 
fires which 
surance, 


are set to collect in 

“During the twelve months end 
ing May 1,” he revealed, “agents of 
our department investigated 3,698 


cases which involved questionable 


fire losses, 


This was an increase of 
263 over the number probed the 
previous vear and considerably more 
than has been investigated in any of 
the last five vears. 

“More and more cases are turn- 
ing up in which the motive seems 
to be to defraud the insurance com- 
pany. We kept special statistics in 
this regard and found that more 
than 550 fire losses apparently fitted 
into this category. The potential in- 
surance at risk in these 550 cases 
amounted to $19,890,000, In 115 
instances made and 


insurance totaling 


arrests 
these involved 
$2,848,000. 

“It must be realized that the 550 
cases tabulated included a number 
in which arson could not be defi- 
nitely established but in which the 
suspicion was pretty Be- 
fore accepting a case as a probable 
fraud we try to eliminate any pos- 
sibility of accidental cause or fire 
setting by 


were 


strong. 


pyromaniacs, juveniles, 
intruders and revenge seekers.” 
Battle spoke at the Fire Marshals’ 
Section of the National Fire Pro- 
tection Association, meeting under 
the chairmanship of Fire Marshal 
M. H. MeNally of Detroit Michi- 


gan. 
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These estimated losses, from the 
National Board of Fire Under- 
writers, include an allowance for un- 
insured and unreported losses. 


1949 $651,534,000 


1951 730,084,000 
1952 815,134,000 
1953 864,863,000 


motor 


Month 1957 
2,882 
February ....... 2,508 
March 2,843 
\pril 2.933 
May 3,065 
June 3,302 
July 3,308 
Seven Months . 20,841 

\ugust .. 3,035 
September 3,365 
October 3.406 
November ... . 3,620 
December ; 3,775 


Twelve Months 38,702 
Estimates provided by 


Satety Council. 


1950 648,909,000 1955 


Losses by Years 
1954 $870,984,000 
218,000 
1956 989,290,000 
1957 1,023,190,000 
1958 1,056,266,000 


885, 


1958 
770 
360 
560) 
580 
3,010 
3,000 
3,210 


bo bo fo bo 


19,490 
3,450 
3,330 
3,600 
3,510 
3,620 


37,000 


1957 1958 
September . $72,264,000 $73,303,000 
October ... 77,753,000 73,393,000 
November . 75,321,000 71,539,000 
December . 91,519,000 100,523,000 

1958 1959 
January ... 99,918,000 112,983,000 
February .. 103,853,000 98,120,000 
March 102,722,000 99,610,000 
ADTH 99 061,000 90,689,000 
85,633,000 81,597,000 
90,048,000 77 867,000 
July 80,782,000 82,334,000 
August 75,491,000 74,600,000 
Total ... $1,054,365,000 $1,036,558,000 


vehicle 
deaths 


1959 
2.880 
2,410 
2,790 
2.610 
3,250 
3,150 


3.340 


20,430 


the National 


every month 
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accidental 
deaths 


Six Months 


SAFETY MAINTENANCE 


AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


another publication of 


1959 1958 Changes 
ALL TYPES .. 44,000 43,200 1 
Motor Vehicle .. 17,090 16,280 +5% 
Other Public .. 7.800 7,600 13% 
Home 13,800 14,000 —1% 
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Sick Transit—from page 73 


several hundred thousand were crip- 
pled by some contagious disease, 
families would leave the country in 
droves. The best brains available 
would be at work to solve the prob- 
lem. Strict quarantine measures 
(with serious fines for breaking 
cuarantine ) would be instituted. No 
expense would be spared. The dread 
disease would have to be checked at 
any and all costs. Death is not a 
comparative state. It would be inane 
to say one is deader from a con- 
tagious-disease death than from a 
traffic death. A permanent cripple 
from disease is no worse off than 
a permanent cripple from an auto 
mishap. Suppose the prevention of 
the disease were as simple as giving 
This would 
be readily accepted, even if it were 


a vaccine against it? 


painful, expensive and inconvenient. 
We have the “Vaccine” for traffic 
accidents : law enforcement—making 
a privilege rather than an 
Why it? 

The law is used in other protective 
airplane 
pilot should decide to amuse himself 
by “buzzing” 


driving 


inherent right. not use 


categories. Suppose an 
a crowd at a football 
His license would be revoked 
summarily by the C. A. A., accident 
or not. Yet if the same individual 
did some “stunt” driving down the 
avenue he ott 
with a small fine or maybe just a 
reprimand, When 


game. 


would possibly 


yet 


dies in 


one an 


~ 

& 

> 
> i 
> 
a 

2 

% ELL 


airplane he is no more dead than 
if he had died in an auto. Flying 
is a privilege indulged in by compe- 
tent, sober and careful pilots. Why 
not the same for automobiles? 

It would seem logical to assume 
that the Courts have the right and 
the duty to enforce laws regardless 
of the opinion of 1 individual, ten or 
twenty million people. Many laws 
are rigidly enforced where the dan- 
gers are only potential. Students 
have been fined heavily for shooting 
small firecrackers where others 
might get hurt. If such transgres- 
were throwing firecrackers 
from a moving automobile along 
busy streets, the whole police force 
would be out to nab them. If the 
same individuals are simply driving 


sors 


recklessly, this is a minor. trans- 
gression. There is some argument 
about the legal validity of the use 
of radar for apprehending traffic vio- 
lators. Also there is “ques- 
tion” about the “ethical” validity of 
using plainclothes police for appre- 
hending violators. Why? In what 
of law breaking is there 


some 


category 
more potential danger or graver 
actual consequence ? 

Would it be unethical to 
plainclothes men apprehend in- 
dividual decided to 
45 into the air each night at mid- 
night? This procedure might be 
harmless. the 


police 


have 


who shoot a 


relatively Suppose 
police went after him in 


car with sirens screaming and the 
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culprit disappeared, only to reap- 
pear when the “coast was clear” for 
some more harmless fun. How long 
would it take the community to de- 
mand that he be apprehended by any 
means known to the law? 

Yet it isn’t “sporting” to nab a 
reckless driver unless fore- 
warned by a motorcycle policeman 
or a police car. Examples are too 
numerous to narrate of the validity 
of stopping lawbreakers by any legal 
means available. It would seem be- 
cause of the individual's, the ten in- 
dividuals’, and the twenty million 
individuals’ unalterable exalted opin- 
ion of “Me” that all the education 
conceivable will not be sufficient to 
curb the evil of reckless driving. 
But if the single individual, the ten, 
and the twenty million are made to 
understand that driving is a priv- 
ilege, that it really isn’t sporting to 
break the rules, and that breaking 
the rules will result in taking away 
this privilege or “liberty” of driver 

then and only then will our nation 
see a phenomenal decrease in our 
death and crippling rate. This has 
proven time and again in a 
sporadic sort of way. Why not a 
continuous vigil, investigation and 
application of the law, as is done 
by the C. A. A., for driving as well 
as for flying? After a period of 
diligent and effective law enforce- 
ment (during which many irrespon- 
sible individuals would scream about 
their “‘liberties’’), wouldn't the re- 
sponsible public settle down to an 
acceptance of the fact that driving 
isa liberty reserved for the mentally, 
morally, physically and emotionally 
qualitied individual ? 


he is 


been 


MOTOR VEHICLE DEATHS 


No IMPROVEMENT in the rate of 
automobile accident deaths is in sight 
in the near future unless a Federal 
law is passed forcing auto makers to 
reduce the speed and power of their 
cars according to Dr. Clifton L. 
Reeder, vice president and medical 
director of Continental Assurance 
Company. Addressing his company's 
top producers, Dr. Reeder listed as 
urgent better driver training, more 
stringent driver licensing require- 
ments and better roads, 
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"Make it Live’ 


THE SALESMAN, one of the best men 
I have ever known, told me, in re- 
sponse to the question of how it was 
he could succeed in selling what- 
ever he was called sell, 
whether investment securities, or 
grain, or work clothing, or whatnot, 
told me it was because he learned 
long ago to make “any proposition 
come to life.” 

“Meaning what?” | asked, pre- 
tending | didn’t get the connection 
between what he said and the ques- 
tion | asked. 

Said he: 

“Most prospects are bored most 
of the time because they are listen- 


upon to 


ing to boring salesmen. I discovered 
that it is ridiculously easy to sell if 
you can keep your buyer's interest.” 
But 
how do you make sure you can keep 
your buyer's interest?” 


“That's a very good point. 


“It’s easy. Just high interest your 
proposition.” 

“High interest it?” 

“That's right. Talk about it in a 
way that makes it the most interest- 
ing thing in your buver’s life. Make 
it come to life and march right in 
front of him. And you can do this 
with anything under the sun, if you 
are diligent enough in seeking in- 
teresting points and facts,”” he con- 
cluded, 


Look for Interest Points 


As THIS SALESMAN ADDUCED, any- 
thing can be made interesting. You 
are wondering how. 

The first thing is to look for high 
interest points—-things about the 
goods that make them come to life. 
On this point I think vou can do 

better than follow the advice 
of the great French novelist, Gustave 
Flaubert, to his voung protege 


no 


who 
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A DIGEST OF SUCCESSFUL 


LLING PARA 


SELLING IDEAS 


became an equally great writer, Guy 
de Maupassant. 

Flaubert told his pupil: “Talent is 
long patience. must look at 
what wants to describe for a 
long time to discover in it things 
which no one else has ever seen.” 

So it is with a salesman, You 
must look at your goods for a long 
time to discover in them high inter- 
est points no other salesman has per- 
ceived. Remember: “Talent is long 
patience,” 


(one 


one 


Look till you find high interest 
points that make not hearing about 
your goods an impossibility. 
you: won't 


Then 
any trouble with 
“floating interest” and lost attention. 


have 


Don't Forget Movement 


AND DON’T FORGET that movement 
imparts life to whatever it touches, 
while nonmovement suggests inertia 
and death. So add to your high in- 
terest points the 
points of movement. 

In other words, do not rely alto- 
gether on talk to hold interest. Also 
demonstrate, 

One 


higher interest 


demonstration, — properly 
given, is worth many hundreds of 
words of talk, for no one discounts 
what the eves see but all of us have 
learned not to rely too much on what 
the ears carry to our brain through 
our ears. 

If in your demonstration you can 

and why can’t you do it every 
time ?— give the prospect a part, vou 
are adding to movement the price- 


less interest ingredient of personal 
value. 

To ask your prospect to work the 
machine is better than your work- 
ing it and asking him to watch you 
do it. To let him test drive the car 
is ever so much more valuable than 
taking him along for a ride, Give 
him a part and he will give you not 
part of his interest but all of his in- 
terest. 


How Questions Help 


\NOTHER 


SURE WAY to guarantee 
interest—another infallible way to 
high interest a proposition—is to be- 
come a question box. Ask ques- 


tions. These not only guarantee that 
he will listen, but they show you how 
well he is listening, whether he is 
getting the points you want = or 
whether your sales talk and demon- 
stration are missing the mark. 

“What do you think of this fea- 
ture?” you ask. And he tells you. 
And by his answer you judge how 
well you have made your points. 

Questions have another use. They 
enable you to check up on interest 
as you go along. 

You are talking and apparently 
the prospect is listening but are vou 
sure of that? He may merely look 
as if he were. His mind may actu- 
ally be far, far away. Well, vou can 
easily tell. Ask him a question, Ask 
his opinion of a point you make, Ask 
his advice about a certain feature. 

In answering you he gets himself 
back on the track of listening to you 
and he reveals to vou how far off the 
track he was when you asked him 
the question, 

It’s a great art, the art of winning 
and holding interest. It is an art you 
had better master. If you don’t you 
can never, never make your mark 
as a salesman, because the rule is— 


NO INTEREST, NO SALES. 
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“You’re tops in getting new contracts, Bascomb, 
but they don’t quite keep up with your cancellations” 


Millions of dollars 
Poor Bascomb. He keeps running in one 


place. Because unless the agent has es- [_] Total Admitted Assets 
sential support in safety engineering and [_] Net Premiums Written 
claim service, he is apt to lose compensa- HB Policyhoiders’ Surplus 
tion renewals as fast as he can write new 
coverages. Bituminous’ flexible and open- 
minded underwriting and_ individually 
tailored rating plans help you get the 
business. And Bituminous’ underwriting 
skills coupled with engineering compe- 
tence and efficient claim service help you 
keep it. Bituminous’ lusty growth in 
writings, assets and surplus (see chart) 
evidences the trend toward Bituminous 
for help in comp and liability problems. 


1950 1955 1958 


Bituminous ration 
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Underinsurance 
is sending a boy to do a man’s job 


Unless insurance protection is increased to 
keep pace with the constant upward trend 
of values, the insured /oses .. . 

the agent /Joses... 

the company /oses... 


The Crum & Forster Group of 
Insurance Companies provides 
assistance to their agents in the con- 
stant battle against underinsurance 


Your inquiry as to 
the advantages 


enjoyed by 


agents is invited. 


of Insurance Companies 


CRUM & FORSTER GROUP 


SOUND, DEPENDABLE INSURANCE 


YOUR ade pe 
Jesurance AGENT 
: UNITED STATES FIRE INSURANCE CO. THE NORTH RIVER INSURANCE CO. 
Organized 1824 Organized 1822 
WESTCHESTER FIRE INSURANCE CO. THE WESTERN ASSURANCE CO. 
Organized 1837 U.S. Branch . . . Incorporated 1851 


EASTERN DEPT. NEW YORK 


WESTERN DEPT. FREEPORT, ILL. PACIFIC DEPT. SAN FRANCISCO SOUTHERN DEPT. ATLANTA ALLEGHENY.ONID DEPT. PITTSBURGH VIRGINIA-CAROLINAS DEPT. DURHAM. H.C 


THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 


110 WILLIAM STREET NEW YORK 38, NEW YORK 
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ROBERT A. RENNIE, Ph.D. 
Vice President-Research 
Nationwide Insurance Companies 


HE DEAN OF ONE of our famous 
law his 


new students each vear with a clas- 


schools used to greet 


sic speech. He said, “Take a good 
look at the man on your right, then 
at the your 
next vear at this time, one of vou 
won't be here.” As we look forward 


to future competition in the casualty 


man on left, because 


field, a similar speech might be made 
about us. Within ten 
reasonably sure that one company in 
will be The “urge to 
merge” will gain momentum rapidly 


vears, I am 


three gone, 


as competition becomes more intense 


Awakening Giants 


\\ hy do | say there will be fewer 
companies in the future? We are all 
familiar, | am sure, with many of 
the pressures at work. The most ob 
vious is the sudden awakening of 
the old-line sleeping giants. One of 
Newton's laws of physics states that 
for every action there is an equal 
Well, the 
reaction of the large stock companies 
to the 
the 


and opposite reaction. 
competitive inroads — of 


exclusive ageney companies 
has been slow and belated, but there 
is now no mistaking its scope and 
its vigor. These companies have, in 
most cases, very able managements 


Un 


conditions 


and ample financial resources. 


let favorable 


they can operate for vears with little 


For October, 1959 


or no underwriting 
stockholder 


ment earnings. 


gain, paying 


dividends from invest 


Policvholders should benetit from 


this new competition. The main cas 


ualties, as I see tt, will be not the 
direct participants, but the small 
companies on the sidelines They 


have been operating under the vari 


ous umbrellas erected by the old 


line companies. Bureau rates im the 
past have provided excellent shelter 
Dut 


blown away. 


for some small insurers this 


advantage has all but 


Increasing rate competition, either 


directly or through merit-demerit 


plans, is destroying anything re 


sembling a uniform Bureau rate 


Payment plans, package policies and 
Hans scaled to the 


rating size of the 


The to merge 


wlicy are all fostering price compe 
| 


tition. This trend is in direct re 


sponse to the massive rate advertis 


ing campaigns of — the exclusive 


eneyvy companies, which, wm turn, 


ag 
were touched off by the knowledge 


realize 


that more than of insured mo 


did 


substantial 


torists not there were 


rate differences among 


the various companies 


Concentrating Their Business 


\nother umbrella tor 


small companies in the past has been 


protective 
wavs of the American 
I think the readet 
will agree that much of this is chang 


the leisurely 
\gency System 


ing. For one reason or another, 
many agencies are concentrating 
their business in the hands of one ot 
two major insurers. As the old-line 


the 
practices and procedures of the dh 


companies adopt mere asingly 


rect-writers, such a trend ts mevita 


ble. 


The small insurer will face other 


difficulties im tomorrow's) market 


Bigger COM offer more oppor 


tunities for men with management 
abilities and creative skills. These 
companies have the resources and 


the manpower to make their ideas 
work. And with today’s decentralh 
zation of authority, the responsible 
regional official of a large company 
makes more important decisions and 


1 


has substantially higher income than 


most presidents of local concerns 


prime appl with even 
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Any Man Who Plans 
a Visit to Chicago 
Should Know About 
The Edgewater Beach 


Thousands of successful executives will 
tell vou that the Edgewater Beach is 
more than just a hotel It ilso offers 


a pre stige adadre ss fora Chicago Visit 


relaxing and pole imunt place 
business 


to do 


a collection of the finest restaurants 
in America 

a center for fabulous entertaiment 
ind exciting floor shows 


magnificent outdoor 


pool and 
tennis court, surrounded by beauti- 


ful grounds 


dancing, musk 
Summer 


smart shops, even a 
Theatre—in 


senuson 
and—a country club 
shores of Lake 
from. the 


itmosphere the 
Michigan just IS minutes 
heart of Chicago 
For sales conventions the Edgewater has 
available selection of well 
halls and banquet 
conditioned 


ippointed 
rooms—all fully air 
For a quiet meeting with one or two 
associates, the Edgewater offers a private 
and relaxing atmosphere 

For a heetie week's business in Chicago, 
the Edgewater offers peaceful and 
pleasant atmosphere that puts vou in the 


mood for each new dav's work, 


AND for an executive's wife—The 
Edgewater Beach is like a little Riviera 
in the heart of Chieago, where she can 


herself wl ile he onduets his busi- 


ness 


The Edgewater can be mighty 
portant asset toy foo, on vour next 
trip to Chicago. All outside rooms 


af per person pet day 


rates 
double 


start 
OCCUpPANney, 
Phone or write NOW for reservations 


Convention booklet furnished on request 


at no charge 


The ‘Country Club 
Hotel of Chicago’ 
5300 NORTH SHERIDAN ROAD 
Chicago 40—LOngbeach 1-6000 
EDWARD L. BUCKLEY 
Vice President and General Manager 
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greater effect to the middle manage- 
ment of these firms as compared to 
their smaller counterparts 
The small company will have even 
| greater trouble in recruiting an ade 
quate agency force. We have already 
mentioned the problem as it relates 
to the American System. 
But the situation is equally serious 
for the smaller 
Company, 


Agency 


exclusive agency 
The age composition of 
the population will make the job of 
recruiting and maintaiming a high- 
quality sales force a challenging one 
Whereas the total 
population will increase by almost 
20% by 1970, the young adult male 
population between the ages of 25 


for all insurers. 


and 45, from whom we must recruit 


} most of our new agents, is expected 


to rise by only one per cent. Obvi- 
ously, productive manpower will be 
at a tremendous premium the 
vears ahead, and insurers will have 
to match the income opportunities 


| offered by other industries. The only 
| feasible way this can be done is by 


| offering them an all-lines insurance 
| portfolio which will meet the total 


security needs of the average family. 
The smaller insurers wall clearly be 
at a disadvantage in this kind of a 
manpower market as compared to 
the broadly-diversitied, multiple-line 
fleets. 


Will Create Dislocations 


Kinaliv, the future shifts in the 
centers of population will create 
serious dislocations for the smaller, 
rural-based company. The demog- 
raphers tell us that within the near 


| future, most of our population will 


be living ii metropolitan” clusters 
about the major cities. 
Coupled with the steady decline in 
farm population, this trend can re- 
duce sharply the base of the non- 
urban insurer, 


centering 


This suburban con 
centration is also likely to produce 
a uniform pattern of consumer pret- 
erences and less diversity as to choice 
of insurers. Inevitably, it seems to 
me, the big insurers will grow big 
ger in this cultural environment. 


How, then, can the smaller insur- 


ance companies survive tomor 


row’s market? spite of the 
ditticulties outlined above, | believe 


there are several avenues through 


which the smaller insurer can sur- 
vive and prosper in that market : 

1. Federation of Companies: 

Most of the problems faced by smal- 
ler insurers could be overcome if 
they would join together in tightly- 
knit federations to secure the kind 
of staff help and services they seri- 
ously need. In this way, they could 
spread the overhead costs of major 
advertising and administrative ex- 
penses. To my knowledge, nothing 
in the way of close federation has 
been tried in the insurance field, but 
it has been highly successful in other 
areas. In the food field, for example, 
we hear about the big chains, but in 
fact the voluntary federations of in- 
dependents have grown faster than 
chains in terms of sales during the 
past decade, and they account for 
a much bigger proportion of the 
consumer's food dollar than all the 
integrated chains combined, 
Federation could enable smaller in- 
surance companies to offer multiple- 
line coverages and to provide agents 
with attractive income opportunities. 
It could produce the top-quality staff 
services in sales, claims, underwrit- 
ing and systems work required to 
keep products and rating plans at 
the forefront of the industry. Not 
least, it would facilitate pre-selling 
through national advertising cam- 
paigns beamed at the new markets 
which will be opening up. 

2. Affiliation with New Groups: 
Insurers could achieve some of the 
henetits of federation on a more mod- 
est scale through affiliation with vol- 
untary membership — associations. 
This course would not be a new one 
for many who have such affiliations 
now. This suggestion requires the 
seeking out and development of con- 
tracts with groups whose member- 
ship is expanding. 

In the newer population centers, 
there are many groups who would 
welcome identification with estab- 
lished insurers. More important, 
they need additional services which 
can be offered their members 


through the organizational 


frame- 
For the insurer, this method 


meets the problem of mounting ac- 


work. 


quisition cost, of agency recruitment, 
and of offsetting competitors’ ad- 
vertising. 

3. Willingness to Remain Small; 
Willingness to remain small is per- 
haps the most difficult path of all, 
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because one of the main goals of 


corporate life is to grow. Recogni- 
tion, prestige, status, and salaries all 
seem to relate to size, and particu- 
larly to rates of growth. But in the 
casualty insurance business, growth 
has often been the road to higher 
Too fre- 
quently, there has been the tempta 
tion to buy bad business and to sub 
vert underwriting The 
road ahead will be rocky indeed for 
the future empire builders because 
much of the good casualty business 
has already been pre-empted. 

+. /nnevations and Research 

Small companies have a genuine ad 
vantage in the field of innovations 
Big firms are often 


loss and expense ratios. 


standards. 


and research. 
unwilling to try new ideas because, 
rightly, they have so much to lose. 
In fact, marketing consultants are 
advising their major clients never 
to be the first to trv a new innova 
tion; neither should they be the last 
to adopt it. Small companies, on the 
other hand, have little to lose but 
so much to gain from a brilliant new 
product or rating plan. New 
can give a competitive edge which 


ideas 


will never be completely overcome 
if the possessor is reasonably compe 
tent. 
based upon a_ realistic analysis of 
this 
point, we will now try to identify 


Successful innovation must be 


emerging trends. From view- 
the social and economic develop- 
ments which will shape tomorrow's 
market for imsurance. 


Tomorrow's Market 
No 


seri mushy 


one, to my knowledge, has 
undertaken to the 
source of insurance markets, and to 
the relation of 
premiums to the real world. We all 
know that a large part of the demand 
for insurance is a derived demand. 


trace 


describe insurance 


It arises from our ownership of a 
house, or a car, or a boat, for ex 
\nd in the 

is often 


ample. case of group 
insurance, it incidental to 
our employment status. Thus, future 
insurance sales depend very closely 
upon what happens to the markets 
for houses and automobiles, and par- 
ticularly upon the trends in employ 
ment and income 

We have all seen the rose-colored 
stereotypes of tomorrow's world : 
onward and upward to bigger and 
better things is the standard market- 
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EXECUTIVE @ REGIONAL OFFICES 


111 JOHN STREET, NEW YORK 38 @ 550 KEARNY ST., SAN FRANCISCO 3 
BRANCH OFFICES 
LOS ANGELES 


CHICAGO 


SO WILL YOU 
WITH THE COMPLETE 
FACILITIES OF THESE MANY 


MULTIPLE LINE 
COVERAGES 


V FIRE and ALLIED LINES 

W FIDELITY and SURETY 

V AUTOMOBILE 

W INLAND MARINE 

WV GENERAL LIABILITY 

V PLATE GLASS 
 WORKMAN’S COMPENSATION 
W MISCELLANEOUS LIABILITY 
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INSURANCE COMPANIES 


FORT WORTH, TEXAS 


RAYMOND BUCK 
President & Chairman of the Boord 
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One Out of Three—Continued 

ing cliche. And why not? In the 
future, more people will have bigger 
incomes and more things to insure. 
This may all be true, but | am afraid 
it reflects an extremely superficial 
view of the way our economy really 
works. The evidence is piling up on 
every side that people are getting 
tired of simply acquiring more gad 
gets that break down after three 


months of use. They are learning 


PROVIDENCE 
WASHINGTON 


that the initial cost of the all-electric, 
or the all-gas, house isn’t the main 
problem. It’s the upkeep. Similarly, 
the maintenance of two big cars in 
the garage, in the face of mounting 
gasoline taxes, is mightmare. 
Equally important is the cost in time 
Weekends are 
often lost in costly trips to the repair 
shop, or in endless do it-yourself 
maintenance chores. suspect that 
the wild burst of materialism of the 
past decade is burning out, and that, 


and convenience, 


in reaction, people are groping 
toward a simpler, more functional, 
and more economical way of life. 
\s | see it, we are moving rapilly 
away from a product economy to 
\nd_ this 
trend can have far-reaching effects 
so far as insurance is concerned. We 
have here the interaction of two 
fundamental human motivations : the 
desire of people to gain status and 
their desire for greater convenience. 


ward a service economy. 


Following the war, the urge for 
prestige and status was paramount. 
Status-consciousness arising from 
long vears of hardship during the 
Thirties was reinforced by the overt 
caste system of the armed forces, 
At the same time, the accumulation 
of liquid assets and the sharp re- 
duction of income inequalities during 
the war made it possible for every 
consumer to be a king. Thus, we 
have witnessed the growth of “stand 
ard package” living in suburbia, with 
a house, car and the usual assort- 
ment of household equipment, 


Disillusionment 


And then came disillusionment. In 
spite of steady upgrading, the auto 
mobile suddenly ceased to be a sym 
bol of status. People who apparently 
ranked far lower in the social scale 
than you were driving bigger and 
newer cars. More recently, small 
foreign cars and pleasure boats have 
atforded a temporary lead, but in 
both cases, the advancing mass mar 
ket soon wiped out most distinctions 
as to status and prestige. Psveho 
logically, the need to gain. status 
will remain one of the powerful 
forces shaping human behavior. But 
people now appear to he seeking 


prestige fulfillment in directions 
other than through ownership of 
physical property. Such things as 


foreign travel, self-improvement and 


creative expression, as well as own 


ership of common stock or other 
securities are felt to assure some dis- 
tinction and higher status for the 
participants. 

k-ven if there is some doubt about 
the decline of the product economy, 
there can be none about the rise of 
the service economy. The evidence 
is clear in many fields. This trend 
is in direct response to the desire 
for greater convenience at all levels 
of human experience. Farmers  to- 
day, for example, want to wear white 
shirts and assume a managerial role 
in society. To meet this need, farm 
service companies have mushroomed 
in all parts of the country. They 
plow and harrow the fields, spread 
lime and fertilizer, pick the fruit, 
and often manage the total farm 
operations. 


Service Contracts 


\t the level of the family house 
hold, we are all familiar with the 
increasing “built-in) maid) service” 
provided for the housewife by the 
supermarkets, even to the point of 
supplying barbecued chicken ready 
to serve, Some of the household ap 
pliance companies are beginning to 
provide service contracts which take 
care of all maintenance. And in a 
few cities, service companies are 
setting up complete home mainte- 
nance plans which cover the painting, 
repair, plumbing and even cleaning 
problems of the household. The 
trend toward leasing cars and home 
apphances is growing by leaps and 
bounds. Many of these contracts 
provide for full maintenance includ 
ing gasoline and insurance and for 
replacement with new equipment at 
regular intervals. 

What is the significance of those 
trends? Briefly, believe they indt- 
cate a shift in the concern of people 
With possessions, per se, to a con 
cern with the quality and the con 
venience of the services which can 
be rendered by those possessions 
Or, in terms outlined above, there 
is a deemphasis in the status—pro 
viding qualities of material things, 
and a renewed concern for new and 
better services which can make fam- 
ily lite more pleasant and more con- 
vement, 

The shift from a product to a 
service economy will have tar-reach 


ing effects on the future imsurance 
market 


\ service economy will call 
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for more comprehensive policies in 
response to the felt need for more 
and better protection. 

This basic switch from an exten 
sive to an intensive development of 
the market has several contributing 
causes. For many lines, there is no 
other practical way to expand the 
market substantially. Heretofore, 
premiums in the auto, group life and 
group A & S fields have grown fas 
ter than in other lines largely because 
the share of the potential market 
insured has been increasing steadily. 
We have all been able to grow rap 
idly as a result of the new insurance 
markets opened up by financial re 
sponsibility laws and collective bar 
gaining contracts. But in terms of 
pure numbers, these markets are ap 
proaching saturation. From here on, 
except for natural increase, we will 
have to plow the fields more inten 
sively. 

Fortunately, the trend toward 
more comprehensive coverage is con 
sistent with what people will want 
ina service economy. There will be 
an intensified effort on the part of 
every family to reduce the insecuri 
ties to which it ts exposed. \ddi 
tional insurance will be bought, not 
so much to cover additional posses 
sions, but for greater personal 
security and convenience. With in 
creasing well-being and higher in 
comes, people become more aware 
that they have something to protect, 
and will have the ability to do so. 


Full Protection 

The trend toward more compre- 
hensive policies is being propelled, 
I believe, by still another factor. 
This is the knowledge that some day 
we can achieve full protection for 
the average family. That a man can 
become fully insured is no longer 
a distant mirage, but a fact capable 
of realization. Some timid souls may 
be frightened by such a statement. 
But if we understand what it means, 
it can become a powerful tool in the 
hands of confident management. Up 
to this point, we have been preoceu 
pied with getting at least a minimum 
amount of insurance to as many 
people as possible. 

In this endeavor, the insurance 
business has been supremely success 
ful. No other industry has done a 
job that can compare with it in scope 
But from here on, the dimensions of 
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our responsibilities will change. Our 
assignment now is to help the average 
family do a more comprehensive and 
balanced job of risk management as 
it relates to all the insurable hazards 
it faces over its life cvele. This is 
not so difficult as it might appear at 
first glance. In many lines,—notably 
fire and auto—the major uncertain 
ties have been met. Those that re- 
main are of reduced urgency, 


Our major preoccupation with 
under-insurance should be concen- 
trated in the field of health insurance. 
This is also the area which offers 
the greatest potential future market. 
The public has clearly accepted the 
social need for prepaid medical care 
because more than 70% of the popu- 
lation have “some form of health 
insurance.” 
ous problems relating to health in- 


Howe ver, several seri 


surance are still facing the insurance 
industry : 


ness take a nose dive after a dis- 


astrous fire? 


More and more businessmen are 
shedding this worry with the help 
of Atlantic Earnings Insurance. 
While the damaged premises are 
being rebuilt. adequate Earnings 
Insurance will absorb the financial 
shock of the foreed inactivity and 
leave vour energies free for a flour- 


ishing fresh start. It will keep your 


ATLANTIC MUTUAL 


THE BUSINESS REMAINED SOLVENT 


Would the earnings of your busi- 


Business Established 1842 


| THE ATLANTIC COMPANIES 


INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


P.O. Box 6, Wall Street Station -« New York 5 
25 Offices from Coast to Coast 


| Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


business in the same shape finan- 
cially as if there had been no fire. 


Property insurance alone is not 
enough beeause loss of earnings 
often is greater than loss of prop- 
erty. Cover your risk completely. 
Get in touch with your indepen- 
dent insurance agent or broker. 
Have him arrange Atlantic Earn- 
ings Insurance to fit your special 
needs. Disaster could strike while 
vou hesitate. 


This advertisement appears in the Country's leading newspapers 
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a. Depth of Protection 

It is acknowledged that only about 
35% of “insurable” medical care 
costs are now being compensated by 
insurance. This percentage must be 
doubled, at least. 

b. Assured Continuity of Coverage 
The need to reduce the uncertainties 
of ill health requires that insurers 
assure a high degree of continuity 
in their coverages, especially in their 
individual A & S policies. 

c. Unprotected Segments of — the 
Population 

The insurance industry must develop 
more etfective medical care programs 
to cover the aged, the low-income, 
and the unemploved. Other institu- 
tions are seeking better answers. 
The American Hospital \ssociation, 
for example, was recently asked to 
subseribe to the formation of an 
“American Blue Cross” capable of 
protecting such groups, perhaps with 
contributions from public authorities 


Health Insurance 


Health insurance will present 
knotty problems for tomorrow's in- 
While 
there is considerable evidence that 
people are willing to pay for ade- 
quate protection against the current 
costs of medical care, the job of keep- 


surers in other respects. 


ing those costs under control will 
require new programs and more in- 
tensive study on the part of insurers. 
We know that medical care is a 
flexible concept that tends to expand 
to the limits of available facilities 
and ability to pay. Some curbs will 
have to be set on utilization and com- 
pensation scales. 

In the same way, reasonable limits 
will have to be set on “equity” or 
“experience rating” insurance plans. 
(therwise, some classes of people 
will be priced out of the market, and 
we will begin to feel increased pres- 
sures for a government program 
based less on individual equity than 
on social necessity. 

The propensity to inflate medical 
care costs, which seems inherent in 
prepayment, will have to be coun- 
tered by a broader use of generally 
recognized fee schedules, such as are 
being developed by medical societies, 
and by self-discipline by the pro- 
viders of medical and hospital serv- 
ices) with regard to utilization of 
their services. The new health in 
surance program for five and a half 
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million Federal employees and their 


dependents will present a significant 
demonstration. | predict that the 
system,—whether it be commercial 
insurance, the Blues, or “independ- 
ent’ plans—which best controls 
costs while providing broad protec 
tion, will longest survive. 

Cost control cannot work in a 
blind manner, however, particularly 
as it relates to preventive medicine 
I:xpenses incurred to prevent seri 
ous illness will have to be recognized 
as economically, as well as socially, 
desirable, despite the need to held 
premiums down and the attractive- 
ness of deductibles to avoid 
claims. 


small 


Coordination of Interests 


As we see the situation, the bie 
gest pre blem is that of achieving co 
ordination between the interests of 
consumers, insurers and the provid 
ers of medical and hospital services. 
Such coordination can come about 
only by a great improvement in 
mutual understanding of the needs 
and resources of each of these inter- 
ests. 

Health insurance premiums. will 
increase in the future at a 
faster rate than incomes. In 


much 
1957. 
gross health insurance premiums 
were about $7 billion, or 2.30%. of 
disposable income. By 1965, we ex 
pect this figure to climb to $13.6 
billion and by 1970 to $20.6 billion, 
or 3.3% of disposable income. 
Presently, health imsurance pre 
miums account for less than 30% of 
all private insurance premiums in 
the personal lines area. Br 1970, 
they will account for about 35% 


Increased Costs 


It is interesting, | think, to look 
at the factors responsible for the pro 
jected increase to 1970. Increased 
population will account for about 
17% of the rise, the increased share 
of the population covered, 6%, 
whereas increased rates arising from 
more complete coverage and higher 
We expect medical 
costs to continue to rise as new tech 


prices, 77%. 


niques for dealing with currently in 
tractable illnesses are discovered, the 
range of services broadened, and as 
medical cost elements come into line 
with the rest of the economy (e.g 
nurses’ and 


hospital attendants’ 
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VW 


One ofa series of qreat » itual efforts 


( Northwestern, 
that is) 


IT’S MUTUA 


The merry men of Robin Hood—Friar Tuck, Little John, 
Allen-a-Dale and the others—toppled a tyrant by mutual 


effort and the lesson became a legend. It still works. With 
Northwestern, you compete with added advantages—the 
modern protection and established savings of a strong mutual, 
the good service and good name 
of your own local agency. You'll 
find clients welcome it, and 

the feeling's mutual. 


An agency 
agreement with 
Northwestern 


is a feather in 


ORTHWESTERN 


your cap, 
MUTUAL INSURANCE COMPANY . 
Write today. 


Chicago Columbus 
Oklahoma City 
Spokane St 


Dallas « 
Phoenix 
Louis ¢ 


Denver Houston © Los Angeles 
Portland Raleigh Salt Lake City 
Canada: Vancouver Calgary 


Missoula © Chatham, NJ 
Sen Diego © San Francisco 
Edmonton Saskatoon Winnipeg 


wages). Higher income per worker 


. 
life: he may die too soon, or he may 
will be the principal 


live too long. Life pro 
tects him against premature death; 


factor 
premiums covering wage loss due 
to disability 

let us talk briefly 
surance. As | see tt, 
surance needs of the 


Taising Msurance 


annuities against economic death, or 


about life im the risk of outliving his income. 

We that 
effective substitute for life insurance 
all-lines as protection 


death 


tomorrow's 1n 


know there can be no 


\merican fam 
ily will be met through 


against premature 


insurance program Unfortunately, on the annuity 


sold on ; AT 


\nd lite will 


be an integral part of that program 


count basis imsurance side, the life insurance companies 


have increasing difficulty in meeting 
We are told that every person faces pension needs in an era of rising 


two bast concerning Continued on the r 


contingencies 
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1959 dollar has shrunk to less than 
half its 1939 value, and is searcely 
price Obsolete insurance invest two-thirds its 1946 vakie. Inflation 
ment laws have hobbled our chances is an irrefutable fact. We 
of competing successfully with 
trusteed pension funds in a_ field 


suggest, 


therefore, that the insurance industry 
join together to support the principle 
of investing a portion of the funds 
deposited under annuity or pension 


where insurance companies right- 


fully belong. The trusts enjoy de- 


cisive tax and investment advant 


plan contracts in common. stocks. 
ages We further urge that the various 
We cannot remain complacent in 


companies and ageney groups rec 
the face of persistent long-term in oncile their different 
Hlationary trends. The value of the 


approaches 
with a view toward drafting a model 


MOBILE HOMES are big business 


One out of every twenty homes 


sold is a mobile home! You 


can get your share of this 


growing market by representing 


Minnehoma Insurance Company — 


specialists in complete coverage 


for mobile homes. Other lines 


available in the states of 


Texas, Oklahoma and Georgia. 


Increase Your Potential by contacting 


MINNEHOMA insuRANCE COMPANY 


TULSA OKLAHOMA 


Ill which the industry can support 
in the various states. 

The emergence of a. service-ori 
ented economy will have its greatest 
effect on automobile and property 
fire insurance. We look forward to 
a noticeable slowing down the 
rate Of growth. Whereas premiums 
were about S8& billion in these two 
lines in 1958, they may reach $10.5 
billion by 1965 and $13.2 billion by 
1970. As a percentage of disposable 
income, these premiums accounted 
for 2.0% in 1958. By 1965, they 
will be about 3.3% of total income, 
and will not be much above. that 
figure by 1970, 

The share of motor vehicles cov- 
ered will probably not increase much 
in the future, but) premium rates 
will. We expect, however, that rates 
will not rise so rapidly (relative to 
other prices) as the postwar 
period. After the war, the stock of 
motor vehicles increased very 
sharply, much faster than society's 
ability to deal with the growing high 
way accident problem. In the future, 
we can expect a slightly better bal 
ance between the increase in the 
number of vehicles and our control 
over the density problem. Nonethe 
less, it appears that premium rates 
will be a major factor explaining 
higher automobile premium pay 
ments 


Government Programs 


Within the framework of our ac 
cepted political philosophy, we ex 
pect that) governmental programs 
will continue to provide a relative 
floor of protection in the area of 
social insurance. | am not prophesvy- 
ing any radical changes in Federal 
programs. Social insurance pre- 
miums will increase about as fast 
as voluntary private insurance pay- 
ments. | do expect that as the levels 
of income rise, minimum programs 
will be provided for certain groups 
who have little opportunity to secure 
such protection with their own re- 
sources. 

In the case of Social Security, 
specifically, anticipate no major 
changes that would affect costs or 
benetits except for a broadening of 
provision for permanent total dis 
abilitv. As a separate program, Con- 
gress will probably decide next year 
whether to add medical care benefits 
for those over 65 who are eligible 
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for O.A.S.1. benetits, 
Forand bill. expect 


no lowering of the retirement age, no 


the so-called 
Otherwise, we 
significant changes im coverage, and 
little further tinkering with the in 
test of retirement. Benefit 
levels are likely to move up, but 
closely in line with incomes, so that 
the relationship of benetits to pay 
rolls: will) be 


come 


unchanged. The net 
effect of these changes is likely to 
broaden the future markets for vol- 
untary private insurance, in the same 
way that the original passage of the 
Social Security \ct 
markets. 


increased our 


Trends in Group Insurance 


Group buying of life, A & S, and 
pension plans has proceeded at a 
much faster rate than purchases of 
individual policies. The future is 
likely to see a continuation of this 
trend. In most cases, salary deduc 
tion facilities provide a built-in pay 
ment plan on a pay-as-you-go basis 
The group 
scope for astute package program 
ming and allow substantial cost sav 


techniques also give 


ings to the insureds. 

The group 
insurance 1s whether property-habil 
itv plans will be made available 
generally for emplovees and associa 
tion 


next big issue in 


members Some emplovers 
seem to feel that a minimum group 
property plan will provide a base 
upon which the individual can build 
a more adequate program with sup 
plementary individual policies, just 
as he does in life insurance. True 
group principles as we understand 
them probably cannot be applied in 
the property-hability field. The ex 
posures of individuals vary widely, 
and the underwriting problems are 
serious. However, it is equally clear 
that there are fundamental economies 
in’ merchandising and 
policies on a mass basis. 

Kimplovers 


processing 
are sponsoring or 
condoning a avalanche ot 
property-lability insurance plans for 
their employees. Most of these plans 


growing 


are operating strict conformity 
with the rating laws and regulations 
of the respective states. | hope that 
in the best interests of the insurance 
business such plans will have an op 
portunity to be tried in the market 
place. If any segment of the industry 
tries to secure class legislation bar 
ring such experiments which may be 
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NORTH AMERICAN 


REINSURANCE 


Fire * Casualty * Surety 


NORTH AMERICAN REINSURANCE CORPORATION 


161 East Forty-Second Street New York 17, N.Y. 


in the polievholders’ interests, it will 
work against the long-term welfare 
of every one of us. In general, these 
plans are providing greater conven 
lence and the 


insureds. (ne can argue cogently, 


ease of payment to 
I beheve, that property-lability in 


surance on a mass-coverage basis 
will form an integral part of the all 
lines group insurance pattern of 
Such group plans may 
well provide the basic family cov 


erages in all 


tomorrow 


major lines, whereas 


the comprehensive individual poh 
cies will be used to build additional 
protection accordance with the 
varving circumstances and prefer 
ences of the insureds 
Conclusion 

I have already said that, in my 
view, tomorrow's family insurance 
needs can be met most effectively 
through an all-lines insurance pro 
gram sold on an account basis. It ts 


may see 


a trend which some day 


ea ex? paade 
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those needs covered by an ommibus 
policy contract plus group  certifi- 
cates. Our job in the imsurance 1n- 
dustry is to design more and better 
comprehensive policies and to test 
them in the market. Undoubtedly, 
this process of trial and error wall 
reveal many problems, but [ am sure 
that it will bring real benefits to both 
policvholders and insurers. 


Tomorrow's Challenge 


It is natural for insurance people 


to be cautious, to be skeptical, to 
weigh the risks; we have been doing 
that for a \nd also, we 
have been advancing for a century 
\merican 
people. | have every contidence that 


century 
to meet the needs of the 
we shall move forward to meet them 


The 


has seen all 


in tomorrow's market 
\rnold 
history as challenge and response : 
the challenge to be the 


Increased 


histo 
rian, Povnbec 
overcome 
response, to overcome tt 


competition will be tomorrow's great 


challenge. How each meets that 
challenge will determine in’ large 
measure whether he moves ahead 


rapidly in the vears to come 


AUTO PROGRAM IN 
MICHIGAN 


THE NEW PACKAGE automobile pol- 


icy and safe driver rating plan 
developed by the National Bureau 
of Casualty and the 
National Automobile Underwriters 


\ssociation were approved in Michi 


Underwriters 


gan effective October 1. Previously 


the policy had been approved in 
lowa, Missouri, Nebraska and Penn- 
svlvania and the safe driver plan 
in those states and California. 


FARM INSURANCE SURVEY 


\ stupy or factors relating to farm 
insurance coverage sponsored by the 
National Association of Mutual In 
surance Companies has just been 
completed by the Agricultural [co 
nomics Department of Purdue Um 
versity. total of farm 
owner-operators in ten counties 
central Indiana 
All carried some insurance on farm 
buildings, 


were interviewed, 


Insured 
household contents, and a small per 


most of them 


centage carried no msurance on other 
personal property. The ratio of in 


surance to property value varied 
widely. Average value of buildings 
was $20,220, insured for $14,490, 
Average value of personal property 
was found to be $17,790 and was 
insured for $10,060. About 
farmer in three had no protection 


one 


against hability arising in connection 
with operation of his farm and home. 

Three-fourths of the farmers inter- 
viewed did not know about deducti- 
Most 
of them purchased all their property 
insurance from 


bie farm windstorm insurance. 
one company, 
Kighty-eight per cent have been with 
their present company for more than 
5 years, 70% for more than 10 years, 
and 41% had been with their com- 
pany for more than 20 years, 


BOATING ACCIDENTS 


The SERIOUS increase In boating ac- 
cidents may result in laws requiring 
financial responsibility of boat oper- 
that 
motorists. Governor Meyner of New 
Jersey has stated that while such a 
step is not vet necessary in his state, 
the 


ators similar to required of 


it mav become so it situation 


worsens. 


fields: 


Ready for Immediate Delivery 


THE BUSY EXECUTIVE'S GUIDE .. . A complete statistical history 
of fire and casualty insurance, covering all stock companies and those 
mutuals writing 75% of all mutual business. Through tables and graphs 
it permits an instant grasp of trends over the past 50 years. Its format 


permits types of comparisons never before possible in the following 


1. Fire & Casualty Business 
2. Stock Companies 

3. Mutual Companies 

4. Lloyds & Reciprocals 


1959 EDITION OF 


AGGREGATES AND AVERAGES 


ORDER FROM: ALFRED M. BEST CO. INC. 
75 FULTON ST. NEW YORK 38, N.Y. 


$15.00 PER COPY 
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underwriting 


the commercial risk 


HOWARD F. RUSSELL 
General Manager 
Improved Risk Mutuals 
White Plains, N. Y. 


E HAVE FOUND that in order 
W.. earn the minimum dividend 
our member companies desire to 
pay, we must operate under a com 
bination of selective underwriting 
and competent tire protection en 
gineering. From our experience, the 
two are essential, One supports the 
other. Take one away and the other 
would lose much of its effectiveness 
Perhaps I might remark that when 
you provide both, vou also provide 
beautiful 
buek-passing. 


some opportunities — for 


Even so, our. en 
gineers and underwriters get along 
splendidly together and make a 
really effective team. | would not 


want to do without either. 


Establish Fundamentals 


It so happens that | am a fire 
protection engineer both by training 
and by choice. Such being the case, 
I cannot read a fire report without 
wondering what would have been 
necessary to have prevented or to 
have limited that particular fire. By 
practicing such inquisitiveness over 
the vears, we have established some 
fundamentals which we endeavor to 
Notice 
“endeavor to 
Unfortunately, we 


times forget what we know and then 


follow in our underwriting. 
that I use the words, 
follow.” some- 


we take a loss that seems unneces- 


sary. 

These fundamentals which we 
have more or less established are 
neither new nor original with us. 


Therefore, in 
to you we 


passing them along 
cannot charge for our 
We 
can only hope that they will work 
for you as well or even better than 


services or for our experience 


they have worked for iis 
First, let us start off with a few 

basic facts 

there 


According to the NFPA, 


700,000 


were some hostile 
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property damage exceeded one bil- 
lion dollars. 


fires in buildings vear 


No one can estimate 
the cost of the intangible losses and 
the heartaches that resulted. Over 
11,000 people lost their lives be 
cause of fires 

Among the 700,000 fires that oc 
curred, there were some 71,000 in 
the mercantile class, slightly over 
10% of the total. That is the class 
the agents want to write at a profit 
Records regarding property damage 
in the mercantile class apparently 
were 


designed to confuse 


people 
rather than to provide useful infor 
mation, so Tam unable to give vou 
an accurate idea of the total prop 
erty damage. However, our claim 
department estimates the loss ratio 
country-wide was probably the 
neighborhood of 

Now let us look at the 
fundamentals that) may help make 
our underwriting a 
the this 


these fundamentals 


some of 


success. If, in 
paper, | 


seen) 


process ot make 
unneces 
sarily simple and trite, then | would 
that 
the application of them and the de 


caution vou when it comes to 
cision to approve one risk and de 
cline another, then the process ts not 


quite so simple as it first appears 


Secure Reports 


Most tires are the result of human 


carelessness or ignorance. There 


fore, know whom vou are insuring 
Your companies have engineers and 
Probably find 


that the same owners who produce 


Inspectors. you will 
a bad loss ratio in casualty lines will 
prove to be unsatisfactory fire risks 
By the same token, an owner who 
hazards 


about casualty 


W il] probably he 


Is. careful 
interested in. tire 
prevention and should prove to be 
risk 


an acceptable tire 
do not 


However, 


rely entirely on vour own 


reports sucl 
Dun & and 
investigators. Learn to un 


them and 


men. Secure as those 


made by Bradstreet 
other 
nM use 


derstand make 


of them. Secure intor- 
mation you can about your prospect 


or pohevholder 


any other 
By so you 
may avoid a bad loss, 

While we are on the subject. of 
knowing the owner, let me caution 
vou over-contidence. | tell 
our underwriters to remember that 
We are Justa bunch of country boys 


against 


and that there are some city slickers 


who are a whole lot smarter than 


we are. Over the vears we have de- 
veloped where 
liable to be 
found, so when we are offered a line 
that seems to have certain charac 
teristics, we just run for the hills 
It mav seem a little cowardly, but 


some ideas as to 


such characters are 


it surely saves a lot of money. 


Check Housekeeping 


\void borderline 
risk. It is not too much to say that 
the “fair” 


accepting the 


risk eats up more than 
its share of the premiums in the 
class. It is unnecessary to tell you 
not to touch the “poor” risk, 
will do that automatically 
vou nught be tempted to write a 


“fair” risk 


you 
However, 
hecause the juicy pre 
nuum looks interesting, particularly 
to vour producers. You will) be 
lucky if vou can make a success of 
risks 
able to do so 


writing “fair” We have not 


been Hlow do you 


tell a “fair” risk from a good one? 
(one look at the 


Not in the showroom 


wav will be to 
housekeeping 
windows nor down the center aisle 

but mm the basement and in all of 


the out-of-way Those 


places are 
the locations where the fires start. 
Those are the that tell 


the character of the owner. 


locations 
Those 
are the locations where the rubbish 
is thrown and where the employees 
steal smokes. In this connection, itt 
that 
one of the best fire prevention de- 


Is not an exaggeration to say 


vices ever invented 1s a broom. In 
many cases vou can almost do your 
underwriting by observing how reg- 
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YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 


FIDELITY-PHENIX INSURANCE COMPANY.........cccccccccccccccces Est. 1874 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 1855 
NIAGARA FIRE INSURANCE COMPANY..........cccccccccccccccccees Est. 1850 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY................4. Est. 1866 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J....... Est. 1909 
MILWAUKEE INSURANCE COMPANY......... Est. 1852 
ROYAL GENERAL INSURANCE COMPANY OF CANADA.............. Est. 1906 
THE YORKSHIRE INSURANCE COMPANY OF NEW YORK.......... Est. 1926 
SEABOARD FIRE & MARINE INSURANCE COMPANY. ..............Est. 1929 
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Commercial Risk—from page 9! 
ularly and thoroughly the owner 
uses a broom 

Bear in mind that there are three 
elements that are necessary in order 
to have a fire,—fuel, oxvgen and a 
source of heat Phe risks that you 
will be called upon to underwrite 
probably will have all of these three 
elements present in various degrees. 
The success of your underwriting 
will rest largely upon your ability 


to estimate the degree with which 
each element is present, the ease 
with which it can make its contribu- 
tion to the fire and the relation of 
that element to the other two. You 
will also be called upon to estimate 
the relative scarcity of any element 
because you undoubtedly appreciate 
that without one of the three ele- 
ments present, there can be no fire. 
You would have little hesitancy in 
accepting a fire resistive warehouse 
full of galvanized nails in open steel 


tions in the U. 


your inquiry. 


75 Fulton Street, 


Critical Comments. . . Ratings. . . Facts. . . Analyses 


Fire and Casualty 
Insurance Reporting 


Meaningful insight . . . facts, critical comments and ratings 
covering the financial condition, management and opera- 
tions of all FIRE and CASUALTY INSURANCE institu- 


S. and All important Canadian Companies. 


Individual Company listings completely cover latest financial 
statements, investment exhibits, stockholders gains, profit 
and loss exhibit, summary of stocks and bonds owned, 
dividends paid, and many others. Each company is assigned 
policy holder's and financial ratings, and is completely 
analyzed and carefully considered comments are made. 


Coverage of the operations includes company’s yearly operating 
results for the past five years. The FIRE AND CASUALTY 
INSURANCE REPORTS also contain the history, manage- 
ment, reputation. officers, directors and other valuable in- 
formation on each company . . 


scription ALFRED M. BEST COMPANY, INC. offers you: 


Unlimited privilege of inquiry entitles subscribers to facilities 
of an extensive library of confidential files, plus highly 
integrated research facilities and the coordinated skills of 
a staff of experts. Authoritative special reports and confi- 
dential letters are sent out in direct answer to inquiries on 
listed and unlisted companies. Indexing facilities insure 
automatic forwarding of additional information related to 


®@ Complete MONTHLY coverage of the insurance field with a 
one year subscription to BEST'S INSURANCE NEWS. 


@ Complete WEEKLY coverage of the latest fire and casualty 
news with a one year subscription to BEST’S WEEKLY NEWS DIGEST. 


ORDER NOW! 


ALFRED M. BEST COMPANY, INC. 


Service 
Price $90.00 


. and included in your sub- 


New York 38, N. Y. 
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bins. In contrast, you would be 
justified in declining a multi-story 
hollow joisted building, used as a 
department store and where the 
housekeeping was sloppy. In_ the 
case of the warehouse described, 
one of the elements, namely fuel, 
is scarce and a hot fire is unlikely. 
In the case of the department store, 
all elements are present in abund- 
ance and a fire once started will 
probably be a bad one. 

Combustible material burns. The 
more there is of it, the hotter the 
fire. Undoubtedly you know that 
the process of combustion is) such 
that in order to have a fire, you 
must first convert the material or 
liquid into gas and then it is the 
gas which burns, not the material 
itself. The point am trying to 
make 1s that the ease with which a 
material is converted into gas often 
determines the probability of a bad 
fire. Contrasting examples are ex- 
celsior telephone poles. Both 
are wood, vet if a large pile of ex- 
celsior is ignited and a little wind 
is blowing, you cannot run as fast 
as the fire will spread. In contrast, 
it will take you many minutes with 
a blow torch to set a telephone pole 
on fire. Therefore, when doing your 
underwriting, it might be a good 
idea to reflect upon the resemblance 
of your risk to excelsior or to tele- 
phone poles. 


Cut Off Openings 


Heat goes up and water comes 
down, Sounds almost like kinder- 
garten stuff, doesn’t it? But they 
are two extremely important points 
to remember in vour underwriting, 
particularly where vour liability will 
often be in) multistory buildings. 
It seems as though fires prefer to 
start in the basement then 
spread up and mushroom out on the 
floors above. In contrast, water 
thrown at a fire on an upper floor 
seems to take great delight in soak- 
ing everything below. Therefore, 
it is important that all vertical open- 
ings building such stairs, 
elevators and shafts be cut off at 
each floor level. Unfortunately, 
many owners use their basements 
for stock receiving and shipping pur- 
poses. Sometimes the upper floors 
are used for furniture upholstering 
or for one of the more hazardous 
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Where 
basements and upper tloors are used 
for the purposes described, and 
where vou have valuable stock on 
the floors in between, you are sub- 
jected to a higher probability of a 


operations of the business. 


large loss than if the occupancy were 
arranged differently 


Permit Smoking 


Smoking is one of the more com- 
Human nature 
being what it is, smoking cannot 
be eliminated. Any owner who tells 
you he has no smoking on his prem- 
ises is kidding only himself. Usually 
the hazard can be kept within rea 
sonable control by providing con 


mon causes of fire. 


vement and safe areas where smok- 
ing is pernutted and where rest 
periods are provided for such a 
purpose. It has been our experience 
that most of the 


money spent on 
“No Smoking” signs largely 


wasted unless designated smoking 
areas are provided and opportunity 
is allowed for such relaxation. In 
most cases we recommend you at- 
tempt to control smoking, but do 
not try to eliminate it entirely from 
the property, 

Electrical abuses are a_ prolitic 
source of fire. Because electricity 
is so common and so many apph 
ances and devices are in use, nearly 
takes that 
ergy for granted. Notice that I use 
the word “abuses.” 


everyone source oft en 
For some vears 
now we, in IRM, have given up the 
term “electrical and 
“electrical abuses” be 
latter 1s 
descriptive oft the 


defects” now 
use the term 
much 


than the 


cause the more 
facts 
former. altogether too many 
cases, owners often add extra lights 
or devices to circuits not designed 


load. When the 
blows, they install a fuse of higher 


for such a fuse 
amperage rating or else they bridge 
the fuse with a penny or a_ piece 
of metal. It to tell 
vou folks that a fuse is a safety 
device, purposely installed in a cir 
cuit to prevent the effects of over 
loading. When the fuse is bridged 
or a fuse of higher rating 1s substi- 
tuted, the process can be likened to 
tving down the safety valve on a 
steam boiler. 


Is unnecessary 


We have some dem 
onstration apparatus set up to tram 
our Engineers and 
“visiting firemen.” 


also to show 


The demonstra- 
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“LET’S TALK ABOUT COVERAGE” 


In a recent survey of producer attitudes toward the insurance 


business, 97°% rated most highly the company’s “INTERPRETATION 
OF COVERAGE IN CLAIM ADJUSTMENT". 
That's exactly where THE BUFFALO PLAN offers you distinct 


advantages. 


Every questionable claim is reviewed by a COVERAGE COMMITTEE 
consisting of General Claims Manager, Agency Superintendent and the 
underwriting executives concerned. They can best interpret the intent of 
the contract and never is your assured at the mercy of one individual. 


Here is but one phase of a plan to implement the professional 


talent and underwriting judgment of the local 
independent Agent. This is part of a program to 
strengthen the American Agency System. 

Mail the coupon for complete details of 


“THE BUFFALO PLAN”. 


BUFFALO INSURANCE COMPANY 
220 Delaware Avenue, Buffaio 2, New York 


Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N.Y. 
I'm interested in providing better coverages and improved services. 
‘ Please send, without obligation, a copy of “The High Road” which 
explains “THE BUFFALO PLAN” 


Name 
Street 


tion is quite spectacular and when 


the observer gets over his fright, 
his usual remark is, “I’m going 


home and check all my fuses.” 

Of course, over-fusing is just one 
of the many methods by which elec 
trical 
wiring 1s 


circuits are abused. Sloppy 

We have had 
some unfortunate experiences where 
installed 
above false ceilings and in partitions 


another 


wiring was very poorly 


If vou 


The results were inevitable 


Agency 


City, Zone, State a? 


are wondering why the LEngineers 
did not discover 


have 


the defect, then vou 


only to remember that an 
owner objects to having his building 
torn apart in order to examine the 
hidden wiring 

Study the tire 


the city 


record ot the class, 


and the state. Here, there 


is no substitute for good judgment 


and experience Unfortunately 


many records are not. sufficiently 
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SUDDENLY! 


PEOPLE WITH HISTORIES OF 


T.B. 


NEW 


HEART 
TROUBLE 


MARKET 


OTHER SERIOUS 


CONDITIONS 


who previously have been 
considered UNINSURABLE may now qualify for 


MUTUAL of OMAHA’S 


NEW SELECT SECURITY 


Think of the people formerly ineligible who now can 
be insured. Consider them as a group and you realize 
suddenly there’s a vast new market available to 
Mutual of Omaha representatives. 
The Select Security Policy provides coverage for loss 
of income and hospitalization. It includes many key 
features which make it the ideal protection plan. 
Among them: 

© Renewal Safeguard on Hospital and Income 
protection plans 
No reduction in benefits for sickness which 
formerly classified a policyowner as 
substandard 
Miscellaneous benefits available for all sick- 
nesses or accidents covered in the policy 


OF OMAHA 


Yes, the Select Security Policy is a great protection 
plan. And it’s just one of the many great protection 
plans offered by Mutual of Omaha. It seems that 
whenever you stop and reflect on “who's showing the 
way”... “who's pioneering the important advances” 
... the answer is Mutual of Omaha. 


So why don’t you see how you can become a mem- 
ber of the Mutual of Omaha career sales team. For 
details write Howard Dewey, Mutual of Omaha, 
Omaha, Nebraska. 


MUTUAL BENEFIT HEALTH 
& ACCIDENT ASSOCIATION 


HOME OFFICE 


OMAHA NEBRASKA 


V. J. SKUTT, President 


ay. 
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Why Major Medical Expense Insurance? 


CHARLES E. RAY 
Vice President 
Associates Life Insurance Group 


ris a bit surprising to me that an 
Dindividea who has been associated 
with accident and sickness insurance 
for thirty vears and who has com- 
pletely accepted the principle that 
disability insurance is primary in- 
surance and who has been one of 
the evangelists of this concept would 
ever arrive at the point of even 
questioning the axiom that disability 
insurance is primary insurance ; but 
the developments in the past few 
years, resulting in a jet propelled 
boost in the medical care 
have caused me to step backwards 
and take another look. 


cost ot 


Why Cost Is Increasing? 


First, the inflationary spiral which 
has affected everything has had its 
Secondly, the increased 
quality of medical care available has 
had its effects. These two things are 
the dominant factors in the increased 
cost of medical care although there 
are a few other minor contributing 
items, 


effects. 


The cost of being sick today is an 
item which the average individual 
is no longer able to pay out of in- 
so the individual must pro- 
tect himself with some form of medi- 
cal care insurance because without 


come 


it he faces substantial expense for a 
normal sickness and a serious illness 
can ruin him financially, 

A Federal survey revealed that in 
one year alone one million families 
had medical bills which equaled more 
than one-half their annual income. 
Over tive hundred thousand of these 
had medical expenses that exceeded 
their annual income. 

Does an ordinary hospital-medi- 
cal-surgical expense policy do the 
job? The answer is “Yes” only if 
it is something simple and common 


For October, 1959 


such as an appendectomy or tonsil- 
lectomy or perhaps the birth of a 
child. A will leave 


many, many items of expense and 


serious illness 


dollars worth of expenses to be as 
sumed by the individual. 

Briefly looking back at the rising 
medical find that 
hospital charges have been those 


cost of care, we 
things which have jumped ahead of 
others. What the hospital would 
have charged $200 for in 1940 for 
the room and ancillary services, this 
same will now 
cost the individual approximately 
$510. 


room services 
Ancillary services often ex 
ceed the room charge. A surgical 
procedure for which a surgeon would 
have charged $200 in 1940 will be 
at least $300 now with perhaps an 
additional charge for a_ specialist 
who is a consultant for diagnostic 
purposes. Excluding the many new 
nuracle drugs developed, the ordi- 
nary things which we have been 
using for years have increased sub- 
stantially in cost and the new mira 
cle drugs put an additional burden 
on the individual for medical care. 


Another substantial item is the fees 


of a professional anesthetist. Most 
surgeons today insist upon a pro 
fessional anesthetist and their fees 
are substantially more than those 


of a hospital staff 
a substantial increase in the cost of 


Lhere has been 


private duty nursing care. | 
know what it city, 
but in Indianapolis it is currently 
$2 per hour 


don't 
is here vour 


Other important items 
adding to the cost of being sick today 
include the purchase or rental of 
special equipment, ambulance serv 
ices and the always dependable fam 
ily physician. 

Our insurance industry, realizing 
a hospital-surgical policy even with 
the higher limits was fast becoming 
inadequate and leaving for the in 
dividuals encountering serious sick 
nesses an enormous gap between the 
dollars the dollars 
expended, in order to meet the situa 


recovered and 
tion, catastrophe or major medical 


imsurance was first experimented 
with ona group basis. Shortly there 
after numerous started 
marketing an individual major medi 


cal expense coverage and currently 


companies 


MEDICAL EXPENSE EXAMPLE 


Blue Major Medical 
Cross Plus 
Blue *Major His Blue 
Ivpe of Benefit Expenses HisGroup Shield Medical Group Cross 
Hospital 89 Davs at $22 $658.00 $390.00 $604.50 lotal Figures 
Shown 
Hospital Extras 1033.90 200.00 1033.90 $700.00 $1998.40 
2274.68 274.68 
Surgeon (3 Operations 505.00 200.00 200.00 
Nurses 846.00 e500 
Ded 
Anesthetist 160.00 60.00 
Phasiciins 150.00 
Out Patient Hospital Services 
Drugs and Appliances 130.00 
POTALS $3532.90 $790.00 $1998.40 $2274.68 $3064.68 $4273.08 
PATIENET PAYS $2742.90 $1534.50 $1258.22 $468.22 $748 
PROFLE 
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Medical Expense——Continued 


almost every company in the acci- 
dent and sickness field writes some 
form of major medical expense 
coverage. 

The inadequacies of the basic hos- 
pital policy in a case of serious iil- 
ness and a view as to what major 
medical can do in heu of abasic 
plan and what it can do when it is 
super-imposed on top of basic 


plan probably can best be demon- 


strated by the use of a specific ex- 
ample. 

The bills in the following case 
which we will use in this demonstra- 
tion are not picked out of thin air 
but were actually incurred by one of 
my closest friends in the year 1957. 
They will give us a rather interesting 
picture, 

As demonstrated by the foregoing 
example, the epitome of protection 
of course is major medical super- 
imposed upon a basic plan. All of 


Famous in 
Insuranee Cireles 


Wherever insurance men gather the Insurance 
Exchange Building is well known as the great hub of 
midwestern insurance. Logically, therefore, this key 
location deserves the first consideration of firms 
and individuals in insurance and allied lines seeking 


Chicago office space. Your inquiries are invited. 


INSURANCE EXCHANGE BUILDING 


Chicago’s Largest Office Building 
America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 


Management Agent 
175 WEST JACKSON BOULEVARD, CHICAGO 6 
Telephone WAbash 2-0756 


us know from past experience that 
there is a limit on each individual's 
budget as to the amount that can be 
spent for insurance of all forms in- 
cluding insurance for protection for 
disability and medical care expense. 
We run into sales resistance on the 
deductible idea. We likewise run 
into sales resistance on co-insurance, 
Most major medical policies have 
one or both of these features. 

Many people and a few agents 
seem to question the necessity of 
deductibles and co-insurance in med- 
ical expense insurance; but on the 
basis of long company experietice, 
not particularly in major medical 
expeiise coverage but in writing cov- 
erage for expense reimbursement 
leading up to the development of 
major medical expense coverage, 
proves almost conclusively that it is 
wholly impractical to put up a blank 
check for medical expenses. It is 
true that the development of this 
coverage is still in its infancy but 
you may rest assured your industry 
is exploring every possibility of im- 
proving the coverage insofar as is 
reasonably possible and at the same 
time in keeping the rates at a level 
which will enable most people to 
purchase this type of coverage. 


Use of Deductibles 


The deductible principle is some- 
what new to medical care insurance 
and while it is common in automo- 
bile collision insurance and other 
forms of insurance covering material 
losses. I believe that the accident 
and sickness business is the first to 
institute the use of deductibles to 
reduce premium costs. | refer spe- 
cifically to the use of elimination 
periods in disability coverage. Elim- 
ination periods are more desirable 
and more important today than ever 
in the face of the demand by the 
public for long-term disability cov- 
erage. Long-term coverage with high 
benefits necessitate the use of longer 
elimination periods to reduce pre- 
mium costs. We in the field must 
thoroughly understand and accept 
the concept of deductible as it applies 
to medical care coverage and we 
must sell ourselves that this deduc- 
tible principle as applied to major 
medical is the only means by which 
we can provide our chents with last 
dollar and not tirst dollar coverage 
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for comprehensive 


high maximum 
benefit medical care insurance at a 
premium that most can afford to 
pay. We must school ourselves to 
the deductible principal and adopt 
the attitude that we do in selling 
long-term disability coverage and 
accept the concept that long-term 
disability coverage with an elimina- 
tion period is the same principle of 
insurance as is high maximum bene- 
fit major medical with deductible. 
The principle is the same in both, 
and both cover accident and sickness 

the only difference being that in 
disability we pay for time lost and 
with major medical we pay for ex- 
penses incurred. 


Classes of Prospects 


Perhaps we can now discuss 
some ideas which could be helpful 
in selling major medical 
coverage. There are two 
of prospects for major medical cov- 
erage. The first are those who have 
some form of basic hospital-surgical 


expense 
classes 


coverage and very likely need it. 
The second class of prospect is 
those persons in a= salary range 


enabling him to eliminate 
hospital policy. 

As in selling other forms of in- 
surance, it is important that you 
qualify your prospect early and then 
make your presentation accordingly, 

In your presentation of 
medical insurance 
who is 


the basic 


major 
to an individual 
carrying some plan of basic 
hospital-surgical coverage, it must 
be pointed out that major medical 
in addition to offering protection 
for the serious illnesses also compli- 
ments the 
plan in 


basic hospital-surgical 
that it covers numerous 
forms of medical expenses that have 
been mentioned today which are 
not covered under the individual's 
basic plan of hospital-surgical pro- 
tection. In addition to this, a major 
medical policy covers all items that 
abasic hospital-surgical policy 
covers and extends protection after 
the limits of such basic plan have 
been exhausted. 

It should be brought out that 
expenses covered by a major medi- 
cal policy, even though they may 
be compensated for by a basic hos- 
pital-surgical plan, can be credited 
toward the deductible of the 
medical plan. 


major 
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RELIABLE 
INSURANCE 
COMPANY 


of Dayton, Ohio 
Since 1865 


x 


COMPREHENSIVE 
comprehendin 


Members of 


Executive Offices: 901 N.E. Second Avenue 
Miami, Florida 


* 


U.S. Branch 


SWISS 

NATIONAL 
INSURANCE 
COMPANY xz. 


Since 1883 


GROUP 


Proceeding with the presentation, 
you can then demonstrate that a 
major medical coverage super-im- 
posed on top of a basic hospital- 
surgical care coverage 
provide prospect 
prehensive high 
to meet the 
serious illness or 


plan will then 


your with 


com- 
maximum benetits 
staggering cost of a 


accident for him- 


self or the members of his family 
as well as having protection for 
minor hospital surgical ex- 
penses. 


second market 
two concepts 


In working in the 
mentioned, there are 
on which you can proceed. 

Many people who can afford med 
ical expenses up to the deductible 
amount in yout 
medical policy may be 
basic 


company's major 
carrying a 
plan of hospital-medical-surgi 
cal benefits 
set out the limitations of their basic 
plan and to 
that for 


and it is very easy to 


demonstrate to them 


approximately the same 
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Medical Expense—Continued 

premium they are paying for the 
basic plan that they can, providing 
they are willing to accept the de- 
ductible themselves 
and their families with high maxi- 


idea, provide 
mum benefit medical care insurance, 
including many items which are not 
compensable under the basic plan. 

even though the prospect may 
he holding a_ bast hospital policy 
that you have sold, it is your duty 
as a good agent to make such a 
pre sentation, 

There are many in this financial 
bracket just mentioned who are not 
carrying any form of basic cover- 
age and who would not be interested 
in such a plan but are most recep- 
tive to the idea of a high maximum 
benefit coverage afforded under a 
major medical plan to offset the 
effects of a serious accident or sick- 
Ness, 

The prospects m the second cate 
vyoryv are those in the higher income 
bracket 


which automatically puts 


them ina higher tax bracket. [ am 
sure vou are familiar with all the 
tax advantages of all forms ot acci- 
dent and sickness insurance but in 
talking to this type of prospect, tax 
advantages are a must. lor one 
specitic example, if your prospect 
bracket and 
incurs a $3000.00 medical expense 


bill, he has te 


falls in the 3506 tax 


earn approximately 


$4650 to have a net of $3000 to 
pay these expenses. Then he is 
faced with the problem of replacing 
that $4650 which is impossible and 
it can only be charged off as a loss. 

Major medical expense coverage 
is another typical example of our 
American economic system in that 
through small periodical premium 
payments an individual can provide 
himself and his family with protec- 
tion against catastrophic hospital- 
surgical-medical bills. 

Today agents are charged with 
the responsibility of making availa- 
ble to their clientele our companies’ 
major medical program and failure 
to do so may often bring us some 
most embarrassing moments. 


NON-OCCUPATIONAL 
DISABILITY 


Te New york Insurance Depart 
ment has released data on the experi 
ence under the State’s disability ben 
efits law in 1958. The figures per 
tain to the approximately 2,400,000 
employees insured for the minimum 
statutory coverage but do not include 
another = 1,500,000) covered under 
plans which provide benefits in ex 
cess of the minimum, During 1958, 
the frequency of claims, the dura- 
tion of disability, and the cost per 


claim all showed increases. For 


OPTIMISM 


An agent may be a little less informed, or less enthusiastic, 
or less ambitious than he should be--and he can still be suc- 
But without a positive, optimistic attitude, he’s 
doomed to failure in this highly specialized selling field. 
Optimism is the life-blood of every leading insurance agent 
we've ever known. And, quite naturally, we do everything 
possible to keep our agents that way! 


PAN AMERICAN 


par 
vcr * 


cessful. 


‘ire & Casualty 
Company 


FARL W GAMMAGE 


P O BOX 1662 ° 


Insurance 
Company 


T EARNEST GAMMAGE JR 


HOUSTON 1. TEXAS 


each 100 employees insured, 6.65 
received benefits as compared with 
6.5 per 100 during 1957. The aver 
age disability period in 1958 was 
6.54 weeks as against 6.51 weeks in 
the prior year. Benefit payments per 
employee averaged $210.94, an in- 
crease of $13.01 over 1957. More- 
over, 29.3% of the males as com- 
pared with 7.4% of the females 
received the maximum weekly bene- 
fit rate of $45.00. 


ENLARGED BLUE CROSS 
PROPOSED 

JouN MANNIX, executive vice 
president of Blue Cross of Northeast 
Ohio, suggested at the American 
Hospital Association annual meeting 
that a super “Blue Cross” plan be 
formed for coverage of minor and 
major dental, medical, and hospital 
bills for people of all ages. He said 
that if this were not done we shall 
have a governmental health system 
in the United States. 


DIAL-A-CARE 


‘TAFFEL BROS., 


Inc., a sales promo 
tional 


organization, now the 
answer to the oft repeated question, 
“How can I give them the care so 
they last,”—that is, the flowers and 
plants ? 

It is a Dial-a-Care with informa- 
tion compiled by Prof. Paul Krone 
of the Michigan State University. 
Just dial—and you have it! How 
to care for those precious plants 
and flowers. 


SOCIAL SECURITY 
DISABILITY PROGRAM 


A HoUSE Ways and Means subcom- 
mittee headed by Representative 
Harrison (Dem., Va.) has scheduled 
hearings on the administration of 
the Social Security disability. pro- 
gram starting October 21. Among 
other facets of the program, the sub 
committee will consider the adequacy 
and uniformity of standards of dis- 
ability and the competence of those 
who apply them as well as vocational 
rehabilitation and the protection of 
claimants” right of appeal 
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Mr. Za’s answer to direct-writing competition: 
North, south, east or west, MERIT matic is the best! 


And a complete answer it is. MERITmatic is competitively expirations. Decreases overhead, increases income. 
priced. Written with a ball-point pen and delivered on Want to sell instead of bookkeep? Earn instead of juggle 
spot. Automatically renewable and payable semi-annually. papers? Be an Insureman. Sell MERITmatic! Details? 
But it’s still quality protection in a top company, and Just ask us! 


with local agency service. 


MERITmatic not yet available in all states’ Details on request 


Completely in line with Insuremanship*, 
Zurich-American’s concept of modern selling 
...cut out the paper work...get down to the sell. 
MERITmatic bookkeeping is handled by elec- 
tronic brain. Sends notices, pays commissions ZURICH - AMERICAN 


monthly (new and renewal). Agent owns all NSURANCE COMPANIES 


j 
} 
€ 
: 
= 
.. 
| 
2 
we 
q 
ZURICH INSURANCE PANY 
1S MERICAN GUARAN AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURAN F Y (an affiliate 
135 South LaSalle >treet, Cr ago 3 f 
on Kansa ty, Der 1 and, sacra to, San Fra : 
Lo eles. F 


The Old 


unday evening one of the chil- 
Si put a magazine he was read- 
ing under his mother’s nose and said, 
“Study this picture for ten seconds, 
Mom. 


jects 


Then write down all the ob- 


you. can remember whose 


names start with the letter “c.”’ 

Now mother is a very observing 
She can tell you the color 
of flowers in the rug of the home 


person. 


she visited for bridge last week. But 
she didn't do at all well on this test. 


It Tales Time 


We think she hit the reason for it 
when she said, “TL wish you wouldn't 
sneak up on me with a test like that. 
I can’t immediately get with a new 
idea, It the 
picture sharp and clear as to what 


takes me time to get 


is wanted and what | look 


for, 


must 
| have to tune in my mind 

like you do to get a sharp picture 
on the old television set in the play 


from other Fields 


ANTS 


Build-Up 


Mother was asking for the old 
build-up. She wanted to be told, 
first, what she was to be shown later. 
lor mother, like all of us, sees only 
a fraction of what fills her eyes- 
until someone points out what to 
look for. Then she sees exactly what 
she was told to see! 

You know, that is one of the basic 
techniques of selling too, Your pros- 
pect won't grasp the full importance 
of your demonstration—unless you 
tell him the significance of what he 
is going to see, and coach him on 
what to look for, 

Your build-up can be simple, like 
this: 

“Now I’m going to show you what 
happens when you use Simoniz wax 
on your car, The finish on. this 
fender is dull and discolored. Pig- 
ment comes off on your finger when 
you just rub it across the paint. 
After applying Simoniz you will see 
a big difference in the same section 


room.” of fender—like-new color, bright and 
THREE BONUS 
SERVICES 
TO SAVE YOU: 
time 
@ effort 
‘Ad thal he name unphes and money 
MODERN AIDS TO THE EFFICIENT OFFICE 
INFORMATIVE BOOKLETS 
\ DIRECTORY OF OFFICE EQUIPMENT 
See The Office Methods Section of Every Issue of 
Best's Insurance News 
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lustrous, so clean a speck of dust will 
just blow off. Notice too how easy 
it is to apply. I won't be rubbing 


” 


hard. . . 

Your demonstration will certainly 
be a lot more effective when you first 
use this build-up in your presenta- 
tion. The demonstration will have 
more impact, and you will get much 
more interest and understanding 
from your prospect. 


A Summary Is Effective 


After the demonstration, you 
might follow through with a sum- 
mary of the things that were shown. 
The summary will implant the ideas 
strongly in the prospect’s mind and 
give added importance to the sales 
points you want to stress. He heard 
about them, he saw them, he heard 
about them again. 

You can be sure that three impres- 
sions are better than one. 


Visual Aids 


Generally speaking, we have been in 
favor of visual sales presentations 
such as spiral-bound books of card- 
board pages, which allow the pros- 
pect to get the message visually as 
well as by ear. 

Such visual aids keep the presen- 
tation on the track; they indicate 
that the salesman is prepared; that 
his message has the sanction of the 
company. And such a presentation 
leads in logical sequence to the close. 
A visual presentation has long been 
considered a good way to get across 
information quickly, simply and ef- 
ficiently. 


Charts Alone Won't Make Sales 


However, it is the opinion of some 
authorities that the flip chart all by tt- 
self, seldom sells anything to anyone. 
The chart can be detrimental to the 
progress of the sale if it comes be- 
tween the prospect and the salesman 
and prevents direct communication 
between them. Remember, the pros- 
pect can't talk back to a book! 

So, when you use a visual presen- 
tation, don't stand behind the cards, 
Keep your eyes on the 
prospect. .ld lib remarks 
don't restrict yourself to the printed 
material, Give the prospect a chance 
to engage in free conversation by 
asking him a question frequently, 


Continued on page 104 


reading. 
your 
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The Man with the Plan for 1959 will soon 
be named. Who is he? He is a progressive 
Independent Agent representing The Employers’ 
Group of Insurance Companies, one of the few 
nation-wide full line Life and Property carriers. 
How will he be chosen? The 1959 Man with the Plan will be selected from among 
Employers’ Group Agents from coast to coast for his outstanding contribution to the 
Insurance profession and the Independent Agency System. 
Our 1959 Man with the Plan will be privileged to award a $2,000 Educational 
Endowment to any child of his choice. Underwritten by The Employers’ Life, 
the proceeds of the Endowment may be used by the child at age 18 for advanced study 
for a chosen business, skill or profession. 
In partnership with its Agents, The Employers’ Group makes this 
contribution to advanced education. 


nme HmMployers’ Group or insurance companies 


110 MILK STREET 
BOSTON 7 MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. The Employers’ Fire Insurance Co. American Employers’ Insurance Co. The Imsurance Co. of Mass 
The Employers’ Life Insurance Company of America 


Sales Slants—from page 102 

To use a visual in any other way 
often antagonizes a prospect. “I can 
read myself!” he says. It makes him 
feel you are talking down to him, It 
recreates in his mind his days in 
when the teacher 
unimaginatively accompanied the les- 
son on the blackboard with the read- 
ing of a commentary from printed 
cards. 


grammar school 


Because some buyers connect a 
flip chart with high-pressure selling, 


don’t let your visual seem too 


BUSINESSMEN 


LIKE IT 
\ When You 


+ Combine 


INTO THIS 


prestige for yourself when 


the advantages. 


dairies 


more information just write 


HOME OFFICE 
385 Washington St 


St. Pau! 2, Minn 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 


> 


Boston 2, Massachusetts 


The Agency System... An 


“slick.” It won't do the job for you 
if the prospect thinks it artificial or 
overly clever, for the inference he 
gets is that it is not honest. 

So, it is best to use your printed 
material to supplement your per- 
sonal delivery. Before you bring 
out your charts, break the barrier of 
unfamiliarity that exists between you 
and a new prospect by first selling 
yourself as a sincere and likable fel- 
low. 

And, never let the printed material 
build again an impersonal barrier be- 
tween you and the prospect. 


‘SELL MULTIPLE 
COVERAGE—Make 


More Business 
Friends! 


You perform a welcome service to your business clients and build 
you 
combine many policies into one convenient unit. 


suggest Multiple Coverage— 


Every businessman is a prospect, ready to listen when you explain 
Many policies may be included, Automobile, 
Burglary, Plate Glass, Liability, and most Marine Coverages. 
Start today, call on stores, laundries, printers, schools, restaurants, 
there are hundreds of prospects in walking distance. Need 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N.Y. 


PACIFIC DEPARTMENT 
Mills Building 


San Francisvo 6, California 


American Tradition 


Be Honest 


There has never been a salesman 
who has made love to an ugly girl. 

You might look at the object of 
your friend's affections and say she 
has a face that would repel a rooster. 
Sut your friend wouldn't say that 
to her. In his ardor and passion he 
thinks she is pretty! 

And 


on the 


she doesn’t argue with him 
subject either. She doesn’t 
accuse him of being a liar. She 
wants him to believe that she is 
pretty. She wants to hear him say 
it, for she wants to believe it her- 
self. As a good salesman he wants 
to tell her what she wants to hear. 
The salesman this 
great desire to please people over 
into his business dealings. When a 
customer asks if an order can be de- 
livered in thirty days, he says ves 
because—as a salesman—he wants 
the order delivered in thirty days 
The fact that it probably won't be 
delivered in thirty days doesn’t seem 
too important to the salesman. He 
generally doesn’t realize that, if he 
has promised shipment of an order 
in thirty days—and it doesn't arrive 
for sixty days—the customer feels 
the salesman has been dishonest. 


also. carries 


To the salesman business is often 
fun. He likes to be nice to people 
and tell them what they want to 
hear. This is not the attitude of the 
buver, however, To him business is 
no lark. He is responsible for keep- 
ing the pipelines of supplies filled 
and having enough tools on hand to 
get the job done. If he doesn't, he 
loses his job. This is pretty serious 
business-——and definitely no time for 
romance. 

If more salesmen realized the im- 
portance buyers put on honesty, they 
wouldn't treat promises so lightly. 
When it comes to your word on new 
products that are coming, on delivery 
dates, on special discounts, on credit 
terms and on adjustments, it isn't 
important what the buver wants to 
hear—but the facts as they are to- 
day. 

Many a pleasant and glad-hand- 
has light-heartedl\ 
promised himself out of business be- 
cause he failed to realize this fact of 
life 


ing salesman 
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notes 


American Bar Ass'n: Jo/in Wicker, 
(Wicker, Baker & Goodin of Richmond 
Va.) has succeeded Stanle ( Morris of 


Charleston, W. Va. as chairman of the 


Section on Insurance Negligence and 
Compensation Law and Welcome D. Pier 
son of Oklahoma City replaces Mr. Wicket 


as chairman-clect James B 
(Watters & Donovan) was 
chairman and Lowell D. Sn 
eral Lansing B 
Chicago) was re-elected 


Donovan 
elected vice 
vf, (gen 
Warner, Inc., 
secretary 


counsel 


Roth, 
America, was 
man of fidelity-surety law committee of 
the Insurance, Negligence and Compen 
sution Section succeeding Charles C. Ho 


well, Jr.. of Howell, Kirby 


/ Ternon 
Ass n of 


Surety 
chai 


secretary ot 
designated 


Montgomery 


and Sands, Jacksonville, Fla. Designated 
vice-chaimen wer Gibson 
Gayle, Houston, Walter Wo Downs, Hart 
ford: Clifford A. Atracofe Lake Forest 
Stewart Maurice, New York Hlarry 
Cross, Baltimore; and Ro Kern 
gan, New Orleans 


American Internat’! Undrs. Corp.: Vice 
president Lawrence J. Troiano has as 
sumed general direction of brokerage 
operations in New York ofhce and Charles 
Hein and James J. Clarke named tire and 
casualty brokerage managers, respectively, 
to assist him in the respective fields. 


American International Underwriters 
Overseas, Inc.: Murray 4. Coker, who 
has been vice president in charge of cas 
ualty insurance production of ALU Cor- 
poration, New York, has been elected a 
vice. president of this organization. He 
will make his headquarters in’ Buenos 
Aires with American International Under- 
writers Para Representaciones Mandatos 
en la Argentina, S.A. 


Automobile Ins. Club (San Francisco): 
Klected othcers: President, William Wattre 
(U.S. Fidelity & Guaranty); vice president, 
C. Braghetta (Roval-Liverpool Group): 
and  secretary-treasurer, R. Costales 
(The Fund) 

Chamber of Commerce of U. S.: /. i 
Collett, executive vice president of Millers 
Mutual Fire of Texas, has been appointed 
chairman of the Insurance Committee 


Performance 
Counts 


UTILITIES INSURANCE COMPANY 


ST. LOUIS 2, MISSOURI 
Automobile » Workmen’s Compensation Liability 


315 PINE STREET e 


Years Of 
Quality 
Service 


A primary market for insurers 


Serving companies and their 
reinsurance intermediaries 


The 


REINSURANCE CORPORATION 


of New York 99 John Street, New York 38, N.Y. 


Federation of Ins. Counsel: Jowell Anip- 
meyer (Knipmeyer, McCann & Sanders, 
Kansas City, Mo.) was elected president 
succeeding George F. Woodliff (Heidel 
berg. Woodliff, Castle & Franks, Jackson, 
Miss.) and William A. Gillen (Fowler, 
White, Gillen, Yancey & Humkey, Tampa, 
Fla.) was elected executive vice president. 
Vice presidents elected were: C. 1. 
DesChamps (Fireman's Fund Ind., San 


Francisco), Leo Grossman (Progressive 
Mutual, Cleveland, Ohio), Henry P. 
Mackeen (Smith & Mackeen, Halifax, 
Nova Scotia), Sidney A. Moss (Moss, Lyon 


& Dunn, Los Angeles), Edmund J. O'Brien 
(Lumbermens Mutual Casualty, Chicago), 
Victor D. Werner (Wood, Werner, France 
& Tully, New York), and J. Boone Wilson 
(Black & Wilson, Burlington, Vt.) 


General Adjustment Bureau: /. 
has been appointed branch manager at 
Lenoir, N. C., succeeding H. 4. Dobbin, 
resigned. James I. Mackenzie has been 
named branch manager Plattsburgh, 
N. ¥., replacing Peter H. Madsen, de 
ceased, 

The Clarksdale, Miss... othee now 
located at 319 EB. 2nd St. The territory of 
Wavcross. Ga., branch has been extended 
to include Appling County (transferred 
from Brunswick ofhce) 


Houston Area Insurance Buyers Ass'n: 
Name has been changed to Houston Soci- 
ety of Insurance Management. G. L. Foley 
(insurance administrator of Humble Oil 
* Refining Ce.) was elected chapter rep 
resentative to the American Society of Ins. 
Management: he is the past president of 
the association, 


Illinois Ins. Information Service: (. / 
Morris, president of Hlinois National, was 
elected president: replacing J. M. Smith, 
former president of Continental Casualty 


Marine Office of America: (larcnce ( 
Pell, Jr., has been appointed vice president 
in charge of aviation dept. 


National Fire Protection Ass'n: /. /. 
DeHaven, vice president of Employers Mu 
tual Fire, has been appointed chairman 
of public relations committee succeeding 
Robert Nathans of New York City 


Philadelphia Loss Conference: New of 
ficers elected: President, Pan! Walliams 
(Rehance); vice president, Indrew Gal 
braith, Jr. (Mutual Assur.j:) treasurer, 
Stan Bailey (US.F.& G.): and secretary, 
Robert A. Wilson’ (America Fore Group) 


Society of CPCU: Connecticut chapter 
othcers: President, Robert C. Sutherland 
vice president. John M. Sutherland, Inc., 
Naugatuck); vice president, Donald H 
Garlock (assistant secretary, Travelers In 
demnity); 2nd vice president, Armin ] 
Mueller (secretary, Phoenix of Hartford 
Cos.): secretary, Chandler Bo Johnson, 
assistant educational director, Aetna 
Ins.): and treasurer, Walter H. Greenfield, 
superintendent. automobile dept., 
Hartford branch, Aetna Casualty) 


Texas Ins. Advisory Ass'n: /esiic M 
Bearss has joined the public relations stat 
and will assist’ public 
William J. Harding 


relations director 
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Dial Number One 


“Call us first for all your insurance needs . . . dial 
Number One.”’ And in Mahanoy City, Pennsyl- 
vania, that telephone number will get you the 
Nelson T. Davis Agency. 


Seems that quite a sizeable number of Mahanoy 
City citizens do dial Number One for their insur- 
ance needs, too, because the Davis Agency is one 
of the largest and busiest in town. It’s one of the 
oldest, too . . . been in business for well over a 
half century. And for 52 years the company 
has represented Standard Accident! Now add to 
the Davis Agency the 61 other agents who have 
also represented Standard for over 50 years, the 
73 agents who have been with the Company for 
more than 40 years and you have solid testimony 
to the fact that Standard Accident is a good 
company to work with... good for a large number 


of reasons and, foremost among them is service. 


Crellin J. Davis (left above), son of Nelson T. and 
now head of the agency and Fred O. Bosworth 
right) Manager, Standard’s Scranton Branch 
have been working together for 31 years and 
according to Mr. Davis, ‘Fred is one of the most 
respected, experienced and knowledgeable insur- 
ance men travelling this territory ...a man you 
can confidently depend on for counsel and 
assistance whenever you need it.” 


ON Sy, SYMBOL OF SERVICE FOR 75 YEARS 


e A= 

STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE e¢ DETROIT 32, MICHIGAN 


CASUALTY e FIRE MARINE FIDELITY SURETY 
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SELLING TIPS 


HOME OFFICE 


PERENNIAL FUR FLOATER 


MANY WOMEN today own not only a 
fur coat, but a fur stole or scarf as 
well. This is the time of vear when 
women put their fur coats in storage. 
But, many will keep their stole or 
scarf at home to weat 
practically all long. 
What is the best and least expensive 


in the even- 


ings 


summer 


way to insure these furs? A) fur 
floater because covers furs 
whether in storage or out and saves 
your prospect money at the same 
time. Storage charges are calculated 
on the declared value cf the fur. 
So, if a prospect declares the mini 


mum value for storage purposes in 
stead of full value and purchases a 
fur floater, she'll 
have all her 


long 


save monev and 


furs covered all vear 


Mar indey 
Marsland Casualty Co 


SELL—IN PERSON 


PERSONAL CONTACTS require the giv 
ing of much time, but the reward is 
vreat 


If you like people--and who 


doesn't 


vou enjoy seeing them in 
person. Many lasting friends are 
made who remain good customers 


throughout the vears 
Bv personal contact, not only can 
an ily ze 


vou easily 


customer's 
needs in a positive wav, but vou 
have a detinite advantage over your 
competitors who use only the tele 
phone or the U.S. mail. You dis 


cover vour insured’s ideas, his needs, 
ind desires. If a competitor is after 
about. it 


the 


customer, vou know 


in time to d about 


1 
something 


situation 


vearTs people have been 
ing that we in the insurance busi 
ness have little to offer the public 
other than “service” in its broadest 
meaning, It’s true that the com 
modity we sell service is 
intangible; therefore, unless we 
render service par excellence. par 


in handling claims and in 


ticularly 
providing the best possibl 
at the 


coverage 


fairest) rates, we have not 
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earned the premiums paid by the 

insured. 
Personal 

drafts 


delivery of all) claim 
affords the best possible 
chance for creation of good will, It 
is not only a service but an opportu- 
nity that can prove invaluable to any 
insurance agent. There is never a 
hetter time for proving the value of 
a product than when you. deliver a 
claim draft or when you can show 
an insured how he can obtain a rate 
reduction, 


The Hartford 
Hartford Fire 


SELL OVER COFFEE 


VER HAVE AN insurance party? It’s 
being done by several agents 


feent 


and 
with promising results. Here's how: 
Decide on a 
want to push 


certain coverage you 
let’s say it’s business 
interruption insurance, Call several 
local businessmen who might be in 


terested in the coverage possibly as 


many as twenty or twenty five men 
and invite them to a “cotfee and 
donut) gathering.” Make arrange- 


ments with a local cottee shop or 


restaurant. While prospects are en- 


joving coffee and donuts on an in- 


formal basis—as there is 


guests 


ample opportunity to discuss the 
coverage and invite interested 
parties for further discussion, It'll 


save plenty of time and what's more 
it ks 


to trv it 


' Be the first in your area 


Centr 


AMATEUR 
PHOTOGRAPHERS 


WEATHER DOESN'T make anv differ 
ence to an amateur photographer. 
This makes them year-round pros 
pects for insurance because amateur 
photographers have surprising 
amount of value thev carry around 
their necks in the way of cameras, 
light meters, and other expensive ac- 
cessories, Provide “all risk” protec 
tion on this equipment with a camera 


floater. It’s a good idea to let vour 


local camera or photography shops 


know if you can provide such cover- 
age tor reasonable premiums, They 
can send prospects. If they are sell- 
ing equipment on the installment 
plan, they may insist that the pur- 
chaser obtain adequate  imsurance 
coverage. 

The Marylander 

Maryland Casualty Co 


WHAT ARE YOU 
STEALING? 


A PROSPECT FOR a fidelity bond may 
refuse to buy because none of his 
employees can steal money from him. 
But, many an employee can fleece his 
employer of a pretty penny by steal 
ing everything but money. Here's a 
little story to use to illustrate this 
point to a fidelity prospect. An em- 
ployee of a manufacturing company 
walked out of the plant every even- 
ing pushing a wheelbarrow filled 
with straw. The guard at the gate 
would search through the straw, tind 
nothing, and pass the man through. 
This went on for several months, 
Finally, one evening the guard said, 
“We know you're. stealing some 
thing, but we can’t find what it is. 
You won't be punished or disciplined 
in any way, but please tell us, what 
are you stealing 7” The emplovee re- 
plied, “Wheelbarrows.” 


The Marylander 
Marsland Casualty Co 


GROWTH IN 
HEALTH INSURANCE 


“MorE THAN S$5,000,000,000 will be 
paid in health insurance benetits in 
1959, including income disability 
Almost $3,000,000 ,000 


will flow from) insurance company 


payments. 


contracts. It is now estimated that 
one-third of doctors’ fees from pri 
vate patients are from pre-payment 
plan Morton D. Miller, 
vice-president and associate actuary 
of the Equitable of New York, told 


sources,” 


the 47th annual meeting of the 
Medical Section of the American 
Convention last week. In the last 


quarter century, he said, “trom prac 
tically no health coverage, we have 
arrived at a point where 121,000, 
OOO individuals—better 


have some form 


than seven 
out of ten persons 
funds in 


larger and larger measure to help 


of insurance providing 


pay for our modern medical serv 


ces 
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HALFWAY 
PROTECTING 


your 
agency’s 
future? 


The best protection for future growth is to offer insurance 
competitive in form and price. The Security-Connecticut 
Group offers all forms of personal and business insurance, 
including life, accident, fire, casualty, group, automobile, 
marine, bonds. You can choose insurance designed to 
meet realistically the competition of direct writers. 
Guarantee yourself a better future — take the first step 
by writing today, and judge for yourself what TODAY’S 
Security-Connecticut Group can offer you. 

This fascinating booklet contains every 

important missile in the U. S. arsenal — 

each one in full color, identified by name, 

mission and manufacturer. And it’s a 

treasure-trove of facts about up-to-date, 

streamlined insurance for every need too! 

Your clients will want this dramatic, use- 


ful booklet — tuned to our times, tailored 
to their needs — send for it now! 


Multiple line stock company handling all forms of personal and business insurance including Life » Accident « 
Fire Casualty Group Automobile « Marine Bonds. 


THE SECURITY-CONNECTICUT INSURANCE GROUP 


SECURITY INSURANCE COMPANY OF NEW HAVEN 
ae... THE CONNECTICUT INDEMNITY COMPANY 
SECURITY 19 SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


OuR PRODUCT 
“p HOME OFFICES. NEW HAVEN 5S, CONNECTICUT 
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What's a name? 


In insurance it is largely the 
ability and integrity of the 
people who represent it. both 
the agent who makes it his 
business to know your 
particular needs and the 
company that designs its 
policies to suit those needs. 
For more than three quarters 
of a century, experienced 
insurance buyers have 
looked to CHUBB & SON 
for a quality service that 
meets both business and 
personal requirements. 


CHUBB & SON INC. 


INSURANCE UNDERWRITERS 
90 John Street, New York 38, New York 


Manager 
FEDERAL INSURANCE COMPANY and associated companies 


Weare pleased to cooperate with the National Association of Insurance Agents 
in their campaign to tell their story and our story to the American public. 


CHUBB & SON INC, 


Best’s Fire and Casualty News 
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correcting 


unprofitable 


agents 


J. W. BARNETT 
Regional Manager 
Western Pennsylvania Region 
Nationwide Insurance Companies 


roO MANY years ago, many 
not too concerned 
with the experience of individual 
agents, since the over-all company 


us were 


experience seemed to be favorable. 
Then, the facts of life became ap- 
parent to the automobile insurers, 
and many felt the pains of stuffing 
themselves. and 
inflationary trends made it neces- 
sary for us to know a lot more about 
our portfolio, in order to survive in 
a suddenly market. 
Rates, eligibility and desirability of 
risks took on a new prominence. 
Many of us went different ways in 
attempting to arrive at the solution. 
Some simply quit writing automo- 
bile business. Others curtailed their 
writings. Still others did a_ little 
of both, by cancelling agents or 
agencies and by restricting their 
writing in certain areas or in par- 
ticular classifications. 


Rising frequency 


tightening 


The Place to Start 


While we do not the 
answers to correcting these prob- 
lems, we etfort 
and have had good results at the 
agent, sales district and state level. 
Kasically, the procedures | am going 


have all 


have made some 


to review with you can be applied 
to any of these organizational break- 
downs with very few modifications. 
We felt the place to start was with 
the source of our business—the in- 
dividual agent. So, without further 
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ado, here is how we have attempted 
to solve this general problem. 

(of course, the initial step is the 
identifving of those agents who are 
producing the undesirable results. 
In our company, each six months 
we receive a statistical run on each 
agent. The information on this re 
port Is 
the preceding six 


the premium income for 
months, losses 
for the past six months, three-year 
cumulative and 


premium income 


losses. In addition, this report also 
the 


renewed for 


furnishes us with 
of all 


same periods of time. 


persistency 
business these 
I'rom these 
able to 
which of our agents are having auto 


Nor 


three year 


reports, we are determine 
mobile loss ratio problems 
mally, we consider a 

cumulative loss ratio of 60°. or more 
to be a flag for action, since the ac 
ceptable pure loss ratio is 
Amounts of premium income enter 
the picture, and for our purposes, 
we use a minimum premium income 
on automobile business of $10,000 
per the 
figures are considered as creditable 
least 
$10,000 of auto premium per vear, 


vear, betore loss ratio 


Therefore, an agent with at 


with a cumulative ratio in 


excess of 60°., would be considered 

unprofitable by this set of standards 
Our underwriting people review 

these determine 

agents are in need of assistance. De 

action to be taken 


reports to which 
cisions for any 
are mutual agreements between our 


Sales and Underwriting people. In 
the first 


supervision may 


| 
some cases, level ot “gen 


the 
action to take. However, before any 


eral” decide 


action taken, there is) much 
groundwork to be laid 

Over the past few vears, we have 
been very active accumulating 
data through our Statistical people 
Since our company is decentralized, 
the information used could vary be 
tween regions. However, all of the 
information | will mention is avail 
able in each region. In my particu 


lar operation, our Underwriting 


pet iple 


analysis of all the business renewed 


are furnished a complete 


in six-months period in each 


agent’s name. ‘This report furnishes 
the following data 
(1) Bodily 


policy 


Injury limits of each 
Model vear of car insured 


3) A 


(4) Physical damage 


(2) 
breakdown of coverages 
classification 
(5) Casualty classification 
(6) Occupation 

(7) Territory 
(8) Term of business (By this we 
mean whether the policy has been 
on the books for six months to one 


vear or more than one vear. ) 


The Next Step 


From this, we are able accurately 
to determine the 
of the 
the books 1} 1s 


to other agents in his district, or 


general make-up 
ent has on 


compared 


busine SS Cat h 


ag 
can he 
if so desired—how his particular 
district the 
Since this report furnishes only the 
that 
step is to 
has 


compares to region. 


information on business has 
heen renewed, the next 
business he 


analyze the new 


lil 


RSS 
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Agent Correction—Continued 


written since the made, 
In this step we are able to deter- 
mine his complete portfolio and, at 
the same time, ascertain if his se- 
lection patterns 
they were six months previously. 
This report furnished us 
many valuable pieces of imforma- 


re port Was 


are the same as 


has 


tion, such as finding the agent who 
continually writes excess limits re- 
gardless of need; agents writing 
nothing but the lability coverages ; 
agents with an overabundance of 
one particular classification, such as 
youthful drivers 

We are also fortunate in having 
available on 

This report 
is also broken down to show occu- 
pation, limits, 
tory, term ol 
the 


this, we are 


a complete report 


claims paid, by agent 


terri- 
well as 


classification, 
business, as 
information, 
able to determine 


general claim 
if any particular group is having an 
excess of losses in proportion to 
the percentage it represents of the 
entire agent's porttolio. To give us 
a complete picture of the claims, 
we are also in a position to review 
any pending claims 


Frequency Figures 


In the area of claims, we also 
have available a complete record of 
all losses presented by risk 
the agent insures. These are also 
reviewed by the Underwriting De- 
partment. Within the past year, our 
Staff people have also made availa- 
ble to us frequency figures by agent. 
Krom. this 


able to 


and our claims records 


we are determine if our 
problem is in the area of frequency 
or severity. In addition, we receive 
an adjustor’s risk report on certain 


claims, detailing the exact and ac 


tual facts as they pertain to that 
one accident and the driver  in- 
volved 


In any analysis, it is essential to 
appraise the quality of the business, 
both accepted and that which we re 
ject or We continually 
cancellations — of 


CATE el. 
the 
agents to 
pattern developing 


review our 


determine if there is a 
Does the agent 
have a lot of cancellations out of a 
particular area?) From a particular 
Does he 


number of re- 


occupation classification 
have an excessive 


jections? Ts he submitting a volume 
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a representative 


Is he con- 
selection 


of ineligible business ? 
tinualls 
standards 


shading our 
What is his reaction to 
company action and selection con- 
trols? From this, we are able to 
determine not only agents 
who continually resist company ac- 
tion, but also those who simply send 
in anything that can make it to 
their office. From this multitude of 
statistics, we are then able to get 
a fairly clear picture of the agent's 
business. Area underwriting is a 
possible tool here. 


those 


The next step is the agent and 
his business habits. We are 
interested in knowing where he 
where his located, 
what type of background he has, 
and what his personal habits are. 
We are very interested in the agent 
who lives on “Knob Hill” and seems 
to write all of his business 


very 


lives, office is 


(or at 
least, an excess amount of his busi- 
ness) from the undesirable sections 
of our cities. We find many times 
the agent lives in a good location, 
but his office places him in the posi- 
tion of doing business with an en- 
tirely different class of prospects. 
His background is important be- 
cause we have found that, generally 
speaking, the agent writes much of 
his business from the environment 
he lives in or previously worked in. 
lor example, an agent who had 
previously worked as a 
would generally 


laborer 
write a volume 
within this category. The personal 
habits are very important to us, 
since we feel the agent who 
lives fast will also attract many of 


als 


his prospects from his fellow 


travelers. 


Measure the Agent 


After getting all this data to- 
gether, a meeting is arranged be- 
tween the agent, his manager, and 
underwrit- 
In some cases, we also bring 


from 
ing. 
in the field claimsman to participate. 
It is our intent in this meeting to 
measure the agent and his prob- 
lems. We have used a question- 
naire type of interview from which, 
upon completion, we are able to 
know fairly well what the agent 
knows about his 
he writes his business, how it is 
obtained, and his attitude toward 


business, where 


his loss ratio problems. This is the 
real critical part of our program. 
The attitude of the agent to this 
meeting will pretty well determine 
his true feelings toward risk se- 
lection. 

From this meeting, a definite 
program is developed by the under- 
writer and the sales manager. We 
attempt to “tailor make” a program 
aimed at solving that particular 
agent’s problem. The possibilities 
would be so numerous, [| will not 
them all with you. 
Llowever, it could be the elimina 
tion of a particular class of business, 
requirements of full coverage poli- 
cies, elimination of his writing in a 
particular area, or any other action 
we feel to be necessary. 


trv to cover 


Training Program 


We have found that, along with 
this program, a sound training pro- 
gram—particularly, in the area in 
which the agent operates—is a must. 
We need to continually assure the 
agent that we are interested in cor- 
recting our mutual problem and not 
in cancelling his contract. If he 
has the right attitude, we find he 
will generally live through the 
program. It he doesn’t, we may 
lose an agent. 
this program is decided 
upon and placed into effect, it is 
the responsibility of the individual 
agent's sales manager to see that 
it is followed. Of course, any vari- 


Once 


ations in the writing of new business 
will come to the attention of the 
Underwriting Department, which 
does keep our sales management 
people informed. Underwriting and 
Sales must adminis- 
tering such a program. So far, we 
have had very little difficulty in 
this administration, mainly because 


cooperate in 


it Was a program agreed upon by 
all concerned, and any deviations 
must also be agreed upon by all 
parties. 

Our program requires a lot of 
hard work on the part of all our 
people—not only in Sales and Un- 
but in our Claims and 
Services functions. It is not a quick 
solution to a problem that has been 
built over a number of vears, and 
is not intended to be. The only 
quick solution would be the elim 
ination of both the agent and _ his 


derwriting, 
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business in one big sweep. How- 
ever, we feel that we owe something 
to this agent who filled himself 
with goodies when we left the pas- 
try shop’s door open. It requires 
much follow-up action on the part 
of all and should not be attempted | 
unless all concerned are in complete | 
agreement with not only the pro-| 
gram, but also with the feeling that | 
it will solve the agent’s problem. 


The success or failure is meas- 
ured by the future results of the 
agent in frequency and loss ratio, 
as well as in his producing a quan 
tity of quality business. We feel 
we need at least twelve to eighteen 
months before we are able to know 
the effect it has on the loss ratio of 
the individual agent. However, 
long before then, we are able to 
determine the agent's attitude, | 


which in reality, is the big measur- | 


ing stick. A good attitude and de- 
sire for select risk underwriting on 
the part of the agent, is a require- 
ment, if we are to write in today’s 
market. 

By now you have easily recog- 


nized that we have not. strayed | 


from the normal steps of problem 
solving. We (1) identified the 
problem, (2) got all the facts, (3) 
developed several solutions, (4) 
decided a specific course of action, 
(5) put our action into effect, and 
(6) checked on the results. We all 
do this in our decision-making and 
problem-solving efforts, almost 
every day. 

It is the duty of our industry 
to serve the insuring public’s needs 
the best we possibly can and as 
completely as the insurance equa- 
tion permits. But that equation is 
finally inescapable. The number of 
losses, multiplied by average loss 
cost, plus expenses, plus a reason- 
able underwriting gain, equals the 
rate. This is an insurance fact of 
life. It is entirely proper to under- 
write by agent, in discharging your 
duty to the public and your com- 
pany. 


BUREAU TO MOVE 


lite NATIONAL Bureau of Casualty 
Underwriters, presently at 60 John 
Street, will move to 125 Maiden 
Lane, New York City, within the 
next 9O days. 
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COMPETITION 


has a phone, too. What it may not have behind that phone is all that you can 
offer prospects when you have PLM in your office. For instance: age and 
experience—63 years; prompt claim payment record; continuing dividends 
to policyholders; newest types of coverages; PLM Budget Plan for installment 
premium paying; helpful special agents; efficient, friendly home office per- 
sonnel and much more — all combining to give you and your clients a 
well-rounded service. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 


uf 


because there’s 


A PLAN 
FOR EVERY 


PROSPECT 


BUSINESS 
INSURANCE 


WHATEVER YOUR CLIENT WANTS... Life or Accident 
& Sickness, individual or group, for firm or family ... New York Life 
has a plan for him that pays you attractive commissions. 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
. SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans — offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE, EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


. plus New Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic— the convenient auto- 
matic method of paying premiums through 
a regular checking account 
money, too. 


that saves 


Nyl-A-Plan 
plan. 


the modern salary allotment 


.. plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 

commission arrangements! 


e@ Family Endowment Plan 

@ Whole Life (Minimum $10,000) 

e Life Modified Three (Minimum $5,006 

e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 

e Whole Life with Seven Year Double 
Protection (Minimum $10,000 

e Whole Life with Family Protection 
Benefit (Minimum $10,000) 


Family Life Insurance 
e Assured Accumulator 
(Minimum $10,000) 


Three Way Security 


Family Income and Mortgage 
Protection Riders 20 years and to 
Age 65 


Mortgage Protection Term 
(Minimum $5,000) 


Juvenile Plans—including Estate 
Builder (Insurance Builder in 


New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 


vy! lic New York Life Insurance Company 


51 Madison Avenue, New York 10, N.Y. 


Endowments—10, 15, 20, 2 


30 and 
Endowments at ages 60 ar 65 


Retirement Income Endowments at 
ages 60 and 65 


Annual Premium Retirement Annuity 
Single Premium Life and Endowments 
Single Premium Annuities 


Modified 10 Year Term— Whole Life 
(Minimum $10,000) 


2, 3, 4, and 5 year term— Whole Life 
(Minimum $10,000) 


Ten and Twenty-Year Term Riders 
Five-Year Renewable and Convertible 
Term (Minimum $5,000) 
Income Security —10 to 50 years 
decreasing term insurance 
Pension Trust and Profit-Sharing... 
a complete line of individual insurance 
and annuity contracts 
All forms of Group Coverages 
including group annuities, and group 
creditor insurance 
Many of the above Life Plans 

available on a non-medical basis 

—up to $15,000 through Age 30 


\ 


‘*Fager to serve” 


Life Insurance + Group Insurance + Annuities + Accident & Sickness Insurance + Pension Plans 
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THOMAS M. BRUCE, JR. 


President, Puritan 
Life Insurance Company 


AST MONTH'S ARTICLE on this 
stated that it appeared the 
general lines insurance agent in the 
next decade would account for a very 
large percentage of the life insurance 
that 
inroads would be made into the mar- 
ket of the career life agent, particu- 
larly in the $5,000 to $20,000 earn- 


sales in this country; serious 


ing classes; that the sales and service 
to buvers above the $25,000 earning 
class would substantially remain in 
the hands of the professional estate 
planner, and that the market in the 
$5,000 under 
would continue to be serviced by the 
industrial agent. Between these two 


and earning class 


groups, the general lines man seems 
to be the one who will sell most of 
the life insurance sold to a very large 
portion of the country’s wage earn- 
ers. In addition, it appears a good 
part of the industrial agent's market 
is being invaded by the general lines 
insurance agent. 


Market Changes 


let us analyze the processes of 
market changes that have already 
started which apparently are reduc 
ing the sales potential of the debit 
the debit agent 
who collects on a weekly and/or 


agent—specifically 
monthly debit and is also sometimes 
called a combination agent because 
he sells ordinary life insurance too, 
and who sells primarily to the lower 
income group earning $5,000 and un- 
der. For the last half century this 
has been the captive market of the 
industrial agent, and rightfully so. 
We all know the reasons for this, the 
two most important being: First, 
this group could not afford sizeable 
amounts of 


coverage or substantial 
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The Debit 


premium outlays, necessitating a per- 
sonal collection system of minimum 
weekly or monthly payments; Sec 
ondly, it was not profitable for the 
ordinary career agent to prospect in 
this low income group. This does 
not mean, however, that this group 
will remain a captive of the indus 
trial agent or company 


Three Factors 


Let us just state three important 
factors adversely affecting the sales 
potential of the industrial agent sell 
ing to this lower income group: (1) 
The benefit 
formulas of the Social Security pro 


gram; (2) 


constant expanding 
The increasing benefit 
formulas of the non-profit hospital 
surgical-medical plans sold in’ the 
various states and (3) The rapid 
growth of company, union and trade 
association sponsored group and pen- 
sion and profit-sharing plans. This 
last named factor appears to most 
affect this market. Cur- 
rent statistics bear this out. 

The 1959 Fact Book published by 
the Institute of Life Insurance shows 
that in 1958 for the first time in over 
a halt century, with the exception of 


seriously 


the depression years of the early 
1930's, the industrial life insurance 
in force in the United States failed 
to a gain over the previous 
year. The in-force totals actually 
showed a decrease in 1958 


show 


This was 
in direct opposition to the trend 
shown by ordinary and group, both 
of which showed substantial gains of 
in-force business during the past 
year 

Increased hourly wages and _ sal- 
aries may account for part of this 
trend of industrial in 


force, but it is significant to note the 


downward 


number of industrial policies sold in 


1958. approximately 700,000 less 
sold in 1957! 


ies than were 


Agent’s Market 


Higher incomes would normally re 
sult in the purchase of larger units 
and would tend to eliminate the need 
for weekly or monthly collection of 
Higher individual in- 

ottset either the de 
crease in force or the lesser number 
of new policies sold in 1958, but both 


premiums 
comes might 


decreases cannot be rationalized very 
much by this thesis 

A more logical answer appears to 
he found in the expanding benefits 
provided by group insurance, unions 
and pension and profit-sharing plans 


Many 


lower income worker with a 


of these plans provide the 
more 
sizeable amount of coverage than he 
would normally purchase for himself 
in his out-of-pocket personal pro 
This to him 
from the list of eligible prospects of 


gram. tends remove 


the industrial agent. This is particu 
larly true when he becomes involved 
in a contributory plan where he is 
sharing in the cost out of a very 
tight personal budget. 


A Tremendous Gain 


The Institute of Life Insurance 
1959 Fact Book also reveals that the 
in-force totals of group life insurance 
showed a tremendous gain of 8% 
($10.8 billion) over 


accounts for 200% of 


1957 and now 
the 
of all types of life insurance in force 
in the United States. The group in 
surance total of over $144.6 billion is 
now equal to more than half of the 
amount of ordinary ($287.8 billion) 
in force in the | nited States This 
source of information estimates that 


aggregate 


over one-half of the nation’s civilian 
non-agricultural work had 
group life insurance protection at 
year-end 1958, and that the average 
group certificate provided $3,740 of 
protec tion 
of this group insurance 


force 


Let us assume that most 


Is on wage 


ed on the next page) 


selling | 
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earners and that employer or man- 
agement personnel coverages will not 
materially affect the average. This 
$3,740 of protection then, in the eyes 
of the $5,000 and under wage earner, 
is a very large amount of protection. 
It may often preclude the selling of 
a $500 policy by the debit or com- 
bination life agent. 

These are statistics. How do these 
apply to the theme of these articles ? 


the growing stature of the general 
lines agent as a life insurance sales- 
man. If these factors actually do in- 
dicate a trend, and if group insur- 
ance benefits replace at least part of 
the coverages formerly provided by 
the industrial agent, what part will 
the general lines agent play and what 
part will the debit life agent play as 
producers of group policies ? 

I am very reliably told that a large 
part of the group business sold this 


past decade comes from fire and 


Specifically, these articles concern casualty agents brokering direct to 
' . 
? 


Either 


How to protect a champagne 
future on a beer income 


Know a man who thinks he can not yet afford the amount 
or kind of insurance he needs—and wants? Cheer him up! 
We've a tried and tested answer to his problem. 


Occidental’s 5 year Convertible and Renewable Term... 


Convertible to anniversary nearest age 65, to any one of a 
wide variety of “permanent” plans—when he can afford it. 


Renewable up to age 64 if he prefers. 


without further evidence of insurability. 


It's his choice, when he wants to make it. 


And in the meantime if he qualifies—total disability 
benefits after only a 4-month waiting period—to increase 


his peace of mind. 


He can also add Income Protection, Family Plan, 


Mortgage Protection, 


by rider 


Additional Term, and Family Income 
and later carry them over in the 


policy to which he converts. 


All in all 


a sound and practical plan for men whose 


incomes don’t yet match their ambitions. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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life companies and by specialists de- 
voted exclusively to group and pen- 
sion work. Most of the reasons for 
this were stated in the original arti- 
cle of this series, which dealt with 
the many advantages of the fire-cas- 
ualty agent over the life career agent 
as a producer of ordinary life sales, 
and are the same for group sales. 
His need for acquiring additional 
“pure income” for growth, and in 
some cases for survival, resulting 
from higher living and operating 
costs, collection problems, and re- 
ductions in commissions, leads him 
into all avenues of life insurance sell- 
ing. The large unit group sale be- 
comes more and more attractive to 
him. 


Minimum Opportunity 


The industrial agent, unfortu- 
nately, appears to have a minimum 
opportunity or potential for becom- 
ing the producing agent of the group 
policies that are eating into his mar- 
ket. He normally does not have the 
personal contact with ownership or 
top management of the companies 
purchasing large group coverages 
If he does have a contact, it is prob- 
ably at the supervisory level which 
is usually not high enough to con- 
trol the sale. The debit life agent for 
the ordinary company would have to 
prospect for this lead. The bulk of 
the “leads” for group business in 
companies with large group writings 
appears to come from their fire and 
casualty brokers. These are solicited 
direct from the broker by salaried 
(plus commission incentives) com- 
pany group Thus the debit 
agent to date, and more so in the 
future it appears, has no way of 
“breaking into” the market, nor can 
he recapture increased amounts of 
ordinary business being lost by more 
group sales in “his” market. 


men. 


Income Potential 


Once the general lines agent has 
written a few group cases on his own 
captive accounts, he realizes the tre- 
mendous income-producing potential 
He then starts to 
insurance as another 
means to get all the insurance cover- 
ages of a client, including fire, cas 
ualty, key man, and business life 
coverages. The general lines agent 
may recognize group and retirement 


nued on page I18 


of his own files. 


use group 
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it 
Could Be 
You! 


The Man with the Plan for 1959 will soon 
be named. Who is he? He is a progressive 
Independent Agent representing The Employers’ 
Group of Insurance Companies, one of the few 
nation-wide full line Life and Property carriers. 
How will he be chosen? The 1959 Man with the Plan will be selected from among 
Employers’ Group Agents from coast to coast for his outstanding contribution to the 
Insurance profession and the Independent Agency System. 
Our 1959 Man with the Plan will be privileged to award a $2,000 Educational 
Endowment to any child of his choice. Underwritten by The Employers’ Life, 
the proceeds of the Endowment may be used by the child at age 18 for advanced study 
for a chosen business, skill or profession. 
In partnership with its Agents, The Employers’ Group makes this 
contribution to advanced education. 


rE 


Employers 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET. BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 
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plans as one of the easiest and most 
lucrative income, He 
finds himself dealing with sizeable 
premiums and steady monthly com- 
mission income—all 
minimum of 


sources of 


with a 
service and collection 


this 


problems. 

The installations and service are 
absorbed by the local general agents, 
branch offices of the writing com- 
direct 


panies, or company group 


representatives, and premium pay- 


ments will be made directly to the 
company. Unlike his fire and cas- 
ualty business, the failure to pay 
premiums within the grace period 
will result in the lapse of coverage. 
Both general agents, managers and 
companies will provide him with the 
help he needs. As a matter of fact, 
they do most of the work for him. 
He makes the appointment and in- 
troduces the company group expert 
to the client. 
little to do. 
come 


From there on he has 
He does not even be- 
involved with claim service, 


Never Argue 
with a Lady! 


CROWN LIFE of Canada 

ends the equality of the sexes 

and puts Chivalry in Underwriting ! 
Now...women can buy 
Life for less... 


Crown Select Ordinary Life ($10,000 Minimum) Annual Deposit per $1,000 


| Age 25 Age 35 Age 45 Age 55 
Male | $16.02 $21.69 $31.51 $48.41 
Female 15.32 20.39 29.26 | 44.51 


PS plus $7.50 annually per policy for handling and servicing regardless of size. 


Look at these modern underwriting rules 


Single women Non-medical to age 40 


—$15,000 
Married women Non-medical to age 40 
—$5,000 
Standard rates up to seven months 
pregnancy 
When it’ | TO BROKERAGE DEVELOPMENT DEPT. | 
en it's MEW | CROWN LIFE INSURANCE COMPANY | 
in town 120 Bloor St. East, Toronto, Canada : 
: Please send me the Brokerage Life Kit, including your 
... It comes full P_ S Rate Book. 
from | | 
| Name | 
CROWN Address 
City Zone State 


with the exception of an occasional 
letter or telephone call to the group 
claim department of the company he 
represents when there has been an 
exceptional delay in the processing 
of a claim. 

Consider some of the various types 
of group life coverages offered and 
let us see if these coverages might 
possibly replace some of the usual 
ordinary life and/or debit life cover- 
ages. Group life gives the equivalent 
of level premium; group term with 
paid-up values purchased by em- 
ployee contributions gives a versatile 
type of paid-up ordinary ; group op- 
tional permanent, which gives the 
employee the option of taking per- 
manent insurance by paying the dif- 
ference in premium for the perman- 
ent, give whole and limited ordinary 
life equivalent; and now more re- 
cently with group dependency life 
there is something analogous to an 
ordinary family policy. Of course 
group pension, retirement and the 
like many times involve endowments 
and annuities. 

Thus it is apparent now, and will 
be much more so in the future, that 
the debit agent’s customer in many 
cases buys at a discount via the 
group rate and /or the employer con- 
tribution for himself and for his fam- 
ily, insurance coverages which to 
him sound like, and in fact are simi- 
lar to otfered at face 
amount and at higher premiums by 
the debit man. 


those less 
Even this man’s own 
employee organization—his union 
exerts on his behalf a very important 
influence on the purchase and imple- 
mentation of his group insurance. 


Discouraging Effect 


A very serious effect which this 
can have is to discourage the debit 
life career agent in his creative sell 
ing techniques. The objections to an 
ordinary sale by a group certificate 
holder can be formidable. Another 
constant hazard you and I have also 
witnessed is where a life career agent 
creates the desire for group cover- 
ages, but the policy is written by the 
general lines man who is servicing 
all other insurance needs of the pros- 
pect. It will become known to him 
through his normal personal contact 
with ownership and management, 
and he will control thereafter. 
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The general lines man has many 
natural forces in the insurance realm 
working for his benetit. Group busi 
those lines which 
naturally “flows” to him. 
coverages therefore may be provid- 


ness is one of 


Group 


ing the $5,000 income and under 
market with life insurance hereto 
fore sold by the debit life agent. On 
the other hand, the major industrial 
companies have apparently 
nized that this trend has eaten into 
their market, and they are therefore 
directing their educational programs 
with a view towards producing 
higher unit sales in the form of $500 
to $5,000 policies called monthly 
debit ordinary, This has grown very 


recog- 


rapidly and is a definite instrument 
for this 
market, 


them to use to recapture 


Joint Activities 


In many cases the purchaser of 
coverage now in the $5,000 and un 
der income market is not the wage 
earner, but the emplover or union at 
his place of work. The average fire 
and casualty man is often a very 
pohtically and socially influential cit 
izen. tle is also an owner of a busi- 
fire and casualty 
and his office and secretary 


ness own 
ageney 
are often in the financial center of 
his community. Moreover because 
he is a permanently located part of 
the tinancial community, he has more 
joint community, civic and social 
the 

the managers and 
He has and 


his 


activities with purchasers of 
group insurance 
owners of businesses. 
probably will increase control 
over this lucrative ready-made mar- 
ket. Not only will he want it, but it 
appears he will pursue this type of 
income with more effort than he has 
expended in writing new types of 
the fire and 


coverages casualty 


field. Don't vou think this mav_ be 
another reason that he mav become 
“The New Life Insurance Sales 
man?” 


DEATH PAYMENTS 


T Wo GREAT KILLERS of the American 

the cardiovascular-renal dis- 
and cancer—accounted for 
75% of the half-billion dollars paid 
in death claims last vear bv the Met 


ropolitan Life Insurance Company 


pec 


Cases 
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Relive their darkest and brightest 


the camera's eye on such programs as 


THE MOVIES LEARN TO TALK —-Garbo's 


words on film... Al Jolson singing Mammy’ 


historic—with commentaries 


Lee De Forest 


THE SUICIDE RUN TO MURMANSK —the ver 


of this World War II adventure as told 


batim account 


by a British skipper who lived it 


correspondent Walter Kerr who was a part of it 


THE WEEK THAT SHOOK THE WORLD - the pre 


tude to World War Il 


outbreak f Amer 


radio tapes 
respondents the dire pred.ctions of what was to 


made by Edward R. Murrow and Eric Sevareid 


Siqnificant, excit 
TIGHTROPE, GOERING, AGE OF THE JET, 
AND THE MOON, THE OLYMPICS. See 
on “THE TWENTIETH CENTURY, 


over CBS-TV 


ng shows 


the 


Was 


The $d01,415,000) paid by 
Metropolitan im death claims 
$20,000,000 more than was paid out 


in 1957, and was three times the 


amount paid out 20 vears ago. The 
rise in the amounts paid to bene 
ficiaries reflects not only the rise in 


the number of policyholders but also 
the larger average amount of life in 
surance per policvholder 

Payments on account of deaths 
the | dis 


from cardiovascular-renal 


eases in 1958 totaled about $276, 


THE TWENTIETH CENTURY, y Ex 3S-TV 
nostalgic, 
by Jack Warner 

as seen by American 


the seven days before the actual! 


ca's leading foreiqn cor 


Sunday evenings 


moments through 


first 


and 


-POLAND ON A 
MAN 


them 


al 


248,000, or substantially anore than 


the amount paid for all other causes 
combined. The bulk of this money 


was for heart disease deaths: coro 


nary artery disease alone accounted 
for more than $134,000,000 

Cancer deaths resulted in claims of 
more than $100,000,000, about one 
fifth of the total amount. 

Accidental deaths were responsi- 
ble for claim payments totaling 


nearly $45,000,000: mere than half 


ru entia 


Death Payments—Continued 


this sum was for fatalities in motor 
vehicle accidents. 

During the year the Metropolitan 
paid more than $9,000,000 on poli- 
cies which had 
than one year. 


been in effect less 


MUTUAL FUND 
HOLDINGS 


Or tHe $299,000,000,000 of com- 
mon and preferred stock listed on 
the New York Stock Exchange, mu- 
tual fund investment companies hold 
an estimated $10,600,000,000— or 
3.55%, according to the National 
Association of Investment Compan- 
ies. This is an increase of 0.15% 
since the end of 1958, The propor- 
tion of held by investment 
companies has been increasing stead- 


issues 


ily but slowly, the association said. 
In 1940, mutual funds held an esti- 
mated 34 of 10 of N.Y.S.IE. listed 
securities. From that low base, there 
has been less than a five-fold increase 
in the past 18!2 years in the propor- 
tion of listed stocks held. 


REAL ESTATE ASSETS 


LIFE INSURANCE companies of the 
United States now have 3.2% of 
their assets in real estate, a total 
of $3,522,000,000 or $242,000,000 
more than a year ago, reports the 
Institute of Life Insurance. Com- 
mercial and industrial rental prop- 
erties accounted for holdings of 
$2,166,000,000, up $76,000,000 this 
year. The June 30 figures are re- 
ported by the Institute as follows: 


Acquired 

6 Mos. 6 Mos. 
1959-1958 

(000,000 Omitted ) 
Company Used ....... $61 $68 
Rental Housing ...... 5 7 
Commercial Rental 102 115 


Holdings 
June 30 June 30 


1959” 1958 
(000,000 Omitted ) 
Company Used ...... $900 $846 
Rental Housing ..... 432 444 
Commercial Rental .. 2,166 = 1,966 
Total $3 522 $3,280 


hundreds. 


LIFE OPPORTUNITIES 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 


C. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 


' 


Box 139 
== Kansas City 41, Missouri 
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GOOD COMMUNICATIONS 


ALTHOUGH AN underwriter works 
in one office or one department of 
his company, he needs to maintain 
good communications, in and out, 
in order to make decisions, Wray 
M. Bell, president of the Home 
Office Life Underwriters 
tion, said recently. 

Mr. Bell, who is underwriting ex- 
ecutive of the London Life Insur- 
ance Company of Canada, empha- 
sized the extent to which 
underwriters depend on agents, ex- 
aminers, inspection companies and 
physicians for information. 

“We have many times heard it 
said that more underwriting is done 
before the business reaches Head 
Office than after. Let us keep our 
lines of communication open with 
the field. We shall accomplish this 
only if we continually try to ex- 
plain what we are doing—by letters, 
trips to the branch offices, encourag- 
ing agents and managers to visit 
the underwriting department,” he 
said. 

“Sometimes we fall down in the 
areas that are closest to us. Our 
own underwriting staff is entitled 
to know the reasons for company 
regulations and the rules, or changes 
in rules, which they are expected to 
apply. If we raise our non-medical 
limits, if we adopt a new scale of 
rates graded by size, if we introduce 
a new benefit or plan, the under- 
writers will do a better job if we 
explain the reasons. They should 
be shown that non-medical experi- 
ence has been satisfactory. They 
should be told something about the 
rising costs per thousand of busi- 
ness. Otherwise, how can they make 
an intelligent decision with respect 
to whether or not the expense of 
ordering an examination on a small 
amount of insurance is justified ?” 

This underwriting job, Mr. Bell 
said, “is more than making correct 
decisions, more than saying ‘yes’ 


Asst 


or ‘no’, more than forecasting what 
future morality rates may be, more 
than applying rules laid down by 
your company.” 

Life insurance, he said, has the 
contidence of the public generally. 
lor this “we must thank those who 
have laid the foundation and de 
veloped it to its present position 
of eminence, 
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“Here’s how I made sure I held 
one of my best accounts!” 


by a Tennessee insurance agent 


“When you have good accounts, you can be sure 
of one thing—competition! And this year I knew 
it would be tougher than ever to hold one of my 
larger accounts. So I began making plans long 
before renewal time. 


“I called in Bob Gulgusky, Special Agent for 
The American and told him the story. The first 
thing Bob did was to initiate preliminary under- 
writing and engineering surveys and then turned 
his findings over to the Branch Office at Nashville. 


“In short order, Casualty Manager Bill Watson 
worked up a 3-year Retrospective Rating Plan D 
proposal covering Auto Fleet Liability, General 
Liability and Workmen’s Comp. It was tailor-made 
for my client—gave him a solid protection pro- 
gram, plus potential premium savings in the future. 
And when the three of us presented our proposal, 
after we made some changes—on the spot—the 
client bought it! 


ACCIDENT & HEALTH 
GLASS 


ALLIED LINES AUTOMOBILE 
INLAND & OCEAN MARINE 


MULTIPLE PERIL 


“I had just taken The American into my office a 

few months before this because of their multiple- 
line facilities—and when they helped me save this 
$40,000 account, they certainly proved themselves 
to me!” 
You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business... MORE 
BUSINESS FOR YOU. 


American (5noup 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 


Insurance Company ¢ Associated Indemnity Corporation 
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ACCIDENT 
AND SICKNESS 
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EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MO. 
Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO 
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QUESTION VI 


(a) In approving a treaty which 
the President had negotiated with 
Canada concerning the use of waters 
of the Niagara River, the Senate 
attached reservations which had no 
bearing on the treaty provisions but 
which imposed restrictions on the 
Federal Power Commission by stip- 
ulating that “no project for rede- 
velopment of the United States’ 
share of such waters (of Niagara) 
shall be undertaken until it be spe 
cifically authorized by an Act of 
Congress.”’ 

Assume that the 
were properly approved as a part of 
the treaty. (1) 
tions attached by the Senate in ap 
proving the treaty altered provisions 
of the Federal Power Act, would 
they be constitutional ? Explain. 
(2) Suppose that Congress in a sub 
sequent amendment of the Federal 
Power Act adopted provisions in 
conflict with the treaty with Canada, 
would such an Act of Coneress be 
constitutional? E-xpiain 

(b) For the Inter- 
state Commerce Commission was the 


reservations 


Since the reserva- 


many Vvears 


only great independent regulatory 
commission. 1914, however, 
the number of independent regula- 
tory commissions, boards cor- 
porations multiplied to the 
extent that the Hoover Commission 
has recommended a_ reduction in 
their number and in their independ- 
ence 

How does a typical independent 
regulatory commission compare with 


Since 


has 


a major department, such as the 
Department of Agriculture, with re 


spect to: 


(1) source of authority for its cre- 
ation, 

(2) method of appointment, removal 
and tenyre of its officers and mem- 
bers, and 

nature of powers exercised ? 
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Continued 


Answer 


reservations 
as a part 
of the treatv, they would be consti 
tutional though they 
provisions of the Federal 


the 
were properly approved 


(a)(1) Since 


even altered 


Power 


Act. Under the Constitution, beth 
treaties and laws that do not con 
flict with the Constitution are the 


supreme law of the land and, as such, 
treaties are 
on the same legal plane. The rule 


and acts of 


Congress 


which governs in case of conflict 


between a treaty and an act of Con 
gress is that the one which becomes 
effective last takes precedence over 
the other. 

(2) For precisely the same reason 
that the treaty provisions superseded 
the Federal 
Act, with which they came in con 
flict, the amendment to the Federal 
\ct takes precedence over 
the treaty provisions with which it 


provisions ot Power 


Power 


came in conflict. The Act of Con 
gress, an amendment to the Fed 
eral Power Act in this case, was 


passed atter the treaty provisions 
Assuming that the 


otherwise 


became effective 
Amendment. is constitu- 
tional, it supersedes the treaty pro 
visions with which it has come in 
conflict 

(b)( 1) The source of authority 
for the 


ment and an independent regula 


creation of a major depart- 


tory commission ts in a very broad 
and basic sense the same, federal 
powers are delegated powers and 


( ongress under the so called “flexi 


ble clause” (Article I, Section VIT, 
Clause 18) is given the power to 
make “all laws which shall be nec- 


essary and proper for carrying into 


execution” other explicit powers 
conterred by the Constitution. To 
illustrate, Congress is given the 


power by the Constitution to regu- 
late foreign and interstate commerce. 
Congress may, therefore, pass a law 
such as it has done which created 


Interstate Commerce 


and 


an Commis 
that 


nussion power to regulate certain 


sion conter upon com 


aspects of interstate commerce. On 
the other hand, Congress may, as it 
has done on several occasions, con 
that it is 
proper” for regulation of commerce 


sider “necessary and 


to create a Department of Com 
merce or that it 1s necessarv and 
proper tor the management of cet 
tain aspects of federal finances to 
create a Department of the Treasury, 
and The plan in etfect for 
Con 


so On 
more than a 
to 


(departments and regulatory com 


century was tor 


yress create agencie 
x ate all new agencies 


missions alike). However, under a 
series of administrative reorganiza 
tion acts, culminating in the Act of 
1949, the President has been given 
to 


plans to Congress creating a 


power submit reorganization 
new 
department or reorganizing existing 
departments. Moreover, these plans 
go into effect within 60 days of the 


] 


date they are submitted to Congress 


the 
elected to either house of ( ongress 


unless a majority of members 


disapproves. In other words, if the 
President submits a proposed plan 
for a new department and opposition 
to the plan from either house cannot 
obtain a majority of members, then 
the plan goes into effect automati- 
cally 60 days after it is submitted. 
(2) The heads of all major execu- 
tive departments are appointed by 
the President, with the advice and 
the 
bers of the regulatory commissions 


consent of Senate, and mem 
are appointed in precisely the same 


With to 


however, the President has complete 


way. respect removals, 
freedom to remove his department 
heads, or cabinet members. at any 
time tor any reason he sees fit be 
or ad 


Membet S of 


cause they are “executive 


munistrative” officials. 


regulatory commissions, however, 


have quasi-legislative quasi- 


Cc 


n the next page) 
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judicial responsibilities and may be 
removed by the President only for 
the reasons specitied by Congress 
in creating such commissions. It 
should be noted that cabinet mem- 
bers and members of the regulatory 
commissions alike may be removed 
through impeachment proceedings. 
( The the initial 
action by preferring charges against 
the official. These red eithet 
to the Judiciary Committee or to a 


special investigating committee. The 


House must take 


are Tetet 
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CONSULTING ACTUARIES 
INSURANCE—PENSIONS 
10 SOUTH LA SALLE STREET 
CHICAGO ILLINOIS 
FRanklin 2-4020 
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INC. 


CONSULTING ACTUARIES 
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WOODWARD, RYAN, SHARP 
& DAVIS 
PENSION CONSULTANTS 
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Telephone HA 2-5840 


committee reports its findings to the 
house; and, if the majority votes to 
impeach, “articles of impeachment” 
setting forth the grounds for re- 
moval are drafted. It is then up to 
the Senate to hear the case. Even 
though the individual has already 
heen impeached, by the House, a 
+4, majority of the Senate is required 
for the person to be removed from 
his duties. ) 

\s to tenure, 


members are 


terms of cabinet 


indefinite. Their dura 
tion is limited by the term for which 
the President serves and by his 
pleasure with respect to their re 
tention. He may dismiss these de 
partment heads at any time he sees 
Mem- 
bers of regulatory commissions are 
appointed for specified terms of five 
vears, 


fit after their appointment. 


seven years or other 
specified term of years and they are 
secure in their positions except as 
explained above. 

(3) Heads of administrative de 
partments, or cabinet members, have 
powers primarily administrative in 
nature and are designed to assist the 
President in carrying into execution 
the policies that are determined by 
In measure, the 
powers of the administrative depart- 
ments determined acts of 
Congress although some discretion 
is left with the President to chart 
the course the heads of his admin- 
istrative departments shall follow. 
Powers of regulatory agencies, on 
the other hand, are determined to a 
much greater extent by Congress. 
Qf course the President has power 
to and recommend action 
but has little power to compel these 


agencies to 


some 


Congress. large 


are by 


suggest 


follow any particular 
course or take any specific action. 
\s indicated previously, the inde- 
pendent regulatory have 
quasi-legislative and quasi-judicial 
powers primarily, For example, the 
Federal Trade can 


specify im its regulations what are 


agencies 


Commission 


unfair methods of competition in 
interstate commerce. Moreover, it 
can hold hearings to decide whether 
a particular concern is engaged in 
unfair methods of competition in 
interstate commerce and it may 1s 
sue an order for anv concern so en 
gaged to cease and desist. Generally 
speaking, the business concern will 
respect this order and cease those 


practices which caused the action. 


If, however, they continue in spite 
at the 
Federal 


cease and desist order, the 
Trade may 
then be forced to go to court to get 
a formal injunction against the con- 
cern. This court order will then 
carry with it the full force of the 
law against the 


Commission 


accused business 


concern, 


QUESTION VII 


oak | present trends in federal-state 


relations continue for another 
quarter of a century, the states may 
be left hollow shells, operating pri- 


marily as the field districts of fed- 


eral departments and dependent 
upon the federal treasury for their 
support.” The estimated total for 


federal grants-in-aid to the states for 
1958 exceeds five and a quarter bil- 
lions of dollars. This is well over 
three times the total for 1948. 


What is 


“orant-in-aid,” 


(a) | l ) 
term 


meant by the 
and (2) what 
are the main objectives of federal 
grants-in-aid ? 
Select 


federal grants are 


(b) which 
‘ 

being made to the 
various states, and explain how ex- 
tension of the program of federal 
grants-in-aid to other functional 
areas may reduce the states, at least 
to some extent, to “hollow shells.”’ 


two areas in 


(¢) Submit and briefly comment 
on three proposals for strengthening 
the position of the states in their re- 
lation to the national government, 
with the objective of reducing the 
possibility that states might be left 
as “hollow shells.” 


Answer 


(a)(1) The term “Grant-in-Aid” 
refers to a sum of money allocated 
by one government to another to 
assist the latter government in ac- 
complishing certain defined objec- 
tives. These grants are almost al- 
ways made by a higher government 
to a lower such as federal grants 
to state governments or state grants 
to the various local governments. 
(2) The main objectives of federal 
grants-in-aid are: 

1. To provide funds to do some- 
thing in which the national govern 
ment has an interest and for which 
there would otherwise not be suff 
cient funds. 
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2. To stimulate action on the part 


of state and local governments in 
such fields, for example, as slum 
clearance and public housing, de- 
velopment of more adequate health 
facilities, construction of more ade- 
highways, ete 

. To assure that at least certain 
minimum standards will be observed 
and in some instances that uniform 
standards will be maintained. The 
benefits of good highways in one 
state, for example, may be lost to 
a considerable extent if highwavs of 
neighboring states are inferior. 

To equalize opportunities and 
services or facilities through central 
tax collection and redistribution un 
der a formula based in considerable 
measure on need. 

(b) Two of the largest federal 
grant-in-aid programs are public as 
sistance (old age, aid to the blind, 
etc.) and highways. There are. 
however, a number of other pro 
grams which receive heavy support 
trom the federal government. More 
over, there are constant pressures 
for expansion of existing programs 
and the addition of new ones. Edu 
cation, housing, redevelopment and 
urban renewal, farm price support, 
health and hospital programs, air 
port development, support of the 
National Guard and forest fire pro 
tection programs are all supported 
in some measure by the federal gov 
ernment. Under all federal grant 
in-aid programs, the federal govern 
ment establishes certain standards 
of construction, performance and the 
like. In order to secure these grants, 
state and local governments must 
comply with these standards. In 
addition, the federal government re 
quires the state and local govern 
ments to match the federal contri 
butions on a fiftv-fifty basis or on 
some other basis worked out by 
Congress. State and local plans 
must be approved by federal author 
ities, reports must be made to the 
federal government as required, and 
federal inspectors examine the work 
In progress or the records of what 
has been done. The extension of 
such federal controls to activities 
once under complete control of the 
state and local governments must 
stop at some point or it is apparent 
that in time the states will indeed 


become “hollow shells” or primarily 
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(c) Several proposals have been 
made to strengthen the states in 
their relation to the national govern- 
ment and to obviate the possibility 
of having states become “hollow 
shells” under the federal system. 
For one thing, it has frequently 
been suggested that greater respon- 
sibility for highway construction and 
maintenance be returned to the 
In order to enable the states 
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which 
does its 


administrative areas within 
the federal 
work. There is, of course, tremend- 
for federal 
aid for education, agriculture, hous- 
ing, health and hospitalization pro- 
With 


each addition or expansion, federal 


government 


ous pressure increased 


grams and numerous others. 


states. 


powers are increased at the expense 
to meet the financial requirements 


of state and local governments. 
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To warrant your status as the Independent Insurance Agent 
of your clients you must make sure that you do in fact 


Y SERVE their insurance interests fully. Service is some- 

Y times considered an overworked word in business relation- 
G 
% ships. Never-the-less service should be the first essential 


y ingredient in the conduct of an insurance agency. 
7 Serving an insurance client or account lies in your 
Z assumption of responsibility for his complete and adequate 
protection against the reasonable exposures in his situation 
as they exist now and in the future. Your responsibility 
involves the ascertainment of facts for analysis and study: 
preparation and presentation of recommendations based 
on those facts, and finally, personal consultation and sincere 
effort to convince the client to act favorably on them. The 
responsibility for the client’s decision, of course. must be 
his. The record should be clear that you performed your 
service, should events run contra to an adverse decision. 
To impress your clients and to continually strength- 
en your ties to them, make yours as personal a service as 
possible. Utilize every available opportunity to see and talk 
with them: for instance, deliver renewals personally ; make 
ij a visit to explain changes in rates. changes or betterments 


y of existing policies, and to inform about new policies. Be 
y sure your clients know how to reach you. day and night, so 
j you will be on hand to handle personally all loss claims. 
Z Finally, present all loss payments yourself, 
With such an agency service creed backed by long 

experienced agency companies like those of The Commer- 
y cial Union Group your business will be enhanced. 
yi THE COMMERCIAL UNION GROUP 
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under such increased responsibility, 
the proposal has been made that fed- 
eral taxes on gasoline and automo- 
bile accessories be gepealed and allow 
the states to make use of these reve- 
nue sources. A second proposal 
suggests that a reversal of the trend 
toward dangerous federal centrali- 
zation might begin with a change 
in the philosophy of and constitu- 
tional interpretation by the ‘supreme 
Court. This suggestion points out 

that the vigor and vitality of states 

might be partially restored by 

stricter interpretation of the com- 

merce and taxing powers of Con- 

gress by the Court. A third proposal 

suggests that the states demonstrate 
a determination to exploit more fully 
the possibilities of interstate com- 
pacts and other cooperative arrange- 
ments in accomplishing interstate 
objectives that the federal govern- 
ment now feels compelled to under- 
take. Other suggestions designed to 
strengthen the position of the states 
are: the reorganization of state gov- 
ernments to facilitate more efficient 
and economical governmental opera- 
tion and administration ; the removal 
of restrictions or conditions in fed- 
eral grant-in-aid programs to permit 
a wider range of decision-making to 
state and local government; and, if 
complete removal of such restrictions 
is not feasible, the suggestion has 
heen made that federal grants be 
made for broader purposes which 
will then permit greater flexibility to 
state and local authorities in the use 
of the grants. 


QUESTION VIII 


(a & b) In a recently decided 

anti-trust case the Supreme Court 
of the United States declared illegal 
a combination in which one com- 
pany has always supplied the largest 
part of certain material requirements 
of the one customer in another in- 
dustry with which it was connected 
by a substantial stock investment. 
1. Explain the economic justifica- 
tion for anti-trust laws. 
2. Distinguish between the 
principal types of combinations that 
may be created by substantial inter- 
company stock ownership and ex- 
plain why one type has been con- 
sidered more in conflict with the 
objectives of anti-trust legislation 
than the other ? 


two 
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(c) How has the exemption of 
from 


unions anti-trust 
been justified ? 


labor acts 


Answer 


(a & b) 1. The economic justifi- 
cation for anti-trust laws is that such 
laws, if enforced, will prevent con- 
tracts, combinations and agreements 
in restraint of trade which in turn 
will assist in the preservation of 
healthier competition in’ price and 
quality of and services. 
Moreover, competition will 
help in maintaining higher levels of 
production and consumption, 


“ls 


such 


2. The two principal types of com- 


binations that may be created by 
intercompany stock 
ownership are horizontal combina- 
tions and combinations, 


Horizontal combinations are those 


substantial 
vertical 


in which one enterpriser engaged 
in the marketing of goods and serv 
ices acquires a substantial portion 
of the stock of a competitor in the 
same field and thus eliminates com- 
petition. In this way, the expanding 
company can control output of 
goods and services and also quality 
and price. This is the type of com- 
bination which tends toward 
nopoly. It is the type of combination 
which anti-trust 
signed to prevent or dissolve if it 


legislation is de 
Such a com- 


bination tends to deny to the public 
the benefits of increased production 


is already in effect. 


and improved quality at lower prices 
which healthy competition the 
production and marketing of goods 
and services has consistently pro 
vided. Vertical combinations, on 
the other hand, have proved far less 
dangerous and are generally not held 
to be illegal unless it can be demon- 
strated that they have the effect of 
eliminating competition im interstate 
commerce and, therefore, inducing 
monopoly. Vertical 
are created by producers acquiring 
ownership control through — stock 
purchase of their suppliers of raw 
materials and accessories and per- 
haps their marketing outlets. Some- 


combinations 


times the vertical combination may 
have been organized originally by 
the corporation owning the supply 
organization as well as the produc- 
ing organization and marketing out- 
lets. Such a combination has little 
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to gain by restricting production 
and can generally have little effect 


on the elimination of competition. 


(c) Exemption of labor unions 
from most of the provisions of anti 
trust acts has been justified on the 
grounds that labor is not a com 
modity oft the type embraced in the 
designs of 


enterprisers to control 


production, quality and price 


through agreements with competi 


tors or through purchase of stock of 
Union ex 
emption from anti-trust acts has also 


competitive enterprises. 


been justitied on the basis that until 
recently labor was at a great dis 
advantage with the more powertul 
employer in the collective bargaiming 
process ‘| herefore, the only miecans 
labor could use effectively in dealing 
with 


an “organized” employer with 


more adequate resources Was 
| 


ext ¢c 
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C.P.C.U. Questions—Continued 


“union” or 
with fellow workers. 


through combination 


QUESTION IX 


In drafting the multi-purpose So- 
cial Security Act, Congress estab- 
lished different plans for financing 
and for administering the Old Age 
and Survivors’ Insurance provisions 
of the Act than those for financing 
and administering the Unemploy- 
ment Compensation Provisions. 

(a) Explain the differences be- 
tween the plans for (1) financing 
the Old Age and Survivors’ Insur- 
ance program and Unemployment 
Compensation, and (2) admuinister- 
ing these two programs. 

(b) explain why the provisions for 
(1) financing and (2) administer- 
ing the two programs differ as they 
do. 

(c) Submit arguments (1) for, and 
(2) against a single uniform fed- 
erally-financed and federally-admin 
istered workmen's compensation 
program in lieu of the separate and 
distinct state systems we now have. 


Answer 


(a)(1) The Old Age and Sur- 
vivors’ Insurance program is_ fi- 
nanced by payroll taxes of 2'4 per- 
cent on wages and salaries of each 
employee in covered employment up 
to a maximum of $4,200 of the 
employee's wages or salary for each 
vear. Both the emplover the 
emplovee pay the tax at the 2'4% 
rate at present but the rate is sched- 
uled to increase on Jan. 1, 1959 to 
214° will 
will remain 


and eventually rise to 
indet - 
iutely unless changed by Congress. 
Phe self-employed bear the whole 
burden of a tax on earnings up to 
$4,200 at a rate of 50% higher than 
that paid by the emplover and the 
employee above. 


where it 


The present rate 
for the self-employed is 33.% and 
it will be increased by five-vear 
periods until after January 1, 1975 
when it will be 639% unless altered 
by Congress, 

Unemployment compensation is, 
federal 
payroll tax on employers in enter- 


in general, financed by a 
prises having four or more persons 
in their employment during the year 


eda 


Best's Fire and Casualty News 


= 


Aid of the Month 


simple 
flexible 
profitable 


BUSINESS INTERRUPTION FORM 
<= —_ Now only one Gross Earnings form, with 


endorsements. With or without 
payroll protection. Or payroll protection for a 
limited number of days. 


MODr rr 


(This new form may not yet be available in your state — watch for it! 


helpful 
practical 
combination 


SALES AID AND WORK SHEET 


Explains new features, billboard fashion. Shows 
» why this coverage is a ‘“‘must”’. 
Your J spat Includes a simple but complete work sheet 
i to determine the prospect’s needs. 


Ask your A¢tna fieldman today 
about this new business builder. 


=> 
=> 
A2ina ASTNA INSURANCE COMPANY 
> 


HARTFORD 15, CONNECTICUT 


Worldwide Insurance through our Foreign Dept.. AFIA 
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page 
in which the tax is levied with cer- 
tain types of employment not cov- 
ered. The federal tax is at the rate 
of 
ployvers who pay state taxes under 
a federally approved system will 
a 90% credit (2.7% of the 
tax levied) against their fed- 
eral taxes because of the payment 
they have made to the state. Thus, 
2.7% stays with the state and .3% 
goes to the federal government. 
The Federal Social Security Act 
does not require employees to pay 


3% with the proviso that em- 


receive 


I% 


any 
but 
such requirements 


msurance tax 


a few of the states do Impose 


unemployment 


Phe tax by these 
states on employees, however, 1s gen 
lower than the tax 
by the federal government 
against employers. 

(2) The Old Age and Survivors’ 


Insurance program is administered 


erally 3% 


levied 


entirely by the federal government 
through the Social Security Admin- 
the 

education 


istration in Department — of 
Health, Welfare. 
The Unemployment Compensation 
the 
states under general supervision by 
the federal The fed- 
eral government pays the costs of 
administration out of their 
sag of 1% and are re- 
quired to meet certain federal stand- 


and 


programs are administered by 


government, 


state 
tax States 
ards to enable their employers to 
receive the 90% credit against the 
federal tax. 

(b)(1) The provisions for finane- 
ing the two programs differ for the 
following reasons. Provision for an 
something 
certain to come and for which he is 


emplovee’s old 


age 1S 


expected to make plans of some 


130 


sort. It is right, therefore, to make 
the financing “contributory” on his 
part since he will benefit when he 
retires. At the same time, society 
recognizes that the employee may 
not be able to afford to cover the 
total cost of his old age subsistence 
and thus charges the employer a 
the total retirement 
cost. This latter charge paid by the 
employer may, in turn, be partially 
passed on to the public in the cost 
of goods and services. The balance 
will have to be absorbed by the em- 


percentage of 


ployer but perhaps he derives some 
benefit which results from long and 
continuous service of his employees 
and who may perhaps render more 
efficient result of the 
which the old 


service as a 
relief. from anxiety 
age pension provides 
The financing of unemployment 
insurance entirely by a payroll tax 
on the employer is justified on the 
grounds that unemployment is an 
industrial hazard which the 
employee has little or no control. 
The employer can, at least  theo- 
retically, pass the cost on to society 
in the higher price of the goods and 
that the group 
will eventually absorb these costs. 
At the same time, imposing the di- 
rect burden on the employer may 
provide an extra inducement for 
him to regularize his employment so 
far as practicable. As an added in- 


over 


services SO social 


ducement to regularize employment, 
some states have established merit 
rating svstems which will lower the 
employer's rate for good experience 
with unemployment. 


(2) 


The problem of old age and 
survivors’ security is reasonably uni- 
form in character throughout the 


nation and, therefore, requires 


uniform administration which 
be provided at the national level. 
Moreover, there is a close relation- 
ship between the financing of a pro- 
gram and its administration. Since 
Old Age and Survivors’ Insurance 
is financed directly by federal pay- 
roll taxes levied uniformly through- 
out the nation, it is essential that 
the program be administered by the 
central taxing agency which is the 
federal government. 

On the other hand, unemployment 
varies greatly from one section of 
the country to another. It is rela- 
tively high at times in industrial 
states while agricultural states may 
not be affected so greatly. Unem 
ployment may also run_ relatively 


can 


higher in some industries concen 
trated in one group of states than 
it does in other industries in other 
locations during a particular period. 
It is, 
varies in intensity among the vari- 
for which state ad 
ministration and special attention is 
preferable to a more impersonal and 
less intimate administration centered 
in the nation’s capital. 


therefore, a problem which 


ous states and 


(c)(1) The principal arguments 
for a uniform system 
as follows. First of all, under fed- 
eral administration a more adequate 
and uniform coverage with more 
liberal compensation should be pos 
sible when compared to the present 
arrangement. The argument is also 
presented that federal administration 
is generally more efficient than state 
administration. If this argument is 
granted, then more efficient admin- 
istration would mean more econom- 
ical administration and thus greater 
benefits could be provided injured 
workmen under a federal plan for 


federal are 


WOLVERINE’S POLICY... 


Means more commission $$$ to Agents and complete packaged insurance protection for 


MOTEL Owners and or Operators. 
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the same costs now required under a further weakenin; 


g of the federal stantial part of the losses entailed 
: separate state plans. Finally, the system which most Americans are by unemployment if and when it 
problems arising from migration of — not vet willing to abandon occurs. Moreover, it is designed 
workers and from conflicts and ditf- only to absorb the tirst blow of the 
ferences in state laws would be QUESTION X loss of wages and the economic 
eliminated in some instances and hardship suffered by the unem 
greatly simplified in others if fed Recently a leading independent ployed. It was never intended that 
eral financing and administration research organization reported the unemployment compensation fully 
replaced the present system, results of a study which indicated replace wage losses. Such a provi 
(2) The arguments against a that state and railroad unemploy sion would encourage malingering 
single uniform federal system are ment insurance benefits received by and remove employee incentive to 
as follows. As in the case of unem-— eligible workers would replace only — get back to work as soon as possible 
ployment, greater concentrations of — about 300 of wages lost through Unemployment compensation was 
industry some states than in unemployment in private industry. intended to provide the unemployed 
others result in workmen's compen (a) Assuming this figure to be with a bare subsistence payment 
sation hazards of unequal propor- correct, does it indicate that unem- that would remove the stigma of 
: tions in the various states. Each  plovment insurance is failing to ac charity without inducing compla 
state, therefore, can best plan and = complish its objectives? Include in cenev. Present unemployment com- 
execute Its own program tor work vour answer an explanation of these pensation systems, with merit rating 
men’s compensation. It is also objectives provisions im most states, are de 
argued state administration (hb) Since more than 85% of all signed to induce emplovers to reg 
and financing of workmen’s com- employees in private industry are ularize their employment and keep 
pensation programs stimulate ex covered by unemployment insurance, unemployment at a minimum 
perimentation and reward achieve why is it that only about 30% of (b) One of the obvious reasons 
ment to a greater extent than wage loss is compensated whv only 30 of the wage loss is 
does a centrally-tinanced and admin (c) How have some employers compensated is the fact that weekly 
istered program without the com and umions through private plans payments seldom exceed one-half of 
a peting entities. Another argument attempted to liberalize unemploy- the regular weekly wage. In other 
calls attention to the fact that re ment pay, both in respect to amount words, the compensation payments 
- cent studies indicate too much power — and duration and how are these pri are only a fraction of the worker's 
has been shifted from = states and vate plans related to state unem regular wage. In the second place, 
local governments to Washington ployment insurance plans there are limits in all states for the 
already. The national government, duration in which payments will be 
it is argued, has become a. viant Answer made to the unemploved. In most 
bureaucracy that cannot continue to states, compensation is limited to a 
assume more of the total govert a) The figure cited, even if cor- maximum of 20 to 26 weeks pet ; 
Be mental burden and do its job reet, does not indicate that unem vear. In almost all states there are 
economically and efficiently. Finally, ployment imsurance ts tailing to a vaiting periods of at least a week 
nationalization of workmen's com-  complish its objectives. Unemploy- before any payments are made. This 
pensation programs would consti ment compensation is designed to fact will obviously reduce the per 
ie tute an invasion of states’ rights and distribute among the many a sub 4 
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1. A COMPLETE SAFETY PRODUCT 
INFORMATION SOURCE . . combined 
for the first time with... 


2. THE MANUAL OF MODERN SAFETY 
TECHNIQUES . . . in ONE all-com- 
prehensive work! 


Nothing in Safety and Maintenance can equal the 
ONE-TWO PUNCH of the new ALL-COMPREHENSIVE 
BEST'S SAFETY-MAINTENANCE DIRECTORY combined 
with THE MANUAL OF MODERN SAFETY TECHNIQUES 
FOR beating down accident costs . . . increasing mainte- 
nance efficiency . . . boosting production. 


TOTAL Plant Safety with TOTAL Information 


In this single publication you will find practical, 
useable information to guide you in the organization of 
a top rate geared to fit safety program the SIZE of YOUR 
PLANT... 


. . » MEASURES the effectiveness of 
your present program. 


. . « SHOWS you how to slash unneces- 
sary detail. 


. . . FINDS the most efficient answers to your 
safety/production problems. 


. . . PROVIDES ideal, realistic and economical 
methods for introducing instantly effective 
safety measures. 


HE ONLY WORK 
OF ITS KIND 
IN EXISTENCE 


© COMPLETE @ CONCISE 
ACCURATE ® UNBIASED 
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ILLUSTRATED 
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COVERED IN THIS ESSENTIAL ENCYCLOPEDIC VOLUME: 
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plus the incalculable benefits you will receive from this 
ALL NEW MANUAL OF MODERN SAFETY TECHNIQUES... 
in the new 8th EDITION of BEST'S SAFETY-MAINTENANCE DIRECTORY 


you also receive a> 


IN SAFETY INFORMATION 
combination that took 15 YEARS to 


THE NEW 1960-1961 8th EDITION 


SAFETY-MAINTENANCE DIRECTORY 


-the only work of its kind in existence- 


On the spot answers to your SAFETY and MAINTENANCE PRODUCTS questions... 
describes concisely, accurately and impartially all essential safety and maintenance 
products, devices and equipment for ALL industry . . . for every vital area. This 
vast fund of practical information has been greatly expanded to include: 


MORE Safety and Maintenance products information in over 700 pages—the biggest yet! . . . 
MORE Manufacturers Names and Addresses—listed alphabetically ... MORE New Major 


Industrial Categories such as: 
In-Plant Communications Equipment; In-Plant Feeding Equipment; Waste Disposal Equipment; In-Plant Vehicle Mainte- 
nance; Liquified Petroleum Gas Handling Equipment; and In-Plant Hospital Equipment. All new sections are designed 


to encompass the most recent developments in the Safety Field and to provide you with the information needed to 
keep you abreast of any and all current requirements. 


MORE descriptive product information—Product and Category cross referenced for your con- 
venience. Also included—Index of Trade Names. 


NEW! NEW! NEW!—DISTRIBUTORS INDEX. . c contains a 
provide you with quick, convenient access to the nearest manufacturer's outlet. Elimine 
effort . . . easy geographical reference to the handiest source for r product and wan 


distributor listed under the appropriate manufacturer who 


PLUS. . . CONCISE DESCRIPTIONS PROFUSEDLY ILLUSTRATED 
All essential safety and maintenance products, devices and equipment for all industry described accurately . . . including 
the most recent technical developments in the Safety Field. Ilustrated—hundreds of photographs and drawings. 


PLUS. . . AUTHORITATIVE ACCURACY 
Produced with the active collaboration of the nation's leading experts in their respective fields. EVERYTHING NEW 
AND ALL THAT'S STANDARD TOO! A full time staff continuously sifts, ferrets out and evaluates the thousands of 
new products on the market... and at the same time checks all standard equipment for up-to-the-minute usefulness. 


IMPARTIAL, INDEPENDENT ANALYSES 
The criterions for all products listed are: Will they do the job ... will they contribute to smooth uninterrupted 
operations ... will they reduce accidents, replacement delays, compensation costs ... will they cut down non- 
productive claims on your time? Will they increase Production Efficiency—keep your men on the job? 
Controversial products or materials are thoroughly screened and where necessary, checked with such authorities as 
U. S. Bureau of Standards, U. S. Labor Dept., U. S. Bureau of Mines, U. S. Public Health Service, Underwriters 
Laboratories, Factory Mutual Laboratories, American Standard Assn. and other reliable testing organizations 


BEST'S 1960-1961 SAFETY-MAINTENANCE DIRECTORY is skillfully edited to meet the needs of every man who has an 
administrative responsibility for cutting accidents, costs and insurance premiums . . . for reducing replacement costs 


and delays . . . for increasing production efficiency . . . and for keeping his men on the job and fully productive ALL 
THE TIME! 


LITERALLY TONS OF LITERATURE has been compressed into this unique volume. The new 8th Edition contains the biggest, 
most comprehensive collection of safety information yet offered . . . truly sets new and higher standards in the safety 
publications field with the introduction of this “TOTAL SAFETY" concept in ONE all-comprehensive work. Delivers more 
answers to your safety problems in mere seconds than you could hope to find in hours—even days—without the DIRECTORY. 


Nowhere else will you find all this help available to you. Make BEST'S SAFETY-MAINTENANCE DIRECTORY your private 
research staff for two full years for the small cost of ONLY $7.50 PER COPY. 
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C.P.C.U. Questions 


overage for any 
significant num- 
unemployed fail 


suitable employ- 


din covered employment 
prior to their loss of jobs, 
enterprises have sup 


unemployment 


plans under which the emplover adds 
a specified sum to the regular weekly 


unemployment payments. A 


plans under which compensation is 
regularized throughout the year de- 
spite the fluctuations in employment. 
This is an especially effective ar- 


rangement those 


ployment. 


Some concerns have provisions 


for emergency funds from 


workers may draw some 


num- 
ber of concerns have in recent years 
worked out guaranteed annual wage 


industries that 
regularly experience seasonal unem 


which 
rt 


Swett & Crawford 


GROWTH: 


For over 110 years, Ohio Farmers 
has been growing in size, in serv- 
ice to policyholders and in service 
to you the insurance agent. If 
you'd like to represent this mod- 
ern, progressive company and 
assure yourself a successful fu- 
ture, drop us a line. 


Ohio Farmers Companies__— 


Ohio Farmers Insurance Company « Chartered 1848 
Superior Risk Insurance Company « LeRoy, Ohio 


during periods of unemployment 
Such tunds are maintained through 
stock and dividends 
by the employer or through em- 
ployee savings encouraged by the 
employer. There are 


allocations of 


provisions in 
some union contracts for severance 
Finally, some 
unions have funds from which they 
provide 


or dismissal pay. 


some support for their 
members who are unemployed as 
the result of a strike. The only one 
of the above plans for liberalization 
of unemployment — compensation 
which is related to state unemploy 
ment insurance plans is that scheme 
in some industries which provides 
supplementary benetits for employ- 
ees in addition to their weekly com 
pensation from the state. 


TRAFFIC SIGNALS 


Thr AUTOMATIC responses to traf 
fie signs and that every 
driver develops may help him drive 
safely in his own state but could 
prove deadly when he drives in an 
other state, Mrs. Agnes D. Beaton, 
director of the women’s division of 


signals 


the Allstate Insurance Companies’ 
safety department, warned the East 
Central Conference of the National 
Federation of Business and Pro 
fessional Women’s Clubs in Cleve 
land. We learn to respond to traffic 
signals automatically, leaving our 
minds free to concentrate on other 
problems of driving but these auto 
matic responses can become danger 
ous when we drive in other states 
traffic signals are different 
those we 


where 


from have learned, she 


noted 


Adds to Traffic Toll 
Mrs. Beaton pointed out that lack 
of standardization of traftic 
signals and pavement markings from 


Signs, 


state to state adds to the national 
trattic accident toll by creating addi 
tional accident situations when out 
of-state motorists become confused 
by unfamiliar traffic signs and make 
the wrong maneuver or hesitate in 
swilt-moving traffic. She 
that in today’s high speed. traffic, 
even the 


stressed. 


slightest hesitation by a 
driver can cause a serious accident 


News 


Best's Fire and Casualty 


centage of wage 
given period, In ; 
ber of Cases, the 
to secure compensation because of et 
their failure to register their 
ment when offered. Some unem- 
nloved, ot COUTTS, receive no com + 
pensation for the reason they were 
= 
\ 


RESERVATION OF 
dence in 


physical evi- 
auto accident 


for early analysis by 


cases 
scientifically 
trained experts could save insurance 
companies a multitude of headaches 

to say nothing of hundreds of 
thousands of dollars. No longer can 
the opinions of parties involved im 
the unreliable 
words of evewitnesses be accepted 


accidents or often 
as the only basis for a correct and 


fair outcome of any suit. Science 


must take a hand to determine what 
really happened. 


Complicated Task 


These are the views of Stephen 


IE. Blewett, a Pasadena, Califormia 


scientist who uses the laboratory, 


cameras, instruments, 
special testing tools, and a wide 
background of knowledge and ex- 


perience to nail down the facts and 


surveving 


accurately place blame. 

The job of such a “scientific 
sleuth,” however, is often compli 
cated because he is not called in for 
advice until months or even years 
after an accident when the cars in- 
volved have been sold for junk and 
the revealing marks on the highway 
have been obliterated by time. 

Blewett begins an investigation as 
soon as feasible, while the wrecked 
cars are still on the highway if 
he can. If this can’t be arranged, 
he collects as much physical evidence 
as possible, as soon as possible. 
Here’s a case which Blewett thinks 
the defense attorney's client would 
have lost if the plaintiff's wrecked 


vehicle had not been preserved: 


An Interesting Example 


\ western farmer claimed a tour- 
ist had sideswiped his truck on a 
country highway. The farmer said 
the vacationer’s Cadillac, travelling 
at a high rate of speed, had pulled 
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Sleuth 


Science must take a hand. 


out to pass him, but had struck him 
instead, causing him to lose control. 

Cursory 
nothing 


investigation showed 
with the farmer's 
story. But the farmer had kept the 
truck, which indeed had sideswiped 
something, as had the Cadillac. 

So far, the case looked exceed- 
ingly black for the defense. But 
Blewett discovered something that 
made him change 
the accident On the side of the 
truck two indentations that 
corresponded exactly to the torpe- 
that characteristic of 
certain Cadillac bumpers 

In court Blewett testified to the 
presence of tire marks on the high- 
way, which showed that the driver 
of the Cadillac was trying to stop 
at the time of impact.’ What's more, 
the indentations in the side of the 
truck were clear evidence that the 


amiss 


his mind about 
were 


does are a 


truck was driving across the highway 
when the accident happened. Fur- 
ther evidence showed that the 
truck’s motor had knocked 
sideways, something that only a very 
severe blow from the could 


been 


side 


ACK omplish 


After the Cadillac had stt 
side of the truck, the two vehicles 


did, in fact, sideswipe, leaving the 


damage that 


supported the 
tiff’s explanation f the | 
Actually, the farmer had been neg 
tiating a U 
hit him. 


turn when the C; 


Use of Photographs 


Blewett's introduction to this case 
was through photographs, taken by 
professional 


None of the photos 
showed the 


displacement of the 
motor, a key point in Blewett’s case 
In general, Blewett photo 
graphs are no substitute for the 
Unless photog 
raphers are trained as accident in 


Says, 
vehicles themselves. 


vestigators, they don’t know what 


to look for or where to find it 
Keeping of evidence in anothet 

i but even 
more vital was the calling in of an 
analyst early in the case. A small 
sports car sedan had 
collided on a highway. Investigators 
found skid marks of the 


case was also important, 
1 


and a heavy 


Sp rts car 


Scientific 
= 
: 
(Continued on the next page) 
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Scientific Sleuth ntinued crossed over to the wrong side of 
the white line. 

on the wrong side of the road lead The analysis proved that the 
ing up to the point of impact. Marks heavy sedan had been travelling at 
from the sedan were on the right) a high rate of speed astride the 
side, and practically everyone white line for hundreds of feet prior 
jumped to the obvious conclusion to the collision. As the driver of 
that the sports car caused the ac- 
cident. 

Blewett, called i 


the sports car rounded a slight curve 
and saw the sedan bearing down on 
early, went to the wrong side of the road, he made 
the scene and carefully examined a last ditch effort to save himself 
the highway for a considerable dis- and his 


passengers by turning on 
tance on both sides of the accident the left side to get out of the way, 
scene, He found a line of faint and at the same time he instinctively 
marks leading back 400 feet in the hit his brakes to keep from leaving 
direction from which the sedan had — the road and going over a cliff. 
come. These marl s, pre viously un The driver of the sedan, hogging 
observed, were four feet on the the road. saw. the sports car and 


wrong side of the ligl Wal for the also made a last second effort to 


sedan avoid the crash. Unfortunately, his 
efforts brought him directiv in the 
path of the sports car and three 
Tire Pattern 
The vehicle, which had remained The investigation clearly threw 


in the wre cking vard. was examined the blame on the driver of the sedan 
and the marks matched with the and proves the danger of jumping 
tread, pattern, and size of the tire. to quick conclusions. Experts don't. 
It was disclosed that the left rear 


tire of the sedan was heavily worn; - ‘ 
Paint Analysis 

the other three had little wear The 

dragging of the left rear tire had In another case, proving of “what 

put the telltale mark on the road. struck what where” was determined 


\ closer look at the skid marks | 


\ identifving the tvpe and color 
of the sports car showed that im of paint that was transferred from 
1 nding, or faint marks sometimes one surface to another. Several cars 
left before the principal skid begins, were involved in the accident, and 
tarted on the correct. side. then Suits were instituted against. the 


and COMPANY, INC. 


e Reinsurance 
treaty 


facultative 


175 W. dlackson Bivd. 
Chicago 4, WAbash 2-5073 


driver of an older Ford who was 
charged with causing the multiple 
accident when he collided with a 
Plymouth going in the same direc- 
tion. The Ford in turn, it was 
charged, struck and damaged two 
other cars. When the merry-go- 
round ceased, none of the cars were 
touching, and it was impossible to 
determine, merely by looking, what 
had happened. 


Paint Analysis 


Paint transfer analysis showed 
that the Ford was struck by the car 
going in the same direction, but 
that he had not even touched the 
other two. The jury found that the 
Plymouth driver was at fault for 
the original collision and = that he 
was the one who had bounced into 
the other cars. The Ford owner was 
declared not negligent and his in- 
surance company had to no 
claims—thanks to scientific analysis 
and the fact that the damaged cars 
were available for examination 

Sometimes physical evidence isn't 
enough. It took something more 
when a major auto manufacturer 
was sued by the two passengers of 
a pickup truck which abruptly left 
the highway. The passengers, se 
verely injured, claimed a defective 
wheel had disintegrated, resulting in 
loss of control. \ settlement of 
nearly $50,000 was refused. The 
manufacturer called in Blewett. 

The plaintiffs charged that a de- 
fective rivet in one of the wheels 
had broken, allowing the two largest 
parts of the wheel to separate, caus- 
ing the pickup truck to roll over. 
Blewett’s modus operandi was to 
obtain an identical truck and_ test 
it on the road as rivets were re 
moved one by one from a wheel 

Blewett’s staff made motion pic 
tures of the whole testing program, 
which included high speed operation 
on rough roads and deliberate skid 
ding experiments. At the conclusion 
of the tests Blewett had removed 
nine of the original twelve rivets 
from the wheel. The wheel was 
still operating satisfactorily. Blew 
ett, who did the test driving him 
self, was taking a risk in using such 
objective testing procedures. “We 
had to get to the heart of the facts.” 
he says. “In court a practical test 
is worth more than any opinion 
supported by theory only.” 
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When the case came to trial, the 
plaintitfs were required to submit 
the wheels of the wrecked truck 
into evidence. Blewett was able to 
show that the rivets on these wheels 
had been damaged as a result of a 
severe impact when the truck rolled 
over in a rock-strewn ditch. This 
testimony, together with the movies 
of the tests, convinced the jury, 
which returned a verdict for the 
defense. 

When should such a scientific an 
alvst be called in? Right away and 
on practically every case, Blewett 
advises. 

Lut doesn't this cost money ? 

“Of course,” savs Blewett, “but 
isn't such an outlay better than try 
ing to reconstruct an accident two 
vears after it has happened? In 
surance investigators should protect 
the evidence and get an expert on 
hand betore it fades into the past, 
along with any hope of winning the 


Case 


ADJUSTING 
ORGANIZATION 


MakkKEL service, Inc. has formed an 
independent adjusting organization 
under the trade name of National 
Claims Service It consists of 
twenty-nine ot the Markel Service 
claims ottices located from coast to 
coast. The company states it de 
cided to enter the independent ad 
justing field, when several insurance 
companies and large self-insureds 
inquired about using its claims or 
ganization subsequent to the new 


Markel- Allstate arrangement 


F. B. |. CRIME REPORT 


CRIME IN THE United States showed 
an over-all increase in 1958 of 9.3% 
over the 1957 level as measured by 
the Federal Bureau of Investigation’s 
new crime index. Robberies in 
creased 12.7%: burglaries 12.6% 
larcencies over $50 10.3% and auto 
thefts 2.2% 

Over one-half of the dollar value 
of property stolen in 1958 was a 
counted for by auto theits. The 
average value of the cars involved 
was $835. Other property stolen by 
robbers, burglars and thieves, as re 
ported to the police, averaged $111 


r offense. 


For October, 1959 


Ordered my 
“Christmas 
Gift" for 
Employees 
Through My 
Insurance 
Man! 


You can't eat it, wear it or spend it. But 
as a Christmas gift for employees, a new 
or broadened Group Insurance Plan will 
appeal to many employers. 


This is the gift which brings real and lasting 
benefits to the recipient—a gift that con- 
tributes to family security every day in 
the year. The idea is particularly appro- 
priate for the small business which employs 
from 10 to 24 workers. 


If you like the idea of developing Small 
Group A. & H. business with a Christmas 
gift approach, write for Acco’s attractive 
new Small Group kit. It's designed for 
one-call sales... you can recommend the 
coverage and quote rates on the spot. 
Plans may include Hospital and Surgical 
Benefits; Weekly Income for accident or 
sickness; Death and Dismemberment; 
Major Medical and Specified Disease. 
There are only about 50 “shopping days” 
to Christmas—so clip the coupon, attach 
to your letterhead and mail it today. 


AMERICAN CASUALTY 


60 Branch and Service Offices Coast-to-Coast 


AMERICAN CASUALTY CO., READING, PA. 


Please rush your sales and information kit on SMALL GROUP A. & H. PLANS 


Name 


City 


: 
i ; ; 
: 


new 


Best's Fire & Casualty Reports— 
OOth ledition 


fives comprehensive 


authenti reterence work 
and 
the 
financial conditions and operations 


of 1,273 fire 


analy SCS 


complete individual reports on 


and casualty insurance 


compaties in the United States, plus 


Best's summary opinion or rating, 


In addition, it includes condensed 


Information covering tire cas- 


ualty companies operating in Can- 
ada 


Keach 


a review of the company’s history, 


company report contains 


Management, reputation, veneral 
underwriting practices and reinsur- 
for 


mportant 


ance arrangements. Presented 


each COMPA are many 


exhibits including tive vear financial 


and studies 


movements of 


operating showing 


assets, policevholders’ 
direct and 


remium volume, underwriting ra- 


surplus, reserves, new 


tlos, investment gains, dividends and 


lederal taxes. ( omple te figures ap- 


pear covering 1958 


experience of 
each line of business written: vearly 


by-line underwriting results for 


each of the five vears recorded by the 
principal classes of business ; detailed 
financial statement figures for each 


ot the last two years; figures for 


the leading groups and/or fleets and 


other tinanecial faets and information 


too mMsurance 


Nun 


operating, 


CrOUS TeVISIOUS in the presenta 
tion of the reports have made all 
previous editions of this book ob 
olete 

rf SETVICE ntract fron fred 
Best Ce } orated, 


/ St ; Vew 38. N. 


publications 


Insurance Manual for Owners and 
Managers of Office and Loft Build- 


ings—1958 revision 


This manual has been published 
in revised form to bring up-to-date 
the changes in insurance laws and 
practices since the original manual 
was published in 1949, It is written 
as a guide to purchasers of insurance 
rather than from a technical angle. 
The revision was made by a commit- 
tee under the direction and guidance 
of Donald M. Wood, Jr. CPCU, 
partner, Childs & Wood, insurance 
agents and brokers in Chicago. 

The manual is divided into five 
parts; the first of which is Loss to 
Property of the Owner; the second, 
Lialility for Personal Injury and 
Loss to Property of Others; the 
third, Income and Other 
Indirect Losses; the fourth, Other 
Losses and the fifth, General Com- 
ments. 


Loss of 


OY pps.; copies available from the 
Building Managers’ Association of 
Chicago, 38 South Dearborn Street, 
Chicago 3, lllinois. 


Workmen's Compensation Law Pam- 
phlet 


the New 


Compensation 


revised edition. of 
York Workmen's 
Law pamphlet has been prepared 
Icorporating important changes in 
the law of that state. The 
tion contains not only a digest and 
text of the Workmen's 
Compensation Law, but also per- 


new edi- 
complete 


tinent supplementary laws including 


RETARDED 


BE 
HELPED 


CAN 


CHILDREN 


SUPPORT YOUR 
LOCAL ASSOCIATION FOR 
RETARDED CHILDREN 
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all amendments enacted by the 1959 
legislative session. Annotations of 
cases decided since publication of 


the last edition are also included. 


$1.50 per copy published by the 
Association of Casualty and Surety 
Companies, 60 John Street, New 
York 38, New York 


Get the Prospect to Help You Sell 


by Edward J. Hegarty 


This book deals with a new and 
different way to boost sales, It is 
hased on the premise that the more 
the prospect does, the more he wants 
to buy. A sales presentation is made 
up of three parts: What the Sales- 
man Says; What He Does and What 
He Asks the Prospect to do, This 
concerned with the third 
part; what the buyer does. 

In making a presentation the 
salesman asks the buyer to listen, to 
look and to take part. This book 
gives hundreds of 


book 1s 


suggestions on 
how a salesman can use this listen- 
ing, looking and participation to help 
increase sales. The increasingly im- 
portant subject of visual presentation 
is given an especially useful treat- 
ment. The book’s practical methods 
have been used by the author in 
practice in for over 
twenty If properly applied 
they will achieve more and bigger 


classes 
vears. 


sales. 
297 Pps $5.95 per ( Pub- 
lished by the MeGraw-Hill Book 


Company, Inc., Hest 42nd 
Street, New York, N.Y. 


330 


Property Insurance Fact Book 


This isa compendium of informa 
tion on fires and facts about them 
It is designed for use as a ready 
reference by research men, scholars, 
speakers and writers on fire or fire 
prevention subjects. Extensively in 
dexed, the book contains historical 
background and the 
origin of property insurance, leading 
causes of fires, materials ignited, fire 
frequency, 1952-58; fire losses, fatal- 
ities and catastrophes. 


about fires 


Single copies are available from 
the Public Relations Dept. of the 
Vational Board of Fire Under 
writers, 85 John Street, New York. 


: 
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MAMMOTH MERGER 


E REPORTED last month on the 
Wve trend in British insur- 
ance of mergers between companies, 
and predicted that more would fol- 
low. Until then the biggest tieup had 
been that between the Commercial 
Union Assurance and North British 
and Mercantile. But hardly had the 
words run off our pen, as it were, 
than two of Britain’s oldest insurance 
concerns, the Royal Exchange and 
the Atlas Assurance, agreed to pro 
posals for a £150 million “operational 
and financial” merger. This was the 
fourth big insurance merger pro 
posed this vear. 

The merger will result in an un- 
dertaking with assets of about £150 
million. The North American busi 
ness of the Roval Exchange and the 
\tlas 
Sun Insurance Office, has been under 
late 


has 


\ssurance, together with the 


a common since 


1958, an 


management 
arrangement which 
already produced some worth-while 
reductions in operating costs. Last 
like insurance 
company, both the Royal Exchange, 
with a non-life premium income from 
the North American 
$1455 million, and the 
ance, with a 


vear, manv another 


market of 
\tlas 


non-life 


\ssur- 
premium 
income of nearly S& millions reported 
a loss on underwriting in the United 


States, 


NUCLEAR RISKS 


UNLIKE 
ket. 


marine 


NON-MARINE maw&r 


insurance interest 
ave not been faced with an urgent 
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REPRESENTATIVE 
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need to provide financial protection 
for atomic risks, and, apart from 
a small number of very large insur 
ances effected for account of certain 
contractors engaged in the building 
and operation of atomic reactors, the 
demand upon the British 
insurance market, at least, has been 
very limited 


marine 


The Marine Approach 
The marine insurance approach to 
this problem has of necessity been 
cautious, despite the fact that inter 
national maritime conventions are 
being drafted to provide legislation 
for indemnities arising from various 


\\ hile we are 
not likely to witness the birth of the 


marine nuclear risks. 


economic nuclear-powered merchant 
ship for some years yet, possibly ten, 
the growing number of nuclear-pow 
ered submarines and the launching 


of the N. S 


prompted many people to urge early 


“Savannah” have 
decisions on the part of marine un 
derwriters 

Not for the first time the 
Market has plunged in 


an important announcement regard 


British 
first, and 
ing nuclear risks was made in Lon 
effect 


Hull Committee had 


don recently. This was to the 
that the Jott 
agreed to amend the Institute Time 
Clauses (Hulls) to include the 
of loss or 


risk 
break 


nuclear im 


damage through 
down or accident in a 
stallation 


the sea, by 


whether on shore or on 


inserting between lines 
61 and 62 in Clause 7 (the 

maree Clause) the following words: 
‘Breakdown of or accident to nuclear 


installations or reactors on shipboard 


the In 


Clause / ot 
Hulls 


ar else he 
stitute 
reads: 


lime Clauses Now 
7. This insurance also specially to 
tree oft 


aan 


to cover (subject to the 


warranty) loss of 
the 


caused by the 


average 
age to subject matter insured 


directly 
\ccidents in loading, 


following 
discharging 
shifting cargo or fuel 
Explosions on shipboard or else 
where 
Breakdown of or accident 
installations or reactor 
board or elsewhere 
bre ikage 


Bursting of boilers, 


shafts, or any latent 


machinery ot 


Contact with 


aircTa 
Negligence of master, officers 
or pilots provided such loss or d 


1 


age has not resulted from 


want 
due diligence by the assured, owners 
or managers 

\lasters, 


to be 


othicers, crew o1 pilots not 


considered ; part owner 


within the meann 
should they hold 


sel” 


All Clauses Amended 
\ll relevant 
amended simi 
Clause is a. standard 
porated not only 1 
Hulls but 
official clauses sta 


Clauses for 


surance of shipowne 

The decision followed the 
cal and Clauses Committee approv 
ing an amendment to the Inchmaree 
vhich was accepted by tl 


me 
1 
ot this clatisc 
1 
hares im the ve 
heen 
Mico} 
1 
othe 
‘ 
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Joint Hull Committee. One suspects, 
too, the hand of the Joint Marine 
\tomic Energy Committee, formed 
in November, 1958, to consider all 
aspects of atomic risks in so far as 
they affect underwriters. 
The committee of twelve 
members, and Llovd’s Underwriters’ 
\ssociation, the Institute of London 
Underw riters, and the Liverpe 101 Un- 
derwriters’ Association are all rep- 
resented on it 


marine 


consists 


This decision is very definitely a 
“market lead” from Britain, and will 
undoubtedly exert 
fluence 


considerable in 


on underwriting attitudes 


elsewhere. It is also something ofa 
personal triumph for A, B. Stewart, 
of Lloyd’s, a champion of the “no 
pools, no fuss” approach to insuring 


marine nuclear risks. 


and who con- 
ducted what was literally a crusade 
to obtain wide spread acceptance of 
the approach which he has consist 
ently advocated. He has campaigned 
both privately within the market and 
internationally through meetings of 
the International Marine 
Insurance. The amendment to the 
Inchmaree Clause embodies the bulk 
of M1 
the past twelve to eighteen months. 
\n examination of the 


Union of 


y 


Stewart’s suggestions during 


new word 


the 
etfect of indemnifying the shipownet 
for ot 


ship caused by 


ing shows that the clause has 


anv. loss ot 


the 


damage to his 
result of any 
aceident) (including explosion) em 
anating 


from a nuclear 


installation 
installation 
on board the 


situated 


or reactor, whether sucl 


or reactor be carried 


insured or any other s! 


Ip 


anvwhere on land. Shipowners will 


be of 


has 


the cost 
decontaminating a vessel that 

been subjected to radioactivity, 
either resulting from an explosion to 


now indemnified for 


a reactor or other nuclear installa- 
tion, or through the accidental emis- 
sion of some form of radioactivity. 
But there is no provision to in- 
demnify the shipowner for loss or 
damage resulting from the dumping 
of nuclear waste material into the 
sea, a practice which is growing. 
The amendment does not encroach 
upon the matter of liabilities. Mr. 
Stewart has often pointed out that 
if, as a result of a collision, there 
were a reactor runaway, the Run- 
ning-Down Clause covers three- 
fourths of the liability (of the ship- 
owner) for collision damage done 
to other ships or cargoes, limited to 
three-fourths of the value of the 
ship insured. This cover would in 
clude instances in which the collision 
resulted in damage attributable to 
nuclear fission or released radioac 
tive The lack of action 
respect of cargo insurance is 


force. in 
prob- 
ably explained by the fact that the 
wording — of policies 
would appear to provide an in 
demnity for radioactive contamina- 
tion, that no urgent 
necessity to make any corresponding 


most 


cargo 


so there 1s 
alterations to the standard insurance 
clauses for cargo interest. 


JET STREAM 
A FEATURE of the aviation scene at 
present is that, while the percentage 
of what might be termed medium- 
sized aircraft remains approximately 


the same, that of large aircraft 1s 


Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 


FIRE CASUALTY TREATY FACULTATIVE 


Charles A. Pollock, President 


CHICAGO 4, ILLINOIS + 141 W. JACKSON BLVD. + WABASH 2-7515 5 


Within a veat 
or so the 100 to 200 seat jets will 
almost completely the 
picture. For the present, however, 
there is widespread intermingling 
both in the air and on the ground. 
The complexities of air traftic prob 
iems are already well known, but 
less is heard about traffic problems 
while aircraft are actually on the 
ground at airports. But a spate of 
accidents, particularly at New York, 
has re-emphasized the point that 
aviation insurance liabilities are the 
same whether the aircraft 1s taxying 
on the ground or flying at 40,000 
feet: though on the ground there ts, 


constantly growing. 


dominate 


perhaps, a reduced risk in respect 
of passengers. 


Recent Incidents 


The jets are 


aggravating the sit 
by reason of their 


their 


uation, not only 
but functional 
characteristics, and greater alertness 
Is required of both pilots and air 


size also by 


port staff. A recent example of 
this occurred when the jet stream 
from a B.O.A.C. Comet, combined 


with a surface wind, blew a of 
landing steps into the side of a 
S. A. S. Caravelle at Istanbul Air 
port. The steps penetrated four 


set 


inches into the Caravelle’s fuselage 
skin and caused two slight abrasions 
on the port wing. The accident oc- 
curred as the Comet was taxying 
into position on arrival at Istanbul. 
There have been one or two similar 
incidents elsewhere. 


TROUBLE IN IRAQ 


Iv IS PAINFULLY obvious that more 
than ever before political issues are 
affecting insurance in all parts of 
the world. And, because it has a 
wider spread of international 
than any other 
country, Britain appears to be bear 
ing the brunt of this political up 
heaval 


in 


surance business 


Three vears ago, it will be 
recalled, British insurance interests 
sustained heavy losses in 
Now a from 


Iraq, which has withdrawn a con 


Egypt. 


new blow has come 
siderable slice of its business from 
the London market and distributed 
it equally between Igyptian, Swiss 
and West German companies. 

The to 


business, business, 


withdrawal refers 


and 


treaty 
facultative 
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— 


hull 


insurance, remains. This direct bust- 


aviation and marine 


such 


as 


ness is still being transacted by the 
thirty-five British insurance compa- 
but they 
have been working under extreme 
difficulties for some time, and their 
business is being managed by local 
agents 


nies operating Iraq; 


The Iraqi move is one more ex- 
ample of 
foreign insurers. 


discrimination against 
But it has 
pointed out here that business lost 


by London to foreign reimsurers in 


been 


such circumstances has an odd habit 
of being offered back to | ondon by 
the new at 
rates. It is certain, therefore, that 
any Iraqi business which is offered 
to London will be subjected to close 
scrutiny. 


reinsurers uneconomic 


This action, or something of the 
sort, has been expected since early 
this vear when the new regime in 
that country withdrew the licences 
number of foreign 


of a insurance 


offices. 


WAR RISKS UNDERWRITING 


\s the March 
Llovd’s and company marine undet 
writers agreed to adopt from \pril 
1, 1959, clauses 
for hull and freight insurances and 
effected or 
vovage, the purpose being to exclude 


REPORTED 10 issue, 


revised war risks 


reinsurances for time 


automatic cover against “political 
seizure” risks, while leaving the 


market free, at the discretion of in 
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dividual underwriters, to cover such 
surance. 


risks means of a separate in 

But it has been apparent for some 
time that this decision has met with 
Opposition, at least im regard to the 
method proposed, and Lloyd's un 
derwriters resisted the signing of a 
market agreement which would have 
the’ the 
compulsory. This has culminated in 
further the 
clauses in hull war risks policies 


made use of new clauses 


revision — ot relevant 


The positive covet afforded by the 


remains unaltered, being 


conditioned by the 


clauses 


term of the nor 


mal F. C. & S. Clause as embodied 
in standard form. But the exclu 
sions clause insofar as political 
risks are concerned has now been 


modified, and under the new clauses 


the insurance specifically excludes 
| 


the risks of (a) requisition or pre 


emption, and (b) arrest, restramt 
detainment under 


or quarantine 


regulations or by reason of infringe 


ment of any Customs regulations 
Such risks are. of course, directly 
associated with /Jegal rights that 
might he possessed by any State or 


other authority: therefore, risks of 


“political seizure” contimue to be 
covered by hull war risk under 
writers \mendments similar to 
those drafted for hull war risk in 


surances are being adopted in the 
standard form of war risk insurance 
policy for shipbuilding risks 

The wording 
h ] 


covering 
than 
dated 


new 
( lauses 


tor the 


that adopted 


\pril 1 
specific exclusion of loss or damage 
the 
exclusions in respect of this matter, 


Furthermore, there was a 


caused by nationalization, and 


as also of acquisition pre 


emption, 
were much more broadly expressed 


FURTHER NEW CLAUSE 


OF GREATER significance, perhaps, 


is the meorporation im the new 


ot \utomatn 
tion of Cover Clause, a 


clauses an Permina 
move in line 
the 
marine market which, it is reported 
here, adopted a 


ort 


with a deetsion of \merican 


similar automatic 


termination cover clause on 
September 7 

There 
clamoring sides 
\tlanti this 


heeause of the inherent difficulties im 


loud 
the 


respect 


been 
of 


has. of course, 


on both 


for action 


business 
lor one thing, the low rates charged 
in peacetime do not allow the ac 

cumulation of reserves which would 


the 


underwriting war risks 


he required to meet substantial 


claims likely to follow from out 


an 


break of wat The position is ag 
vgravated further by the fact that 
the majority of hull war risks ar 


written for a period of three months 


and that when a hull war risk has 


heen written it is not possible for 
underwriters to cancel the insurance 
until the policy has expired 

The only real safeguard under 


the 


writers had was use of a can 


cellation clause automatically 
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terminated the policy 48 hours after 
outbreak of war between any of the 
Great Powers (france, Great 
Britain and/or any of the British 


Commonwealth of Nations, the 


U.S. S. R., and the U. S. A.) ; and 
even this included some extension 


of cover in given circumstances fol 
lowing the outbreak of war. 

This initial period ot grace could 
conceivably 


produce catastrophic 


losses Sufficient evidence of this 
was provided 78 years ago at the 
time of Pearl Harbor, as American 
Underwriters, particularly, have 
pointed out. Today, modern meth 
ods of warfare, ¢ Sper ally the push 
button nuclear rocket from thousands 
of miles away, could destroy a whole 
armada in a matter of not hours 
but minutes, So, at last, war risk 
underwriting in this vital respect 
has been brought up to date. The 
new \utomati fermination — of 
Cover Clause adopted by the British 
market reads as follows 


(a imsurance will terminate 
automatically upon the outbreak of 


war or upon the inception of a hos- 
tile act or occurrence which results 
in a state of war (whichever may 


first occur and whether there be a 
declaration of war or not) between 
any member of the North Atlantic 
Treaty Organization and any of the 
Contracting Parties to the Treaty 
of Friendship, Co-operation and 
Mutual Assistance signed at War- 
saw on I4th May, 1955, or the 
Central People’s Government of the 
People’s Republic of China; and 
this insurance is warranted tree 
from any claim arising from = such 
outbreak of war, hostile act or oc- 
currence, 


(b) This insurance will terminate 
automatically in the event of the 
vessel named herein being requisi 
tioned, either for title or use. 


(c) In the event of the automatic 
termination of this insurance by 
reason of the operation of paragraph 
(a) or (b) above, pro rata net 
return of premium shall be payable 
to the assured. In no other event 
shall there be any return of pre- 
mium 


AIR SAFETY 


Pie BRITISH government has made 
a further decisive move towards co 
ordinating air safety policy. Earlier 
this year, as reported in April, the 
British Ministry of Transport an 
nounced that a new radar system 
covering all air traffic movements 
over Britain was being set up by 


the Roval Air Force and the Min 
istry. This followed very closely 


the coming into operation in the 
LU. S. A. of the Federal Aviation 
Agency, empowered to control 
movements of aircraft. 

Now, the British Minister of 
Pransport has arranged for a 
Pransport Flight Safety Committee 
to be formed, membership being 
drawn from the two national ait 
lines, the British Independent Ait 
Transport \ssociation, the Air Reg 
istration Board, and other bodies 
Further, it has been decided to set 
up an air traffie control board, under 
an independent chairman, with wide 
terms of reference, including respon 
sibility. for formulating trattic 
control policy for the U.K. 
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SALE 


JOHN ADAMS, JR., C.P.C.U. 
Vice President 
Central Mutual Insurance Co. 


HE CLOSING OF A SALE is fasct- 
pots for two reasons; first, it’s 
the place where we get the payott ; 
second, it’s the part of the sale about 
which the most hokum 
spread. Somehow or other 
sales people have come to expect that 


has been 


many 


there is some magic formula for clos- 
ing sales. There is no magic in clos- 
ing a sale but there is one thing that 
works like magic. That thing is faith 
in your product, or as Norman Vin- 
cent puts it—the 


positive thinking. 


Peale power of 


A Matter of Attitude 


How do you get that faith? How 
do you come to think positively? It 
is primarily a matter of attitude. 
Have you ever had days when you 


go out and 
Have vou evel had dd 


couldn't make yourself 
sell ? 


you didn't go out and sell because 


lavs when 


somehow you didn't feel your pros- 
pects would welcome you with open 
Of course vou have. 
like this 
agents don’t have any other kind of 


arms ? every 


agent has days Some 

days. It’s a matter of attitude 
Suppose you were given a stack 

of S20 bills to to- 


house. Would you have any ques- 


deliver house 
tion that you would be welcomed by 
Isn't it 
true when you call on an uninsured 


the people you called on? 


or underinsured person you have far 
more to offer than a $20 bill? You 
know vou do, and vet somehow in 
the day-to-day routine of our busi- 
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ave lost the teeling of what 


We 


we have to give to our prospects 
and insureds. 
ack in 1872 there a 


the New York 


ment 


ppeared, in 
limes, an advertise- 
the kind of 
“apture. It 
read, “For our increasing business 


which expresses 


attitude we have to rec 
and further specialization, we want 


additional men on whom 


our sup 
pliers, our customers, and we our 
selves can whole eartedly ind 


proudly rely, 

“We want men who express their 
individuality by enlarging their ca- 
who have an 


pacity to give—men 


unwavering faith that splendid giv- 


ing will bring outstanding 


Success 
to our organization and to them- 


sely cs 


Part of Our Business 


Splendid giving is the heart of our 


business. More than any other busi 


ness we are, day in and day out, 

engaged in splendid giving. Yet, 
1 

somehow we have become so used 

to the idea that many of us never 


even think about it 


If you start on the close of a sale 
with the feeling that vou have some- 
thing to give your prospect, you will 
unconsciously communicate this feel- 
ing to your prospect. In fact, 
| 


your 
sensed this feel 


get to the 


prospect will have 


ing before you close 
Now you may say, if you know 


you have something to give the pros- 


pect and if vou have the prospect 
sold that he needs your protection, 


who doesn't the prospect voluntarily 
say kay, I'll buy it. He 


all buyers, I 


doesn't 


be« ause we, ave become 


a sales-resistant people 


We have 
to be sales resistant to protect our 
selves and our pocketbooks these 
davs. ‘Turn on the radio, turn on 
television, pick up a newspaper, read 
a magazine, and you are constantly 


beseiged to buy this or that product 


First Reactions Negative 


When someone otters to sell you 


1 it seems like 


honel 
thoug 


something even 
a good idea to you, what is yout 


No. so 


prospect's reaction, even though he 


first reaction yout 


likes what you have, is to say no ot 
to put off until tomorrow 

Then, too, most people will avoid 
a decision if they can. To buy vour 
product your prospect must make a 
for him 


decision, It 1s much easier 


not to make a decision and simply 
continue on the way he ts. 
Let’s look at it this way. When 


it comes to the close of a sale, you 
already have the prospect convinced 
that your product is a good thing 
for him to buy. The selling is done 
in the approach and demonstration 
The close is simply getting a person 
who is sold to admit that he is sold 
stalled on a 


a shght 


It's as if a 
hill, All 
push, 


car 
that 


were 
is needed is 


Not A Contest 


Too often we think of the close as 
a tug-of-war, The prospect is trying 
not 


ing to 


to buy and the salesman ts try 
Actually, 
the close is not a contest; it is the 


get him to buy 


place where the salesman makes it 
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Closing the Sale—Continued 


easier tor the prospect to buy than 
not to buy. 


Hlow do you know when the pros- 


pect is ready to close First, there 


is no one psychological moment for 


the close. In every sale there are 


many psychological moments when 


the sale can be closed, Do you re- 


member in the old days of coal and 


wood burning stoves how your 


Constitution 
Insurance 


oyporation 


REINSURANCE 


Henri G. Ibsen, President 


90 JOHN STREET 
NEW YORK 38, N.Y. 


mother used to find out if her cake 


was done? Remember how she 
would take a straw out of the broom, 
stick the straw into the cake and 
if the straw came out clean the cake 
was done; if it came out with some 
of the cake batter sticking to it she 
would put the cake back in the oven 
for more cooking. 

You can do exactly the same thing 
with your sale. You can trial 
find out not 


your sale is ready to be taken out 


use 
closes to whether or 
of the oven. ‘Trial closes are mnocent 
appearing questions the answers to 
which let you know whether or not 
your prospect is ready to buy. 

For example, suppose you had 
told your prospect all about a busi 
Ness mterruption coverage and you 
now wanted to see whether or not 


You 


might say, “Alr, Prospect, do you 


it was time to close the sale. 


wish to cover all of your cinplovees 
or just your key employees?” If 
your prospect answers either that he 
wants to cover all or just the key 
emplovees, obviously he is thinking 
about buying business interruption 
insurance and you are ready to con- 
tinue your close, 

If, on the other hand, he comes 
back with some reply such as—he 
doesn't know whether he wants to 
cover any of his employees, or he 
isn't this cov 
that 
selling ts required before the sale can 
he closed 


sure he wants to buy 


erage then you’ know more 


have a triend who. sells) an 
conditioners and when he believes 
his prospect is sold his favorite trial 


close question is: “Mr. Prospect, do 
you believe there is room for this 
Ob 


decides 


air conditioner in that corner?” 
Mr. Prospect 


whether there is or 


viously, if 
isn't room, he 
is thinking of buying the air condi 
toner, 

The beauty of a trial close is that 
it enables you to find out what the 
prospect is thinking, but vou do not 
have to make a retreat if the pros 
pect’s reaction is unfavorable. You 
simply put the prospect back in your 
sales oven and continue selling him 
on the that product 
will bring to him. If the trial close 
is successful, you then continue with 


the close 


benefits your 


Phere are many methods for clos- 
\ll methods are based on 
the idea of making it easier for the 


ing sales 


prospect to buy than to refuse, To 
put it another way, the normal force 
of inertia makes it easier for the 
prospect to do nothing than to do 
something, Ina good close the pros- 
pect will tind that he has to do some- 
thing to keep from buying. Ii he 
does nothing he will find that he has 
bought. 

One of the most effective means of 
closing a sale is a series of ques- 
tions, each one of which gets the 
prospect closer to buying without 
the prospect: ever having to make a 
major decision, bor example, sup 
pose you were selling an insurance 
policy on a dwelling. After you had 
explained the and you 
wanted to see if the prospect was 
ready to buy, you might use as a 
trial close, “Mr. Prospect, who is 
Ve 


coverage 


ir mortgagee?" If the prospect 
s you the name of the mortgagee, 
it indicates that he’s thinking about 
huying this policy from you. You 
would then continue, “Mr. Pros- 
pect, vour home has a non-com- 
bustible root, hasn't it?” Now cer- 
tainly in these two questions there 


teil 


is nothing to scare the prospect otf, 
and yet in answering these two ques- 
tions he is gradually becoming ac- 
customed to the fact that he is going 
to buy your product. 

Your third question might be, 
“Tlow much protection do you wish 
to carry?’ Even the answer to this 
question doesn’t commit him to buy 
but now it has become more ditheult 
for him to turn back. 

Finally, vou might say, “Shall 
we write this protection on the tive- 
vear installment plan?” Even in this 
tinal question which commits him 
to buy, he still has not had to face 
a decision of whether he should buy 
or shouldn't buy. Each question has 
brought him one step closer to the 
sale without ever forcing him. to 
make a major decision, 

Minor Point Close 

A second form of the 

minor point close. This method rec 


ognizes that most people do not 
like to make decisions, but that it’s 


close is 


easier to make minor decisions than 
major decisions. 

A friend of mine who sells cos- 
metics to department stores uses a 
display case as a means of making 
a minor point close. When he be- 
lieves that the buyer for the depart- 
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ment store is ready to close, he says, | 


“Mr. Buyer, where do you think 
we should put the display case?” 
Now if the buyer agrees on where 
to put the display case obviously 
he has bought the line of cosmetics, 
vet it is much easier to decide about 
the placement of the display case 
than it is to make the major deci- 
sion of whether or not the store 
should take on an additional line of 
cosmetics, 

In selling a dwelling policy you 
might use the minor point close by 
saying to your prospect, “Is 10% 
enough coverage on rental value?” 
When the prospect answers yes, it is 
enough, or no, it isn’t enough, he 
has bought the policy without being 
forced to make a point blank de- 
cision do vou wish to buy or don’t 
you? 


Not Sufficiently Sold 


I:very close does not work with 
every prospect. When a close does 
not work, it 1s usually because the 
prospect is not sufficiently sold or 
because has some fear of the un- 
favorable consequences which will 
result if he buys from you, It may 
be that buying from vou means tak- 
ing the insurance away from a per- 
sonal friend. It may be that he has 
had a loss-free record and_ fears 
what might happen if he should have 
a loss immediately under your con- 
tract. It may be such a simple thing 
as he has become accustomed to 
getting an annual diary from his 
present agent. Whatever it is, when 
it comes time to close, the prospect 
willl magnify in his own mind all of 
the unfavorable consequences of de- 
ciding. 

Do not give up after the first at 
tempt to close. Go back and resell 
your prospect emphasizing those 
things in which he seemed to be most 
interested. Then try a second close. 
No sale should be abandoned with- 
out at least two attempts to close. 

There are many other types of 


closing, There is, for example, the 


choice close You otfer your pros 
pect a choice between a three-vear 
policy ora five-vear pe licy, hetween 
payment in advance and installments, 
between a $10,000 CPL limit and a 
$25,000 limit. You offer your pros- 
pect a choice between two alterna 
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People 
will 

be 
talking 
about 
you... 


_if you're a representative of one of the Kemper Insurance com- 
panies. Beginning this fall the biggest ad campaign yet will bring the 
story of the local, independent agent to millions of prospects through- 
out the United States over TV and through national magazines. 


7 KEMPER INSURANCE FOOTBALL SCOREBOARD telecasts 
(8'2 million viewers per telecast are anticipated) 
13 CHET HUNTLEY REPORTING shows 
(8'2 million viewers per show are anticipated) 

3 two-color, full page ads in Reader's Digest (11° million circulation) 
3 black and white full page ads in Look magazine (5'2 millien circulation) 
Tie-in materials of all kinds! 

It’s our way of helping our agents win friends even before the first call 
is made! This national advertising paves the way for agents calls— 
pre-sells the agents service, savings and full-line coverage facilities, 

makes the selling job easier. 
If you are interested in representing one of the progressive Kemper 


Insurance companies, write: Agency Production Department, Home 
Office, Chicago 40. 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 


divisions of KEMPER Chicago 40 
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Closing the Sale—Continued 

tives either one of which means that 

he will buy from you. 
An friend of 

very clever close when selling auto- 


agent mine uses a 
mobile liability insurance. When he 
believes his prospect is sold, he takes 
out a claim form and proceeds to 
show the prospect how to fill out the 
claim form in event of an accident. 
How can a prospect be interested in 
for this 
agent? There is only one way, that 


filling out a claim form 
is, if he is insured with this agent. 
In short, the agent simply assumes 
that the man is going to buy and if 
the man is sold, he allows the agent 
to continue showing him how to fill 
out the claim form 

\nv of these closes which makes 
it easier for the prospect to buy than 
not 1 effective 


to buy is an way to 


close. Some of you will prefer one 
Use the kind 


of close which best fits your natural 


wav and some anothet 


sales personality 


walking 


Just had my annual medical check- 
up. (Smart move.) I'm making out 
a check to the American Cancer 
Society, right now—that'’s a smart 
move, too. 


Guard your family! 
Fight cancer with 
a checkup and a check! 


AMERICAN CANCER SOCIETY 
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Occasionally, you will have to get 
a signed application for a coverage. 
A signed application can help you sell 
if it is handled correctly. If, how- 
ever, you wait until the conclusion of 
the sale to dig the application out of 
your briefcase, making a stab for 
your fountain pen, and saying 
here, the application will become an 
insuperable barrier to the close of 
your sale. Get the application out 


Sign 


early in the sale so that the prospect 
has a chance to get used to it. Use 
your pen during the sale to make 
points about the coverage. When it 
comes time to get the application 
signed never say to the prospect 

Sign here. To many pec yple the word 
“sion” has unfavorable connotations 
“he 
signed and he was sorry.” Far better 
than 


“he signed his life away”; 
“sign here” is “please write 
your name here” or better still, the 
salesman (even if there is no 
place provided in the form for it), 
“Now ['ll write my name here and 
The 
fact that the salesman initiates the 
act to write his name below or above 


Savs 


you write your name there.” 


or in some other place makes it 
easier for the prospect simply to con- 
tinue the action and write his name. 


What Next? 


Let’s say that you have the sale 
wrapped up. Your close is complete, 
What do you do now ? One authority 
run, don’t walk, to the nearest 
exit. This may be good procedure 


SaVvs 


in selling some products but in insur- 
ance T think it is a mistake. Have 
vou ever had the experience of buy- 
ing some clothing and while you 
were deciding to buy the salesman 
told you how wonderful it looked on 
vou, the color was just right, the 
style fine for you? And all the time 
vou resisted because vou felt he was 
trving to sell vou? 
cided to buy 


Then vou de- 
After vou bought and 
paid your money, have you ever had 
“You made a 
good buy. That suit is perfect for 
What did you think then? 
You thought: it does look good on 
You didn't 
resist because having made the de 


a salesman say to you, 
vou.” 


me. It is a good buy. 
cision and paid vourt you 
wanted to think that vou had made 
a good buy and the suit did look well 
on you. 


Money 


This is called selling after the sale 
You can do this after vou have closed 


the sale; you can also do it when you 
deliver the policy to your insured. 
Once the sale is completed, you will 
find your prospect wants to believe 
all of the good things you tell him 
about your product. The resistance 
is gone because there is so longer 
any need to resist. The things which 
you tell him after the sale will be ac- 
cepted and remembered, they will 
make it difficult for your competitors 
to take your business and they will 
make vour collections easier. 


One Reason 

Will you agree that if you use trial 
closes and some form of a planned 
will make more sales? 
Why is it, then, more agents do not 
take time to plan their sales presenta- 
tion and especially their method of 
closing? TI believe one reason is be 


cle you 


cause many agents are preoccupied 
with the constant gnawing worry 
about their future and the future of 
the American Agency System. 

If we were engaged in a business 
where the potential market was get- 
ting smaller and smaller and the 
number of competitors larger and 
larger, certainly we would be jus 
tified in worrying about the future. 

Is this the situation? Let’s see. 
During the next two decades we will 
add 65 million Americans to today’s 
170 million. We will add 25 million 
more new jobs to the present 68 
million work force. What does this 
mean to us as insurance producers ? 
It means more new homes, more new 
personal property, more new lives 
to be insured, more new prospects 
for accident & health protection, 
more new people who have to have 
their liability protected in bigger and 
higger amounts. 65 million more 
Americans in the next two decades 
means a bigger and more rapidly 
expanding market for insurance pro- 
tection than we have ever seen. 

I do not know whether the Ameri- 
can Agency System will stay exactly 
as it is or when and how it will 
change. I do not know what the 
specialty writers or the direct writ- 
ing companies will do tomorrow or 
I do know that any 
insurance man who has the attitude 
of splendid giving, who knows how 
to sell, and uses that knowledge will 
make an even better living in this 
new and bigger market. 


the dav after. 
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Lawyer's Protective Policy—Breach of 
Written Agreement Held Covered, if 
Breach was Result of Negligence 


Cadwallader v. New Amsterdam 
Casualty Co. (Supreme Court of 
Pennsylvania, 1959) 152 A. 2d 484. 


The policy in suit covered the 
insured attorney's liability for dam- 
ages from any claim made against 
him “arising out of the performance 
of professional services for others 
in the insured’s capacity as a lawyer 
and caused by any negligent act, 
error or omission of the insured or 
other person for 
the insured is legally lable.” 

The case arose out of the facts 
that Mencher and 
sall represented four corporations 


any whose acts 


attorneys Bon 
which operated a sand and gravel 
plant. A part of the land was con 
demned by the Pennsylvania High 
Department. The 
torney, ( adwallader, 


insured at 
represented 


Way 


mortgagees of the property in ques- 
tion, 

It was decided among the lawyers 
that the attorney would 
take over the litigation in the con 


msured 


demnation case and that attorneys 
Mencher and Bonsall, who had al 
ready work on the 
would withdraw. condition of 
this arrangement was that the in 
sured attorney express! 


done matter, 


agreed, in 
writing, to withhold some $34,000 


trom the condemnation moneys, 
which it was expected would pass 
through the insured attorney's hands, 
to satisfy the fee claims of attorneys 
Mencher and Bonsall. 

The present case arose when at- 
torney Mencher sued the insured 
attorney, claiming he had breached 
his written agreement, had received 
$200,000 in 

but 


over condemnation 


money, did not retain, as he 
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had agreed to do, the funds with 
Mencher. 
The insured attorney forwarded 


which to pay attorney 
the suit papers to the insurer which 
There 
atter, the case was settled by paving 
$2,500 to Mencher, 
attorney, and $50 for a bond pre- 
The 
sues his insurer for the $5,050 which 
he had paid 

The Pennsylvania Court held that 
the complaint in attorney Mencher’s 


refused to furnish a defense. 
$2,500 to his 


mium., insured attorney now 


suit, although it expressly charged 
the insured with breach of contract, 
“would 
the policy if the 


be within the coverage of 


this 


a negligent 


violation of 


agreement was due to 


act, error or omission.” 


Carelessness of Associate 


\t the trial there was testimony 
and documentary the 
effect that the withhold 
the money for Mencher 
a result of the in- 
the 
Insured attorney's associate who ac- 


evidence to 
failure to 
attorneys 
and Bonsall was 
advertence or carelessness 
tually paid out the condemnation 
but omitted to the 
file and note the agreement to with- 


hold. 


Hlowever, the 


money, review 


Pennsvivania Su 
held the 
should be the same, witl 


result 
or without 


preme Court 


consideration of the testimony and 


documentary evidence. Accordingly, 
the trial court's pre deci 


sion in favor of the insured attorney 


emptory 


was affirmed. 
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Automobile Liability Insurance—Pri- 
mary Insurer—Apportionment of Cov- 
erage Between Insurers 

Lamb-Weston, In v. Oregon 


Automobile Insurance Co (Su 
preme Court of Oregon, 109590) 34] 


I’. 2d 110 


Phe plaintiff, Lamb-Weston, Ine., 
an insured of St. Paul & Ma 
rine Insurance Company, leased a 
truck Dick Shater 


| 


from 
Plaintitt’s 
noticed — the 
needed repairs to its brakes and 


its) canning business 


truck driver truck 


gears and at the time of the 


dent 


was engaged taking the 
a hill, the 
gears refused to engage, the 
failed, and the 


of the truck 


truck in for On 


repairs 
bt akes 
lost 


drivet control 


and crashed into and 


damaged a warehouse, whose owner 
demanded damages and threatened 
suit 

Plaintitt settled the 
borrowed the 


claim, having 
loan 
receipt, from St. Paul Mereury In 
demnity Company, a 


amount, on oa 


subsidiary of 
its imsurer 

Shater, the 
truck, was 
\utomobile 
This policy had an 


bic k le ssor of the 


insured by Oregon 
Insurance Company 
omnibus clause 
extending its protection to any per 
responsible for of 


the truck with 


son legally 
Shater’s permission, 
but also provided that in case of 


other insurance this insurer was 
liable for the loss in the proportion 
of its policy limits to the total limits 
of all applicable insuranec 

When the lessee of the truck sued 
the lessor’s liability insurer, the trial 
court decided that. the 


was the 


lessor’s in 
surer primary insurer and 
liable to indemnify the 


plaintiff lessee for the 


therefore 
entire loss 


from the occurrence 


2 
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The Judge Says—Continued 


On appeal to Oregon's highest 
court the decision was modified and 


it was held each of the two insurance 


companies was obligated to pay one- 
half of the loss. 
The Oregon Supreme Court ap- 
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proached the problem with this 
statement: “This issue, which is of 
first impression in this jurisdiction, 
presents a question of importance 
only as between the insuring com- 
panies, which bears upon the finan- 
cial responsibility of each for the 
accrued loss, for it must be conceded 
by each insurance company that if 
the other was not an insurer against 
this occurrence, then it 

liable for the full amount.” 


would be 


This ruling was made in the face 
of the provision in the St. Paul 
Fire & Marine Insurance Company 
policy that if the insured’s liability 
was covered by valid and 
collectible insurance, “then this pol- 
icy shall act 
over and 


by other 
insurance 
other insur 
noted that each 
to limit its 
ability and that “no determination 
of whether not. there other 
valid and collectible insurance can 
be established without first deciding 
which is primarily and 
which secondarily liable, * * *." 


as @XCesS 
such 
The Court 


Was 


above 
ance,” 
insurer seeking 


or is 


COmMpany 


The Oregon Court then held: 
“Thus, such situation, the 
court is) faced with determining 


which company shall be considered 
primarily liable, or treating the 
‘other insurance’ clause in each in 
surer’s policy as so repugnant that 
they must both be ignored, and ap 
ply the rule that the loss shall he 
equally prorated between them.” 

After analyzing the authorities 
on the subject, and concluding that 
the decisions can only be considered 
as finding “an arbitrary to 
reach a result,” the Court. stated: 
“From an examination of the above- 
cited of similar 
import we believe none can be logi- 
cally acceptable to give effect to the 


cases others 


‘other insurance’ provision of one 
policy while rejecting it in another 
is like pursuing a will o' the wisp.” 

The Court in its final conclusion 
ruled that: “Of course, no difficulty 
is encountered reaching a just 
result under such reasoning if the 
the prorata clause in a policy ex- 
presses equal lability with that. of 
another insurer, and, while such a 
result may be just, we do not be- 
lieve it can be sustained upon sound 
reasoning,” and ordered that 
pay “one-half of the 
loss lability, together with plain- 


then 


each insurer 


tiffs costs and disbursements.” 


WORK INJURIES 


WorRKERS EMPLOYED by member 
companies of the National Safety 
Council were hurt less often in 1958 
than in 1957, but the injuries they 
suffered were slightly more severe 
according to the 1959 edition of “Ac 
cident Facts” published the 
Council. Of the 40 basic industry 
classifications, 28 had reduced in 
jury frequency rates or no change, 


by 


while 22 had lower injury severity 
rates, 

The average injury frequency rate 
(based on the number of disabling 
injuries per million man-hours 
worked ) was 6.17 in 1958, down 2% 
from the previous year and at an all- 
time low. The communications in 
dustry again led the field with a low 
employe injury frequency rate of .97 
The average injury rate 
(based on the number of days lost 
from work per million man-hours 
worked) was 744 in 1958 
from 1957. 


sey erity 


up 1% 
Kor the third consecu- 
tive year, communications was best 
in severity with an 85 rate. 


BLAISDELL HONORED 


PAUL HH. BLAISDELL, of the public 
relations staff of the Association of 
Casualty and Surety Companies, has 
been honored by the Association of 
State and Provincial Safety Coor 
dinators for his work on the “Slow 
Down and Live” The 
campaign, which operates trom May 
30 through Labor Day _is considered 


campaign. 


the most successful safety program 
in the nation. After October 21 it 
will be administered by the newly- 
established 


Insurance Institute for 
Highway Safety. 

AGENTS ENDORSE 
AUTO PLAN 
STATEWIDE APPROVAL of the Cali- 
fornia Safe Driver Plan was ex 


pressed by members of the California 
\gents at 
a series of regional meetings held 
August 31 to September 4. The 
plan was described by William J. 
Llobin, president of the association, 


\ssociation of Insurance 


as a “workable, competitive tool for 
us to use in retainin 


and recaptur 
ing automobile business.” 
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HOME SAFETY BOOKLET 


YouR HOME ts loaded with “house 
traps” that can injure and kill you 
that is the sobering theme of this 
new manual on home safety. The 
grim story is deftly and convincingly 
presented in a scriptographie tech 
mique by the Bete Co., 
Inc., in their most recent booklet 
And You ‘house 
traps’ and how to avoid them.” 
The sixteen-page booklet points 
out that accidents will kill 
thirty thousand and injure four mil 
lion people in an average year in the 
United States. Most of these acci 
dents could have been prevented if 


Chaning L. 


“VOoooow some 


home 


people had taken more care. 

The booklet then takes the reader 
on a room-to-room tour of a typical 
home, out the 
traps” that le in wait for the family 
that out! rhe 
booklet uses the scriptographic style 


pointing “house- 


doesn't watch 
of key words and sketches through- 
out which makes for easy reading 
and remembering, 

“QOQOOOW AND YOU" is de 
signed for use in health and safety 
programs by industry, schools and 
other interested groups. The sixteen- 
page, tive and one-half by 
two-color booklet may 
from the publisher. 


eight, 

be obtained 
Single copies 
are twenty-five cents each; in quan 
tities of one thousand, eight cents 
each. Back cover may be imprinted 
with sponsor's message. 


INJURIES THAT DIDN'T 
HAPPEN 

THERE ARI SOURCES for sta- 
tistics on a wide variety of injuries 
that happen in industry. But there 
is a unique group which can report 
eye injuries that didn’t happen. It's 
called the Wise Owl Club of 
America, an eye-safety incentive 
program aimed at reducing the 
tragic number of eye injuries that 
occur each year. 

Membership in the Club is re 
stricted to 


MANY 


have 
saved their sight through the use of 
protective 


employees who 


evewear in on-the job 
Members, or Wise Owls, 
15,000. \nd 
represents at least one 


accidents, 
total 
name 


now more than 
each 
saved 
injury that didn't happen. 


eve that has been 


For October, 1959 


There are 225 


members 


Special Citation 
workers who have saved 
\nd 
nine more can thank their safety eve- 
wear for saving their sight during 
three accidents. 


their sight on two occasions 


The club also lists 
Wise Owls. Approxi- 
mately 300,000 eye injuries were 


185 women 


sustained by industrial workers last 
vear. It is estimated that 90% of 
them could have been prevented if 


had 


Since the national aver- 


proper eye-safety equipment 
been worn. 
age compensation award for the loss 
of an eve is about $4,000, Wise Owl 
Club members represent 


of at least $78,000,000, 


a savings 


AUTO ALARM 


are, untortunately, 


ruerr and auto vandalism 


increasing day 
by dav. To combat this a new Police 
Auto Alarm has been developed by 
It is brand 


new, and the only one of its kind in 


Gregory Sales Company 


the country. Constructed of quality 
metal, this invention solves the prob- 
lem of automobile thievery quickly, 
easily and very inexpensively 

matter of minutes, 


anvone can 


stall one under the hood of the c: 
hood, the alarm 


sets off the hor t the car the 


Once inside the 


minute any one tries to tamper with 
Lhe 
alarm for the period that 
from. the 
ilted 


anv yp of the car switch 
sets. the 
the d 


When the tampering 1s h 


wer is away car. 


the 
op 


trouble fre 


stops automatically, 


guaranteed 


alarm 
eration ts 


and tits either six of twelve volt 


svstems Complete mstructions for 


easy installation are included. 


SAFETY SIGNS 


OVER FOUR self- 


sticking Accident Prevention Signs 


HUNDRED STOCK 
are described in a new eight-page 
illustrated catalog offered by the 
manufacturer, W. H. Brady Co. 
Industrial safety programs can 
incorporate Brady self-sticking signs 
low cost marking program to 


Phe 


of stock signs available cover any 


reduce accidents. wide range 
safety or plant housekeeping situa 
tion. ‘Twenty-six groups of signs 
covering electrical hazards, tire haz 
ards, tirst aid, industrial housekeep 
ing, machinery, personnel, trathe and 
general industrial signs are included 
in the new catalog 

The pressure-sensitive signs can 
be applied by anvone to any clean 
dry duty adhe 
contact, 
The tlexible signs, made from heavy 
grade B-500 Vinyl Cloth, conform 
to irregular surfaces 


surface. The heavy 
| 


sive anchors the sign on 


Two basic types of signs are of- 
fered 
general warning to hazardous con 
ditions 


“Basic Purpose Signs” give 


“Specific Purpose Signs” 
hazards. All signs 
conform to ASA and NS¢ 
tions for design, color, wordings and 
(ASA Std. Z35.1-1941) 
Signs mounted on Blue 
Streak Dispenser Cards that protect 


identify specific 


Spec ica 


size 


come 


the adhesive on the sign up to the 
moment of application. 

The durable, low cost signs are 
coated with a clear silicone plastic 
overcoating that resists dirt, grease, 
abrasion and water. 


INSUFFICIENT POLICE 


\s THI 
about an 


ONE SURE WAY to bring 


reduction in 
traffic deaths and injuries, the Asso 


immediate 


ciation of Casualty and Surety Com 
i striving for additional. 
better trained and better equipped 


panies 1s 


police forces. It estimates the com 
bined state police forces in the coun 
try total less than 22,000 with ap 
proximately 31,000 additional men 
needed for ettective protection The 
association figures that, considering 
the 
other 


and 
only 
5,000 men availabie to patrol nearly 
600,000 miles of paved rural high 
way under state jurisdiction 


two workshifts, sickness 


assignments, there are 


> 
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Ready for Immediate Delivery 
The NEW ...1959 edition of 


BEST'S DIGEST of 
INSURANCE STOCKS 


The indispensable reference work for organized and continuous 

investment analysis and research on fire, casualty and 
life insurance stocks. Recognized as the most com- 
plete digest of its kind in existence. 


Whether you’re interested in adding insurance stocks to your 
personal portfolio, keeping tabs on securities you 
already own, rounding out your background knowl- 
edge on insurance stocks or comparing your own 


company’s progress, performance, and practices with 
those of other carriers. . . 


The 1959 BEST’S DIGEST OF INSURANCE STOCKS offers a 
wealth of detailed information for over 100 stock 
insurance companies—fire, casualty, and life .. . 
streamlined in format and greatly expanded in cover- 


age this year, virtually the entire actively traded 
market! 


Resources — Ten-Year Trend: 
assets, capital, surplus-voluntary 
reserves, conditional reserves, 
book value. 


Liabilities — Ten-Year Trend: 
loss reserves, unearned pre- 
miums, total liabilities, liabili- 
ties % of book value. 


Five-Year Net Premiums Earned 


Distribution and Five-Year Growth 
of Premium Writings: total and 
by classes of business. 


Five-Year Operating Ratios: loss, 
expense, and combined. 


Cash Dividends Deciared—Ten 
Years: amounts. 


In this ONE book 


you'll find such 


data as... 


and Written: in dollars and in 
% of book value. 


Ten-Year Per Share Figures: par 
value, book value, invested 
assets, net premium writings, 
yearly market range. 


Ten-Year Earnings Breakdowns— 
Amount and Per Share: net in- 
vestment income, statutory un- 
derwriting, changed unearned 
premium equity. 


Capital Gains or Losses: ten-year 
histories (amount and per share) 
of profit or loss security sales, 
appreciated or depreciated asset 
values, miscellaneous. 


Historical Summary 

Scope and Type of Operation 
Management 

Current Dividend Rate 


Test this outstanding reference work now, while you can. Dis- 
cover for yourself why so many individual investors, 


investment analysts and professional fund managers 
are so successful with it. 


To: ALFRED M. BEST COMPANY, Incorporated 
75 Fulton Street, New York 38, N. Y. 


Gentlemen: Please send me 
at $15.00 per copy. 


copies of the 1959 edition of BEST'S DIGEST OF INSURANCE STOCKS 


ALFRED M. BEST COMPANY, INC. 


ATLANTA BOSTON CHATTANOOGA CHICAGO CINCINNATI DALLAS 


LOS ANGELES 
NEW YORK RICHMOND 


| 
/ 
7 Onder Today: Fifteen Dollars per Copy 


Home Office and Fiel 


Agricultural (N. Y.): \ mew western 
dept. has been opened at 2700 University 
St. Paul, Minn. with secretary 
B. Olinger as manager. EF. J. Dickey, Jr. 
vice president, will be responsible for co 
ordinating the east-west operations 


Alexander & Co., W. A.: Has established 
a new mayor account development unit 
complementing the objectives which led 
to the formation of the new nationwide 
organization Alexander, Sexton & Carr 
Walter M. Sheldon, executive vice presi 
dent, has been named to head the unit 
and will be assisted by vice presidents 
C. J. Reuter, R. M. Beatty and J]. J. Stein 
bach. Paralleling this activity will be a 
special life and group sales unit: headed 
by J. H. Sherman, executive vice president 
assisted by assistant vice presidents #7. G 
Walter and Ray Zumbrook 

Vice president Philip L. Cochran has 
also been named general manager, a new 
post. Vice presidents Frank R. Miley and 
Donald W. Perin will head sales and un 
derwriting, respectively, with assistant vice 
presidents John Even, Richard Hartig and 
William Dwyer assisting Mr. Milev. Un 
der Mr. Perin’s direction, H. O 
will head up the new casualty div 
J. R. Hersey, property div 

Louis Friend has assumed responsi 
bility for producer sales management div 
and George 


Claussen 


and 


Machacek has been named to 
supervise a new corporate servicing unit 
known as account management dis 


Allstate Cos.: Executive appointments 
Homer F. Paulson, accounting manager 
and Gene F. Beimford, policy service 
manager, Pacific Coast zone, Menlo Park 
Cal.; and Robert H. Barge, 
manager, and Arthur M. Fisenhart, sales 
manager, southeastern zone, Atlanta 
Regional office executive appointments 
Glenn A. Appleby, policy service manager 
and Frank W. Jones, accounting manager 
Pasadena, Cal. accounting managers 
William Wayne, Seattle, Wash... and Jack 
Ml.) Brooks, Roanoke, Va Joseph M 
Burke, assistant claim manager, Pitts 
burgh, Pa. underwriting managers 
Claude J]. Morrison, Houston, and 
BR. Stilwell, Hartford: G. J. Wenek, as 
sistant underwriting manager, Santa Ana 
Cal, sales supervisors (life, accident-sick 
ness) {ifred W Fredrich, Rochester 
N. ¥ Robert W. Nicholson, Toronto, and 
Gordon D. Dobbins. Roanoke. Va Doris 
D. Willams, assistant personnel manager, 


Byron 


and Vernon P. Rudd, policy service man 
ager, Atlanta: Robert Odam, operating 
manager, Santa Ana, Cal; planning man 
agers—George FE. Herdeg, Pasadena, Wil 
liam B. Williams, Seattle, and Glen F 
Strudevant, Salem, Ore. and Warren R 
Bess, district sales manager, Indianapolis 


Alltrades: [lillian ¢ fnglin has been 
appointed underwriting “manager ot this 
recently-formed workmen's compensation 
carrier 


American Casualty: /eonand Harris 
has been named employee and public re 
lations director for this 


company and 


For October, 1959 


will handle public relations for all three 
athliates (Valley Forge Ins., Valley 
Life and ACCQO, Inc 

Thomas 1 formerly senior 
supervising underwriting with Zurich in 
New York City, has been appointed cas 
ualty) production manager Richard L. 
Rockstroh, formerly methods dept. man 
ager for Pearl-Monarch group in) New 
York, has been appointed manager of 
newly-created methods and procedures 
dept 

H. Crain, formerly ASH man- 
ager tor Continental Casualty in St. Louis 
has been named production manager of 
accident-health dept. in 
othice Raymond H 
transterred to 


Forge 


Sheehan, 


branch 
Wiesmann has been 
Svracuse, N.Y. and ad 
vanced to resident manager. Homer M 
Martin, formerly with Kemper Group 
and Robert L. Henderson, tormerly as 
sociated Roval- Globe Group, have 
boiler machinery inspectors 
and) Cincinnati 


Chicago 


with 
been named 
at Pittsburgh 
ly 


branches 


American Insurance Group: Resident 
vice president: Fredric G. Reynolds has 
been transterred from Denver to. Pitts 
burgh. Robert 4. McNeill has been pro 
moted to production supervisor at Seattle 
branch 


American Mutual Liab: / 
Crolius and Samuel H. Austin have 
promoted to sales managers at 
(Me.) and Columbia (S. (¢ 


been 
Portland 
ctively 


American Surety: Donald Wo G/ 
has been appointed 
Kansas and western 
Promotions: Jolin Bo Crawford 
manager and William N. Jaccard, Jr., to 
casualty manager, Pacific regional 
in San Francisco: and Fvan 
manager of Salt Lake City branch 


Ispey 
special agent for 
Missouri 


to bond 


Pearson, 


Atlantic Cos.: Russell has 
heen appointed manager of new service of 


fice opened in Des Moines, 


Atlantic National: Cooper, 
formerly divisional controller for car leas 
ing div. of Hertz Corp., has been named 
controller 

Badger Mutual Ins.: 
been appointed 
Florida territory 


rhert 
regional 


Hivde has 
manager tor 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


Beneficial Fire & Cas.: Green 
was elected an assistant vice president and 
associate general counsel of this company 
and Beneficial Standard Life 


Buffalo: Hilf 1. Wood has been appointed 
claim representative for territory 
by New York City 


served 
office 


Burnham & Co., John: George H. Tomp 
kins, Jr., formerly with Harttord Accident 
at Los Angeles, has joined the staff of this 
San Diego firm and will) conduct risk 


analvsis and insurance coverage studies 


Carolina Group: 
been made casualty 


Fred Harrell has 


claims examiner 


Promotions 
director of sales and agency 
Keith Isaacson, advertising and 
tional supervisor: Robert Henrict 
superintendent; William Eisele 
casualty superintendent ina 
Younrteff, senior 
charge of new 


Civil Service Employees: 
Max Parker, 
educa 
assistant 
Lrsene 
casualty underwriter in 
business 


Consolidated Mutl. Insurance Company: 
Richard Greenwald, tormerly vice presi 
dent in charge of ageneys production tor 
the New York Mutual Casualty Company 
has been appointed director of research 
for sales and underwriting for 
pany 


this com 


Consolidated Undrs.: | xccutive appoint 
ments: Lee Beets, administrative vice 
president; Walter Stanf vice president 

sales; Charles R. Zeskey, Ir. vice 
dent—underwriting & 
Leslie 1 


pore 
cnygineering mal 


White, vice president — claims 


and Harold H. Kime have been appointed 
superintendent of agents and sales man 
ager, respectively, of the 
transport div. Robert 7. Rose has been 
named superintendent of excess and sur 
plus lines dis 


railroad motor 


Continental-National Group: Special 
agent Carl Hunt has been transferred to 
travel the Illinois field 
succeeded agent in 

lames 8 


southern and is 


as special 
Rr 


low bv 


Detroit Mutual Ins.: Muy Hupert has 
been appointed secretary and agency d 
rector 


Ernst & Ernst: Pye has 
this accounting and management consult 
ing firm as director of services to insurance 


companies, working from the New York 
othce 


Excess & Treaty Management Corp.: 
M. Milnamow, tormerly eastern dept. su 
pervisor of fidelity-surety 
man’s Fund Group 
assistant 


Fire 
has been appointed 
charge of 


claims for 


secretary in casualty 
bond claims 

Farmers’ Mutual Auto.: 
James O. Pfefferle to actuary 
Olson, stath casualty 
Maurice J]. Nicolay 
duel 


Promotions 
Tout § 

underwriter: 
sales training 


and 
man 
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Field Appointments—Continued 


Fidelity & Deposit: /. B. Blondell, 
has been appointed manager of 
service office, 


Jr., 


Miami 


The Fund: Richard P. Wilkins has been 
appointed assistant vice president and will 
assist in the development and servicing 
of auto-casualty operations 
Phillip I Rowland been 
superintendent of fidelity-surety 
San” Francisco” branch 
William T. Perry, central 
bonding office, San as assistant 
manager to assistant vice president Fred 
J. Butcher of bond-burglary dept. Robert 
J. Forrester has been appointed marine 


named 
dept., 
succeeding 


has 


othce 
transferred to 


Francisco 


special agent in Newark (N. J.) and 
George F. Oldretve named assistant fire 


manager of New England dept., Boston. 


General Reinsurance: //urry M. Lynn, 
Jr., formerly claim manager of Maryland 
Casualty at Atlanta, has been appointed 
a claims attorney. Virgil QO. Cox, tormerly 
vice president and claims manager of 
security of New Haven been named 
a secretary and assigned to underwriting 
and production duties 


has 


Hardware Mutuals: /o/in Muctterties, 
formerly actuary of Industrial Indemnity, 
has been named associate actuary 


Hartford Group: /eonard |. Watson, 


previously director of sales promotion and 


Automobile 


Workmen's Compensation 


Serving The Independent Local Agent 


Since 1928 


Liability 


Glass Burglary Bonds 


A DUAL Approach to Sales! 


Flexibility is a ‘must’ in modern insurance merchandising. Limiting yourself to 


a single hard and fast sales approach may cost you money 
‘across-the-board’ facilities help you solve this problem 


Our versatile, 
meet competition and 


maintain profits at the two economic levels demanded by your clients, 


ANCHOR 


St. Paul 


W) AlTy 
RS 


4, Minnesota 


Anchor Casualty’s Versa- 
tile Packaged Policies... 
Multiple Line Facilities 


standard 
ind 


A wide variety of stock 
coverages — tailored packaged 
for present markets and sales. Home- 
owners’, Motel Owners’ *, Automatic 
Laundry Owners’* and Combina- 
tion Service Station* policies are 
representative of Anchor's broad 
line of effective selling tools. 


®@Jn states where approved 


Queen City 
INSURANCE COMPANY 
St. Paul 14, Minnesota 


Queen City’s Economy 
Automobile Plan... Pref- 
erential Fire Rates* 


Key stock company at 
substantially reduced, competitive 
rates. Ideal for getting and holding 
business on those cost-conscious 
risks. Streamlined administration 
and acquisition costs eliminate red 
tape—give you more time for sel]- 
ing and servicing. 


coverages 


field services for Columbian National (af- 
filiate), has been appointed to the newly 
formed home ofhce business development 
dept. In his new position with the group, 
he will act as advertising and promotion 
liaison for the life affiliate, will serve on 
the plans committee of the new dept. and 
will be responsible for art supervision 
Karle 8. Whitcombe has been advanced to 
manager and transferred to a new depart 
mental office at Cincinnati serving Ohio, 
ky Tenn., W. Va. and part of Indiana. 
William F. Downs has been named as 
sistant superintendent of home ofhce in 
land marine dept. for Hartiord Fire. 


Hartford Steam Boiler: [Los Angeles 
branch is now located at 608 S. New 
Hampshire Ave. 

Hiome Ins.: Floyd Leonardson has been 


appointed assistant general claims man 
ager in loss-claim dept. 


Houston Fire: Jom Liltie has been trans 
ferred to Pacific dept. and 
south Texas by i. 4. Pedigo with head 
aqua in Austin. Aenneth Huey has 
been moved to manager for New Mexico 
and is replaced in’ supervision of west 
Pexas field by Jimmy Dunn, headquarters 
at Lubbock. 

John Curtis has been promoted to as 
sistant vice president and moved to home 
othce to be in charge of Texas and Okla 
homa underwriting and production oper 
ations, 


is succeeded at 


tiers 


Insurance of N. A.: Ruth / 
and Robert A. Bailey, both formerly 
sociated with Hardware Mutuals, have 
been appointed assistant actuaries 


Salzmann 
as 


Kemper Cos.: Leonard C. Bostwick, re- 
cently named manager of Summit (N. J.) 
regional casualty underwriting dept., has 
been appointed a junior executive in 
eastern dept. office. Richard R. Smith has 
been transferred from Summit to home 
office and appointed a member of elec- 
tronics development group staff 

Named branch claim office managers: 
Donald F. Barbour at New Bedford 
Mass.) succeeding Peter J. Jackmauh, re 
tired; Hale Laswell at Kansas City (Mo.) 
succeeding Albert Wiebe, retired; Joseph 


1. Clark at Jamaica (N. Y.); and Edward 
C. Galvin at Philadelphia 

othcers of Federal Mutual: 
Ross C. Merritt, resident vice president, 


central dept.; Henry Aujawa, general un 
derwriting manager, and Robert L. Young, 
othee manager, both Decatur, 2nd 
presidents; and resident secretaries 


vice 


Hlar 


td C. Brown, Ohio, Andrew |]. Fasnacht, 

Pennsylvania, R. W. Linthicum, Del., Md., 

\ Va. and Doyt A Walters, Ohio 
Peter Van Cleave, administrative assis 


tant to James S. Kemper, was elected vice 
president of James 8. Kemper & Co. cen 
tral dept 


London Assurance Group: Has relocated 
at Ill John St.. New York City 


Lumbermens Mutual Ins.: Robert P. Wolf 
has been promoted to field representative 
in western Michigan 


Lyle Adjustment Co.: Bruce Lyle, 
founder, has come out of retirement to 
assist president John W. Foltz due to the 


expansion brought about by purchase of 
the Northern New Mexico Lyle Adjust 
ment Co. owned by Lee Au which in 


aS, 


m cludes ofhces at Albuquerque and Gallup 


but not the Farmington othce. Ed West, 
Best's Fire and Casualty News 


$6 
TRADERS & cE COMPANY 
DALLAS, TEXAS 
a 
MPANY 
| 
152 


manager at Roswell, has been moved to 
Albuquerque and will supervise the north 
ern New Mexico operations. 


ENTS 
FIRE me’ MARINE: 


RUSTON 


Michigan Mutual Liab.: B 
Rough has been promoted to assistant 
treasurer and is succeeded as chiet ac- 
countant by Dennis A. Richard. Roy H. 


ae Olson has been advanced trom regional 
safety manager to national satety engi- 
neenmeg consultant 


Motorists Mutual: Henne suc- 
ceeds Harry J]. Schick as claim manager. 


Mutual of Omaha: George Fdgington, 
Arkansas general agent, has been named 
special assistant to Howard FE. Dewey, vice 
president— sales. 


National of Hartford Cos.: ©. 
fustin has been appointed agency super 
intendent in Chicago office 


Northwestern Mutual: Canadian head of 
fice quarters have been opened in Van 
couver, B 


LOUISIANA 


MANAGING 
GENERAL 
AGENTS 


Ohio Farmers Cos.: Pigeon has 
been appointed to newly-created position 
of manager, workmen’s compensation diy 
of casualty dept 


Pacific National: F. Goins, for 
merly associated with California Compen 


sation, has been named sales manager of 
Pacific div a 
Penn Eastern Adjusters: \ new ollie has Ibert illcox & * Inc. 


been opened at State College, Pa ESTABLISHED 1916 


Phoenix of Hartford Cos.: \etropolitan 

N. ¥.) dept. appointments: Fredert 

Boger, assistant manager; AL Hh 

cock, manager of fire and John G 

MacDonald, manager of inland marine Reinsurance Planned and 
Jack Elias has been called to home ot . . 

fie and promoted to general agent as Negotiated e Admitted and 

suming agency production responsibilities 

in mid-western states, and Durand B. Hite, Foreign Market Facilities 

Jr.. named to succeed him as manager ot 

Nashville district office. Manning B. Airby 


replaces Mr. Hite as state agent for Facultative - Treaty - Excess of Loss 
eastern Tennessee and George M. Egbert, 
Jr.. has been transterred from Chicago and Fire - Marine - Inland - Casualty 


appointed special agent for central and 
western Tenn Roger R. Street has been 
promoted to casualty and bonding super 
intendent and will continue to head cas 
ualty operations in Tenn. and Ky. Harry 


Vandiver has been appointed special agent 99 JOHN STREET, NEW YORK 38. N.Y. BE 3-4191 
for Colorado 11 PRYOR STREET, ATLANTA 3, GA. MU 8-4270 
Royal-Globe Group: / rank G. 


previously automobile manager of casualty 
underwriting planning dept. has been ap State Farm Cos.: BO loote has from personnel manager At 


pointed manager of the new Red Shield been named director of advertising and lantic regional othce to general personne! 
automobile dept David J. Phillips, director of public rela superintendent in-home office; and Don 
I. A. Rabb, Jr... has been named bond tions ald W. Frischmann trom. supervisor of 
special representative at New Orleans State Farm Mutual Auto. promotions agency training- home othice to agency su 
Manager Carl Feimer from New York div pervisor in west central regional othce 
St. Paul Fire: Richard L. Cotherman and to central Pennssivanmia§ dis manager 
Jack R. Cory have been appointed special John J. Roberts trom metro Hlinois div Stuyvesant: Reinsurance dept. has moved 
agents at Denver and Omaha, respectively to New York div.; George Parker trom Jackson Blyvd., Chicago. James 
ye neral claim supermtendent in home ol / hellie. formerly with Continental 
Sayre & Toso of Illinois: Hin fee to manager at metro THlinois div Casualty, has been named ofhce manager 
ton, formerly treasurer and director of claim superintendent Jolin Thiel trom James H. Von Gunten, formers midwest 
Stewart Smith (Illinois), has been named — metro Hlinois div. to northern Hlinois div erm claims superintendent for North Bri 
production manager Paul M. Asheim trom Towa divisional group, becomes claims manager; and 
claim superintendent to general claim su 1. J. Helmick. formerly owner of Reinsw 
Standard Accident: S. Blue has penmtendent ino home othce; David W ince Agency, Ine., is manager 
been advanced to manager of New Eng Carr from administrative assistant-castern 
land branch office replacing V. 1. Alop regional to manager, inland Virginia div i 7 
penburg, resident president trans Massie Yuille trom Virginia divisional Toensmeier Adjustment Service: 
ferred to home office in) an executive claim superintendent to manager of sea Bithower has been appointed adjuster in 
capacity board Virginia div.: Ernest L. Hoffman, E 
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Field Appointments—Continued 


New 


charge of fire losses at the 
office 


York City 


Travelers Cos.: [District claim adjusters 
named: Donald 1.. Hall, Sioux Falls, 8. D.: 
and Richard M. Gillette, Elmira, 
Thomas O. Williams has been appointed 
supervising adjuster at Syracuse, N. Y. 
Travelers Indemnity 


appointments: 
hield supervisors named 


Casualty-fidelity 


surety lines: Robert EF. Jackson, Nashville, 
fenn., William V. Liddane, |v., Albany, 
N.Y. Cortland H. Schroder and Bruce A. 


Wilkie, Hartlord, Conn fidelitv-surety 
lines James Roland, Philadelphia, 
Jerald L.. Darnold, Kansas City, Robert M. 
Warner, St. Louis, Donald G. Meyer, Buf 
lalo, N.Y and Ronald J Spencer, San 
Francisco; fire-marine lines Richard A. 
Sage, Atlanta, Ga., and John Close, Al 
bany, N.Y and casualty fidelity-surety 
and fire-marine lines, Bill J. Little, Okla 


homa City flian N. Ogden, Jr., has been 
promoted to assistant manager (casualty 
fidelity-surety fireamarine) ato Lub 
Sam WW Obert and William § 
Sprig has been named assistant managers, 


fire-marine, at Omaha and Yonkers (N. 
Y.), respectively. Field supervisors trans 
ferred: Paul Jensen (casualty -tidelity 
surety) from Rochester to Albany, N.Y. 
and Oscar Casper fidelityv-surety) trom 
Sviacuse, N.Y to Harttord, Conn \t 
Lubbock Texas, treld supervisors lyde 
Ilsup, tdward M. Harris and James I. 
have added tire-marine lines to 
their present casualty-fidelity-surety lines; 
field supervisor Adward Berg, casualty 
fidelity-suretv lines at) Kansas City, has 


been appointed in same capacity with ad 
ditional fire-marine Springheld 


lines at 


United Pacific: Boyd Tyler has been 


promoted from manager of machine ac 


counting dept to assistant controller 
Vaughn R. Brown, tormerly special agent 
in Wichita for National Surety and Fire 
mans Fund, has the home office 
bond stall 

U. S. Fidelity: Piomotions: Leslie Wil 


frames, associate manager, and James B 
Denney manager Oklahoma 
City: and Jae R. S/ assistant man 
ager, Springtield, 

Vanston & Co., Barney: Moles! Sink, 
formerly executive assistant to the man 
ivement: of Factory Assn, has been 


ippomnted as special representative of this 
Dallas firm 


THE 


New agents are carefully chosen on the basis of 
their integrity and their own careful selection 


of policy-holders. 


MULTIPLE LINES 


Writing through independent Local 


Wetzel Co., Scott: Promotions made by 
Salt Lake City adjusting firm: Thomas P 
Lanigan at home office in charge of heavy 


liability. claims; Ray M. Kohl, branch 
manager at Pocatello replacing Mr. Lani 
gan; and H. Douglas Haynes, branch man 
ager in Provo. 

Zurich-American Cos.: New York office 
department changes: Joseph W. Scanlon 
to superintendent, metropolitan under- 


writing dept.; Raymond Casulli to super 
vising underwriter, eastern dept.; Thomas 
J. Shever to supervisor of assigned risk div.; 
and &. Nathanson to supervisor, New York 
history dept 

Thomas J]. Gainer has been appointed 
superintendent of underwriting at Seattle 
branch replacing Harold ¢ Phillips, ve 
signed 


SAFETY FLARE KIT 


AN AUTOMOTIVE FLARE kit, designed 
to stimulate increased use of flares 
by motorists, is being made avyail- 
able to service stations, auto supply 
stores and other retail outlets. Of- 
fered by an Ohio firm, the kit con- 
tains three 15-minute flares packaged 
ina heavy cardboard tube with metal 
screw cap and bottom, 

This marketing innovation is de- 
signed to fill a need created by the 
increasing safety consciousness of 
the American public, brought on by 
safety education in the plant and 
office, plus the concentrated etforts 
of the National Safety Council to 
reduce highway casualties, 

To help promote safety minded 
ness, many stores are featuring 
“safety corners” by grouping. vari- 
oas Inghway and household safety 
items together for concentrated cus- 
tomer attention. 

A major sales target for such 
items— particularly the 
sixty-six million car owners in this 
Police and fire 
carry flares as standard equipment, 


flares—are 


country. vehicles 


and many states require them to be 
carried by truckers. However, until 
recently, private car owners tended 
to neglect flares, despite the fact that 
the National Safety Council has 
stated that their use could virtually 
eliminate so-called 
aceidents at night. 


“sitting duck” 

In addition to providing a warning 
signal, flares can also be used to 
illuminate tire changing and other 
emergency operations. Although no 
matches are needed, they cannot be 
set off accidentally, and will burn 
even in rain or strong wind. 

The kits are packaged twenty-four 
tubes to a case, and have a shipping 
weight of thirty-six pounds. 


UNREALISTIC JURY 
AWARDS 


A WARNING AGAINST unrealistic, and 
often unreasonable, jury awards is 
sounded by Edwin B. Moran, execu 
tive vice president of the National 
Association of Credit Management 
in the October issue of that associa- 
tion's magazine, Credit and Finan- 
cial Management. Mr. Moran con 
cludes his editorial by cautioning 
that, “if claims continue to 
unreasonable and if awards 
are wholly out of keeping with the 
injury or the loss suffered, we shall 
soon tind that premiums adequate 
to cover 


reach 
sums, 


situations constitute 
a burden that cannot be assumed by 
business in a competitive market 
or by the insuring public. Such a 
condition would be harmful to every 


such 


living person and every going busi 
ness and indeed harmful to the na 
tion's Let us hope that 
this trend towards unrealistic awards 
and judgments will be tempered by 
the rule of reason.” 


economy. 


MUTUAL INSURANCE COMPANY 


CELINA, OHIO 


any. with a heart” 


call us today. 


LIBERAL COMMISSIONS «+ 


We're looking for long lasting, mutually profit- 
able business relationships. Interested? Write or 


COMPETITIVE RATES 


Agents in Pennsylvania, District of Columbia, Maryland, Virginia, 
West Virginia, Kentucky, Ohio, Indiana, Michigan, and Colorado. 
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QUESTION | 


a. List five risks of loss or damage 
to the person and property. 

b. Detine the following terms: 

1. Insurance 

2. Premium 

3. Policy Contract 

$. Deductible 

5. Franchise 

6. Insurable Interest 


Answer 
a. Five risks of loss or damage to 
the person and property are: 
1. Bodily Injury 
2. Superannuation 
3. Potential economic loss from le- 
gal liability. for bodily injury” or 
property damage to third parties 
4. Death 
5. Disability 
b. Detinitions: 
1. Insurance is the transter of 
economic risk of loss from one to 
another for a price 
the 
expressed in 
which the 


Premium is consideration, 

dollars, for 
underwriter assumes the 
imsured’s risk of loss and tssues the 
contract of 


usually 


insurance 
3. Poliev contract is the personal 
legal contract or agreement between 
the insured the 
whereby the underwriter 
assumes the insured’s risk of loss for 


underwriter 
(insurer ) 


a consideration and sets forth con- 


ditions of risk assumption by un- 
derwriter. 
$. Deductible is an amount which 


is subtracted or deducted from each 
and every loss. It 1s assumed by the 
insured, 

5. Franchise—Under a franchise, if 


a loss equals or exceeds a certam 
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of the Month 


amount the entire loss 1s paid by the 
the tirst dollar. 
If it does not equal or exceed this 


underwriter from 
amount, the insured assumes or self 
insures the economic loss 

6. Insurable interest 1s demon 
strated by 
that he 
loss if the subject property were to 


a party if he show 


would 


can 
suffer an economic 
be damaged or destroved. In mat- 
ters other 
surabli 


time of the loss 


than life msurance, in- 


QUESTION 2 
Define the following within the 
framework of their general imsur 


ance meaning: 
1. Cancellation 
2. Subrogation 
3. Assignment 
4. Binder 


Answer 


1. Cancellation is the termination of 
the contract of insurance at the elec- 
tion of either the insurance ce mpany 
or the insured, as per policy terms 
and conditions. If at the election of 
the company, it is 
straight pro 
it is on a short-rate or penalty 


usually on a 
rata or percentage 
basis; 
basis ordinarily if the Insured elects 
to cancel 

2. Subrogation means that after an 
underwriter has paid a loss he 1s 


Casualty and Fire 
REINSURANCE 
W.W.GREENE, Inc. 


32 CLIFF STREET, NEW YORK 38 
BEekman 3-1727 


interest must exist at. the 


The following questions and selected answers are taken from the final 
examination given the students of the Survey of Insurance Contracts 
Course of the Evening School, Insurance Society of New York. 


subrogated to, Le 
of the against anv other 
party who may have caused the loss, 
but only to the extent of the loss 
paid. In this way, the responsible 
party is made to pay and the com 
pany 1s able to recoup all or part of 
the loss 


. assumes the rights 
insured 


> 


3. Assignment is the transferring of 
the insured’s rights and duties un 
der the policy to another part. It 
is usually not permissible without 
the written consent of the company 
(underwriter ) 

4. Binder is a temporary legal mem 
orandum. or insurance 
by which the underwriter 1s bound 
on a risk until a formal policy can 
be issued 


contract of 


It contains a time limit, 
With 
respect to fire insurance, a binder 
mav not be 
the day tollowing the company’s 
declination of 


but may usually be extended 
cancelled until noon of 


a risk 


QUESTION 3 


a Detine and discuss the matter of 


warranty and representation as 
respects an 
b. Last 


insurance generally 


insurance contract 


five benefits rendered 


Answer 


a. Warranty is a provision in the 


policy which, if breached to any 
degree by an imsured, will void the 
policy Representations, on the 
other hand, will not void the contract 
if false (misrepresentation )— unless 


misrepresentation 1s material, i.e 
had the underwriter known the truth 
he would have (a) refused to insure 


or (b) charged a higher premium 
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Quiz of the Month Continued 4, It works toward the conservation 
of life and property. 
b. Five benefits rendered by insur- 5. It substitutes certainty for un- 
ance generally are: certainty and eliminates worry. 
1. Education of the public with re- 
gard to food housekeeping and 
safety engineering. QUESTION 4 
The investment of the insurance 
industry in the economy of the TRUE or FALSE: With respect 


country to the New York = standard fire 


3. It enables people to be selt sup policy : 

porting in their later years without a. The present standard fire policy 
hecoming a burden on family or form has been in use in New York 
society. State since July 1, 1943. 


GRO 


IN IZE, 


and offering agents the Largest Truly 
finest specialized facilities Multiple bine 


and “know-how” in the 
field of multiple line under- Company in 


writing. the South 


YOUR 


Insurance 


r. Agent: 


We can lessen 
your “load” 
with our 
prompt service, 


facilities, and 
insurance 


know-how! 


NATIONAL UNION 
INSURANCE COMPANIES 


PITTSBURGH @ PENNSYLVANIA 
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b. partnership may not be in- 
sured under this policy. 

The policy will cover the legal 
representative of the insured, in the 
event of the insured’s death. 

d. Basically, the policy covers at a 
specified piace. 

The policy never covers the in- 
sured property at places other than 
the location specified in the policy. 

The basic policy covers indirect 
loss from the insured perils. 

g. Under the basic policy other in- 
surance is permitted without written 
consent of the insurance company. 
h. The basic fire policy is strictly 
one of indemnity. 

i. Under the basic policy the in 
surer may not repair, rebuild, or 
replace the damaged property. 

j. The basic policy covers only 
against the perils of fire and light- 
ning. 


Answer 
t. 
h. 7 
d. 7 i. | 
e. | j. I 


QUESTION 5 


With respect to the New York 
State standard fire policy, discuss 
briefly 

a. Uninsurable Properties. 


Ixcepted Pre yperties, 


Perils not covered. 

d. Hostile vs. Friendly lire. 

e. Insured’s duties in event of loss 
ft. Data necessary in proot of loss. 


Answer 


(a) Uninsurable properties are ac 
counts, bills, currency, deeds, evi- 
dences of debt, money, and securi- 
ties. These have an intangible value 
(hb) Excepted properties are bullion 
and manuscripts, which may be in- 
sured by endorsement. 

(c) Perils not covered are war, in 
vasion, insurrection, rebellion, revo 
lution, action in resisting an attack 
hy an enemy, action taken by any 
governmental authority except to 
prevent further conflagration, and 
theft. 

(d) Hostile fire is one which es- 
capes its proper confines, such as 
a stove or furnace. Damage done by 
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under the 
That which 
might be caused by a friendly fire, 
that is, one which remains properly 


fire is COV ered 


such a 


standard fire policy. 


confined to its normal location or 
container, is not covered. 

(e) In the event of loss, the insured 
must : 

1. Give immediate written notice to 
the company. 

2. Do all he can to prevent further 
loss. 

3. Separate the damaged from the 
undamaged property. 

4. Make an inventory of the dam- 
aged and undamaged property. 

5. Produce all 
bills, ete. as may be required. 


records, invoices, 
within 60 
davs after requested (N. Y.). 

7. Extend every cooperation to in 


6. Kile a proof ot loss 


surer with respect to less determin 
ation, ete. 

(f) The proot of loss must state: 
1. The time and origin of the loss 
2. The description of all damaged 
and undamaged property and valu 
ations placed on such property. 

3. Any change in title or interest 
+. The nature and purpose of oc 
cupaney at the time of the loss and 
whether any of the premises was 
unoccupied. 

5. Other insurance covering prop 
erty involved 


QUESTION 6 


With respect to the New York State 
standard fire policy, discuss the pro 
visions of lines 68 to 85 which deal 
with the interest of a mortgagee in 
this 
for, and 
the general provisions of, the New 
York standard mortgagee clause for 


the insured property and, in 


connection, give reasons 


use in connection with real estate, 
with or without full contribution 


Answer 
The mortgagee’s interest is pro- 
tected through the New York Stand- 
ard Mortgagee clause 
Reneftits of ( 


se to 


mortgagee 
1. Loss pavable as interest mav ap 
pear 

2. Must be given 10 davs notice 
instead of 5—if company wants to 
cancel. 

3. May sue in his own name. 

4. Mortgagee’s interest will not be af- 


fected by neglect on the part of the 
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time was 
when a company 
could be chosen 
on the basis 
of personality, 
lead-lines 
or gimmicks. 


today, 
a company 
must deliver 
full agency service. 
For your 


long range program, 


talk to an 
L&L fieldman. 


Lonvon & LaNcasHire GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTO 


NEW YORK - 


A Firm Friend of the American Agency System 


20 Trinity Street, Hartford, Connecticut 
CHICAGO 


Fire Department) 


SAN FRANCISCO 


insured of which he does not know 
about. If hazard 
on property and mortgagee doesn't 
this, 


insured increases 


know of his interest won't be 


affected 


Duties of Mort 


1. File Proof of Loss if insured 
fails to do so 
2. Pay premium it sured doesn't 


3. Notify Company of any increase 
in hazard it he has knowledge of 
If there is a loss under the 
policy the Company may refuse pay 
to the they 


not refuse payment to the mortgagee 


such. 


ment insured but can 
Thus if in 


sured took out policy with a bank 


if he was not negligent 


as the mortgagee, the Company in 
event of loss would pay the bank 
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Quiz of the Month——Continued 


and then exercise their subrogation 
rights against the insured 


QUESTION 7 

Discuss the New York standard co 
Insurance clause In answering, 
touch upon: 


a. The objective of this clause. 

hb. Its historical derivation. 

c. Why is the clause necessary to- 
day 

d. An example of the application of 
this clause 

e. Express this coinsurance prin 
ciple formula 


Answer 


Phe York 


IMsurance clause requires that insur 


New State standard co 


ance be purchased certain 
percentage of value in order for par- 
tial paid in full. Its 


objective is to motivate insureds to 


to a 
losses to be 


insure to value, thus producing ade- 


quate premiums out of which losses 
are to be paid It 1s necessary today 
because with our modern fire fight 
Ing methods and equipment, most 


imsureds would gamble on having a 
partial loss and only Insuring to that 
extent, Le. to partial value 

\n example of the clauses’ applica 
tion is as 


follows If a policy con 


faims an coinsurance clause, it 


would be necessary to carry $16,000 
coverage on a dwelling valued at 
order to collect partial 


losses in full. Tf only $8,000 cover 


$20,000) in 


Ave Were carried, partial 


losses 
would be In proportion to the 


relationship 


MS amount bears to 
that which should have heen carried, 
NOW) 
that is 16,000 or of the partial 
loss sustained 
The t rmula is 
Partial Loss sustamedc 
Am'tof Ins. Re 
QUESTION 8 
Identify four forms designed for 


use with the New York State stand 


ard tire policy and, in this connec 


tion, discuss the ‘Building Form” 


as it pertams to 


a. Vacanev and unoceupaney clause, 
electrical exemption clause 

c. No control clause 

d. Detinition of buildi clause 
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e. Landlord furnishings clause. 

f. Foundations’ exclusion clause. 
g. Waiver-of-Subrogation clause. 
h. Debris removal clause. 

1. Improvements and betterments. 
}. Divisible contract clause. 

k. Liberalization clause. 

I. Automatic sprinkler clause. 


Answer 


Four forms designed for use with 
the New York Standard Fire Policy 
are: 
1. Dwelling Building Form. 

2. Mercantile and Apartment Build- 
lorm, 


1 


1 
3. Manufacturing Building Form. 
4. Dwelling Contents Form. 
a. lacancy and unoc upancy clause 
li building, under the basic fire 
insurance policy, is vacant or un 
occupied for a period of more than 
sixty days, the policy is suspended, 
This clause waives the suspension 
I“acant 


the people furniture 


are gone—nothing is contained 
herein. 


Noccupancy 


Only the people are 
gone 

b. Electrical Clause 
Gives the insured permission to use 


No 


for electrical damage to 


electrical appliances coverage 
the appli- 
ances (except by lightning ) but will 
cover if fire ensues and then will 
cover only for the tire damage 

c. No control claus \ny increase 
in hazard which occurs in a portion 
of the building over which the in 


sured has “no control” does not 
suspend the insurance. 
d. Definition of building clause 


The building includes not only the 
structure itself, but also all of the 
pumps, machinery, and tanks used 
in the operation of the building and 
screens, storm windows, whether in 
place or in storage and such Drop 
erty 
lord 
York 


e. Landlord 


as is covered under the Land 
furnishings clause in Ney 
furnishings clause 
for the items of 
personal property which belong to 
the landlord as operator of the build 
ing and which are used in the op 
eration of the building 


grants coverage 


Chis covers 
such items as refrigerators, screens, 
rugs, fire fighting equipment, em 
plovees uniforms, ete. There is no 
coverage for the personal property 
of the | | 


landlord which is not used in 


his capacity as landlord, 
f. The foundations exclusion clause 
allows for the exclusion of the value 
ot all foundations, flues, pipes, ete. 
which are below ground level when 
determining proper insured value. 
This clause can be important in co- 
insurance problems since it can re 
duce the amount of required insur- 
ance, 
g. Waiver of subrogation—The in- 
sured may enter into contracts 
before a loss which would limit his 
right of recovery against third par- 
ties, Hie may not enter into any 
such agreements after the loss. 

h. The debris removal clause covers 
the cost of debris removed and is a 


consequential loss coverage which 
alleviates some of the harshness of 
the actual cash value rule. It is 


important to remember that it only 
extends the coverage and does not 
increase it. 
i. Improvements and Betterments 
automatically covered, but increased 
value is to be declared and premium 
paid, 
Divisthle Contract Clause—li a 
policy covers two or more buildings 
or the or more 
buildings, any breach of warranty 


contents of two 
on the part of the insured on these 
shall not prejudice his 
rights in regard to a loss on other 


locations 


locations (locations in which there 
has been no breach of warranty). 
k. If a state 
statute is passed which broadens the 
coverage or affords benefits to the 
this 
shall inure 
sured and 
policies in 
that date. 


l. futomatic Sprinkler Clause—It 


theralization Clause 


assured, broadened coverage 
to the benefit of the in 
shall become a part of 


effect and issued as of 


the insured has on his premises an 
approved automatic sprinkler svs- 
tem and has obtained a reduced rate 
hecause of this factor, then he (the 
Insured j the 
will be maintained in proper work 


warrants that system 
ing condition and in the event of a 
leak or break in the pipes or part 
of the system, he will turn off the 
system and notify the fire rating 
organization as quickly as possible 
in order that might repair 
The form may either broaden 
The Building 
Form contains many clauses which 
are of 


they 
same 
or limit) coverage 


advantage to the insured 


1 the N 
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Stepping up your tobacco consumption won't do it 
... but you can smoke out more business .. . offer 
better service ... and save valued clients important 
premium dollars in advance, if you write the Public 
Liability and Workmen’s Compensation coverages 
of Consolidated Mutual. 


CMIC specializes in high frequency and high expos- 
ure risks . . . offering you and your clients a con- 
centrated service; handled by a team of experts and 
sold through brokers exclusively. 


See for yourself how quickly Consolidated can step 
up your sales volume. Ask for the details today. 


CONSOLIDATED MUTUAL 
INSURANCE COMPANY 


HARRY STRONGIN, President 


100 CLINTON STREET, BROOKLYN 1, NEW YORK 


Branch Offices: In principal cities in the East 
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New Publications—from 138 


page 


How To Cut Your Insurance Costs 


This book is a record of a 
special conference between editors 
of MeGraw-Hill publications and 
insurance specialists from American 
Mutual, Mutual Boiler & Machinery 


Insurance Co., and the Associated 
Factory Mutual Fire Insurance 
Companies, at which ways and 


means for reducing insurance costs, 
by line of insurance, were discussed. 
100 pps., $1.00 per 


able from the publi 
partment, 


lwail- 

relations de- 
Vutual Liabil- 
ity Insurance Company, Wakefield, 
Mass 


copy. 


elmerican 


Readings in Property and Casualty 
Insurance edited by Hl. Wayne 
Snider, Ph.D., assistant professor of 
Wharton School of Fi- 
nance and Commerce, University of 
Pennsylvania. 


Mmsurance, 


This is a compilation of 54 care- 
fully selected articles on all phases 
of property and casualty insurance. 
Included are analyses of certain 
characteristics and principles of in- 
surance, a detailed description of se- 
lected features of insurance opera- 
tions and the more 
important trends and problems. In 
selecting the articles the author chose 
those he beleved to be the most 
original in their conception, most 


discussions of 


thought provoking, most controver- 
sial, most stimulating, most readable 
and most far reaching in their effect. 
The compilation should provide a 
clearer understanding of the unity, 
soundness, practicality and impor- 
tance of the institution of insurance 
and how it functions 


543 pps; 
lished hy Richard DD 
Homewood, Ill 


Pub- 
Tne., 


$0.50) per copy. 


Irwin, 


Programming Business Computers 1 
Daniel MeCracken, Harold 


Wetss and Tsai-Hwa_ Lec 
book ais written for the 
reader who lacks an eXtensive back- 


ground in mathematics but who is 


involved or expects to be involved 


day-to-day application of elec 


tromie computers to business data 
processing problems. Mr. MeCrac- 


ken is at present a private consultant 
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in computer programming. Both 
Mr. Weiss and Mr. Tsai-llwa are 
with General Electric Company. 
The material in the book is di- 
vided into four natural parts. The 
first contains certain 
information which 1s 


background 
necessary to 
an understanding of the topics later 
considered. The second deals with 
coding covering the minimum body 
of knowledge required by a person 
doing actual programming or cod- 
ing. The third part 
number of more advanced topics 
which are perhaps not essential to 
the beginning coder but which are 
essential — to 


discusses a 


anybody wanting a 
deeper grasp and a broader back- 
ground, The book concludes with a 
summary of the involved in 
getting a computer application going 
and a critical look at the accounting 
and auditing 


ste] 


problems associated 


with electronic data processing. 

pps; $10.25. Published by 
Wiley «> Sons, Inc., 440 
Fourth Avenue, New York 16, N.Y. 
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Human Relations in Administration 
by Robert Saltonstall, M.B.A, 


This is a combination text and 
case book designed to help business 
executives broaden their understand- 
ing of the many factors which intlu- 
ence human behavior in each unique 
organization of people. 

Attention is focused on the kinds 
of responsible leadership which cul- 
tivate teamwork among individuals 
and groups and result in maximum 
productivity, as well as basic satis- 
factions and growth for the people 
involved. The includes both 
european and American cases taken 
directly out of real business. situa- 
tions. 


Special care was taken to 
choose cases that did not depend for 
their interpretation primarily on the 
unique traditions or local cireum 
stances in the countries mvolved 
The divided 
covering themes as 


book is into parts 


such organiza 
tion framework for effective human 
relations; the urge to produce; un 
derstanding human problems and be 
havior at work and the development 


of pre fessional leaders! Mp. 


430 $9.50) Per copy. Pub- 
lished hy the Vi Gray Hill Book 
Company, Inc., 330 West 42nd 


Street, New York, N. Y. 


Fire Safe Schools 
Fire Safe Hotels 


The 1959 edition of “Fire Safe 
Schools” just issued by the National 
Board of Fire Underwriters, con- 
tains suggestions which, if followed, 
would avert tragedies such as the 
Chicago school fire of last Decem- 
ber, in which 93 pupils and teachers 
lost their lives. It provides up-to- 
date answers to questions which 
school administrators, public offi- 
cials, fire departments and others 
are faced with in meeting the public 
demand for fire safety in schools. 

Another booklet presents in brief 
form the essential elements of fire 
safe hotels and gives recommenda 
tions for obtaining fire safety in 
both new and existing buildings. It 
covers all hotels 


apartinent 


types of veal 


round, seasonal, and 


types. 


Copies of both booklets are avail- 
able the National Board of 
lire Underwriters, 85 John Street, 
New York 38, N. Y., 222 West 
Adams Street, Chicago 6, Illinois 
or 465 California Street, San Fran- 
cisco 4, California, 


from 


A Guide to Property and Casualty 
Insurance on Churches—Revised 
E-dition 


This booklet has been prepared for 
the use of clergy and laymen charged 
with church property management. 
Its purpose is to place before the 
governing body of a church a com- 
plete insurance program for a well 
run organization and outline the 
steps essential in keeping informed 
and up to date. 

The contents of the booklet in 
clude sections on the problem ot 
surveying insurance needs, the dif 
ferent types of coverages available, 
an analysis of the importance of loss 
prevention, a review of the require 
ments of a well-balanced insurance 
program, and an appendix which de 
fines and discusses insurance terms. 

$.10 per copy or $7 per 
Available from the research depart- 
ment, Association of Casualty and 
Surety Companies, 00 Jolin Street, 
Vew York 38, New York 
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vents who sell for Combined 


W are often the subject of colleague 
Wonder how that swisston 

e That’s quite natural because 

Combined fellow most Combined representatives 


are successful to an outstanding 

°,u7 degree. Attaining this measure 

does it of success doesn’t just happen. 
Combined provides agents with 


the two principal ingredients 
that assure their success. 


1. Saleable Merchandise: From 
a broad selection of Hospital, 
Medical-Surgical and Loss of 
Income plans, Combined 
assists an agent in choosing 
the type of coverage he is best 
qualified to sell. 


Combined’s Motivational 
Techniques: Combined agents 
receive training and direction 
in the form of exclusive 
motivational techniques 


that mean the difference 
between ordinary and 

extraordinary results. 
é That’s how the Com- 
bined fellow does it. He’s 
prepared for success by 

a successful organiza- 

tion — Combined, sec- 

ond largest exclusive 
accident and health 
company in the world. 


We'll be glad to tell you 
how you may become success- 
ful with Combined, if you'll 
mail the coupon below. 


Combined Insurance Co. of America, Dept. 122 
M B | N E D —_— 5050 Broadway, Chicago 40, Illinois 
: How can Combined help me to success in the 
Insurance Company 


Accident & Health Field? 
Of America 


W. CLEMENT STONE, PRESIDENT 
5050 Broadway, Chicago 40, Illinois City 


Name 
Address 
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Commercial Risk—from page 95 

exact or complete to provide maxi- 
mum usefulness and consequently 
they must be interpreted with under- 
standing. maximum 
fire loss ratio your company can tol- 
Where you have good statis- 
tics, you can judge whether you want 
We, 


not class underwriters, 


You know the 


erate. 


to write a class or leave it alone. 
in IRM, 
there 
over-all record 


are 
classes where 
the industry 


but few 


the 


are a 


is such 
done 


that our underwriting is 
with the utmost caution, In 
fairness to all concerned, there are 
standouts in such classes which can 
be written safely. As stated earlier 
in this paper, it is usually the “fair” 
risk which often the entire 
class a bad reputation. Part of your 
job is to decide which risk is ‘‘fair” 
and which risk is “excellent” in its 


class. In this connection, the re- 
ports of your Inspectors and En- 
gineers can be invaluable in esti 


Teamwork in Action’ 


ENGINEER 


| 


all working together to 
produce more good business 


Lumbermens of Mansfield is justly 
famous for its competent and 
thorough engineering department. 
From them, you, the local agent, 
can get LOSS PREVENTION 
SERVICE —to keep your client 
in business so he continues to buy 
your insurance ... RATE ANALY- 
SIS SERVICE — to show your 
client how to reduce his rate . . 

REVIEW OF PROPOSED CON- 
STRUCTION PLANS — to show 
your client how to get the lowest 


rate on the building he is planning 
. . EVALUATION OF PROP- 
ERTY —so that your client is 
adequately covered, assuring him 
complete protection and assuring 
you increased earnings. 


These three working together... 
the local agent . . . the policyholder 
: the engineer prove how 
“Teamwork in Action” pays off in 
increased business of the right kind 
— business that is permanent! 


WRITE D. W. Evans, agency vice-president, 
for complete details TODAY! 


The—~ 


LUMBERMENS MUTUAL 
INSURANCE COMPANY 


A MULTIPLE LINE COMPANY 
General Offices, Lumbermens Heights, Mansfield, Ohio 


Branch Offices — St. Louis, Dallas, San Francisco and Los Angeles 
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Established 1895 


mating the merits of any individual 
property. 


The performance of city fire 
departments varies considerably. 
Some cities have not only good 


fire-fighting equipment, but also ex- 


cellent facilities for training their 
men. They practice modern, effec- 
tive fire extinguishment and believe 


in holding the total damage to a 
minimum, In contrast, there 
few cities that seem to consider the 
the department is 
measured by the miles of hose laid 
and the amount of water used. | 
witnessed a demonstration of poor 
fighting not long ago. It 
a beautiful example of keeping out 
side the building and throwing lots 
of water, but. the 


are a 


etfectiveness of 


fire was 


property was a 
total loss after the incident was 
over, 

I:xperience within states varies 
greatly as you undoubtedly appre 
ciate. In part, the record depends 
upon the rating bureaus which 


should provide adequate rates for 
the 
good job, others do not have a good 
reputation. It will not be revealing 
inform that it 
critical of 
than it is in 
records we use 
available to you, so no further 
comment is necessary here. 


sustained. Some do a 


losses 


any secrets to you 


is necessary to be more 
risks in 
others. 


states 
The same 


some 


are 


Avoid High Rate 


In connection with the above, it 
almost unnecessary to state 
high rate does not 
It might be 
to remember this point if you are 
offered a risk where the rate looks 
high attractive 
The engineers of the rating bureaus 
usually know what they 
and if a property has been given a 
very high rate, 
ably sure there is some good reason 
for it. 
it would be to stay away from those 
risks in anv which bear an 
exceptionally high rate. Such risks 
are the “fair” ones and the chances 
re they will use up more than their 
share of the 

Many 


ours, 


seems 
that a 
faulty conditions. 


correct 
well 


exceptionally 
are doing 


you can be reason- 


If | could offer a suggestion, 


class 


premiums of the class 
start after 
particularly in unattended 
Many of the properties 
you will underwrite will be 


With 


automatic control, 


fires closing 
prope rtie s, 
in this 
plants 
with lights 


latter class. heating 
g 


under 
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and motors left running, with dis 
carded cigarettes smoldering in the 
rubbish, many a fire gets a good 
start before being discovered. Long 
weekends and exceptionally cold 
weekends often produce bad _ fires. 
\ few years ago we could count 
upon at least one bad fire every 
three-day weekend. The record be 
came so bad that I hated to see a 
long weekend appear. (It doesn't 
seem possible, does it?) It is now 
standard practice of our organiza- 
tion to send a warning letter to our 
property owners a few days in ad 
vance of a long weekend. It often 
goes out under the title, “Don't 
Lock Up a Fire When You Close 
Your Property.” Then, we give the 
owner a sales talk and some facts 
upon which to meditate. 


A Thankless Task 


lire prevention engineering is 
pretty much a thankless task. When 
you do good job, there is no 
smoke, no excitement and no one 
will admit there would have been 
a fire anyway. If vou do poor 
job, vou and everyone else learn 
about it in a most unpleasant way 
In connection with our “long week 
end” folders, we can only say that 
somehow or other the number of 
fires in our risks seems to have 
diminished considerably since we 
established the practice 

Make sure your heating plants 
and processes using flammables are 
cut off from other sections of the 
property. Bear in mind that oil and 
other flammable liquids vaporize 
readily and that it is the vapors 
which burn whenever a source of 
ignition appears. By confining all 
volatile fuel in a properly enclosed 
room, vou have reduced one of the 
three essentials for a fire. A) small 
amount of fuel means a small fire 
Simple, isn’t it? Yet, you would 
be surprised how many people kick 
about complying with such a fun 
damental 

Guard against the careless use of 
cutting and welding torches. To 
day, because so much metal is used 
around most properties, it is com 
mon practice when construction or 
repairs are undertaken to use cut 
ting or welding torches. Usually, 
outside contractors are 


employed 


ea mn ¢he next 
a x 
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INSURANCE GENERAL AGENTS 


ARKANSAS 


UTAH 


CENERAL AGENTS 
Fork Smith, 
SUnset 3-6147 . 214 North éth St. 


ALEX ARTZT 
Okla, Ark, La, Texas 


aa 


THE KOLOB CORPORATION 
Managing General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


241 South 5th East 
Salt Lake City, Utah 


COLORADO 


WEST VIRGINIA 


RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLORADO 
COLORADO WYOMING NEW MEXICO 


FLORIDA 


ALFRED PAULL & SON, INC. 


Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING. W. VA 


HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 


CANADA 


LOUISIANA 


Robert Howard J. M. Williams J. A. Carmody 
D. Oliver T. W. Litchfield W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 
INSURANCE BROKERS 


CANADA CEMENT BLDG 
MONTREAL, QUEBEC 


BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 


TRANS CANADA 
ASSURANCE AGENCIES INC. 


Lloyd’s Correspondents 


REINSURANCE AND SPECIAL RISKS 
1231 Ste Catherine St. West 
Montreal, Canada 


MONTANA 


FIRE — CASUALTY — AUTOMOBILE 
INLAND MARINE 
WORKMEN'S COMPENSATION 


WESTERN INSURANCE AGENCY 
Complete Facilities for Handling Surplus 
and Excess Lines 
HELENA, MONTANA 
TEL. Hi—2-5770 


P. O. BOX 523 
225 POWER BLOCK 


REDMOND and SHAUGHNESSY Ltd. 
SERVING AMERICAN BROKERS 
FOR OVER 25 YEARS 


276 St. James St. W., Montreal 


NEW JERSEY 


A. W. MARSHALL & CO. 


MANAGING GENERAL AGENTS 
744 Brood St. Nework 2, N. J. 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 
Tel.: Mitchell 2-0963-4-5-6-7-8-9 


Stewart, Smith (Canada) Limited 


630 Sherbrooke St. West. Montreal 
Branches: Toronto, Vancouver 
Agents and Brokers for 
Insurance and Reinsurance 


Associate Offices at 
116 John Street, New York 
Board of Trade Building, Chicag 


Stewart, Smith & Cx Limited, London, England 


TEXAS 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


A. E. WILSON & COMPANY, LIMITED 


Lumsden Bidg. Toronto 


Insurance Service 


Throughout Canada 
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Commercial Risk—Continued 


and often the contract is let on a bid 
basis. The operators have very little 
respect for the combustibility of the 
immediate surroundings. Their job 
is to get the metal cut or welded and 
then get out as quickly as they can. 
We had one incident a few years 
ago where workmen undertook to 
repair a truck, brought it into the 
building, turned it over on its side 
thereby spilling the gasoline, Then 
they stood in the liquid and used 
a welding torch 

lor the types of fires that will 
oceur at the risks you accept, auto- 
matic sprinklers will be the best 
method of extinguishment. When 
vou consider that a sprinkler stays 
on the job 24 hours a day, 365 days 
a year, and can operate effectively 
in temperatures where a fireman 
would die, you can appreciate the 
great etfectiveness of such an ex- 
tinguishing device. In effect, it pro- 
vides a watchman every ten feet with 
a halt-inch hose in his hand. When 
the sprinkler system is connected 


with associated apparatus to give 


an alarm through some central sta- 
tion or directly to the fire depart- 
ment, its full value can be appre 
ciated, Without going further into 
the benefits of a sprinkler system, 
it is only necessary to say that our 
experience with sprinklered risks 
over the years has been better than 
that with unsprinklered risks. 

This paper has purposely omitted 
any incidents involving unusual 
fires. When you stop to recall that 
approximately 50% of all fires are 
caused either by electrical abuses, 
the presence of flammable liquids or 
gases, careless smoking and use of 
cutting and welding torches, it be- 
comes apparent that if vou reduce 
the losses in these four categories 
by one-half, you will be making a 
profit for your companies. 

Your attention is directed on the 
diagram to the location of the oc 
cupancies and the percentage of fires 
occuring therein. Notice the sub 
stantial size of the concealed spaces 
between the first and second floors 
and in the roof area. It is not too 
much to say that if a fire gets a foot 
hold either of these areas, the 


building is hable to be doomed. 
Obviously, it would be impossible 
to tell how to do all underwriting 
within the space of this small paper. 
There are many important points 
that I have not covered, and there 
are many details which could be 
elaborated upon with benefit. If, 
however, any information from this 
paper will be useful, then | and my 
associates will be very glad. 


MERCANTILE FIRES 
Origin and Cause 
Basis: 6,209 Fires 


Smoking and matches .... 33.0% 
Misuse of electricity 20.0% 
Heating defects ........ 13.0% 
Kitchen hazards ........ 10.0% 
Spontaneous ignition .... 9.0% 
Incendiary or suspicious 3.5% 
Rubbish disposal methods 3.5% 
Flammable liquids ...... 
Iexplosions (heat and pow- 

CT BOURGES} 1.3% 
0.3% 
Special hazards ......... 0.2% 
Miscellaneous .......... 2.2% 


1017 WALNUT ST. 


Reinsurance. 


Pire and Allied Qives * Inland oxd Ocean Marine A 


NORTHEASTERN INSURANCE 
COMPANY OF HARTFORD 


ADMINISTRATIVE OFFICE 
DES MOINES, IOWA 


Over fifty years of experienced 
service to direct writing Companies 
in the exclusive practice of Treaty 
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obituaries 


Metz: Adam Metz, a founder and retired 
president of the Bakers Mutual Insurance 
Company of New York, died August 17th 
at the age of 78 Ihe Bakers Mutual 
founded 45° vears After work- 
ing in various positions with the company, 
Mr. Metz became president 28 vears ago 
He retired last vear. Mr. Metz was a 
founder of the Clinton Trust Company 
and served as a director of that organiza 
tion until its merger with the Chase 
Manhattan Bank 


was ago 


Matthews: \ustin R. Matthews, vice- 
president, secretary and director of the 
Pacific Insurance Company of New York, 
Bankers and Shippers Insurance Company 
of New York and Jersey Insurance Com 
pany of New York, died August 25th at 
the age of 67. Mr. Matthews joined the 
Pacific Insurance Company of New York 
Group in 1923, was elected assistant sec 
retary in 1925, secretary in 1934, and 
vice-president in 1940 He served as 
president of the Insurance Accountants 
Association from 1935 to 1987. He was 
a member of the Insurance Accounting 
and Statistical Association and of the 
National Board Committee on Account 
ing and of the Actuarial Bureau. Mr. 
Matthews was also a member of the In 
surance Society of New York, president 
of the University Glee Club of the City 
of New York, and had been associated 
with the Community Service Society for 
32 years and participated in the Family 
Fund Campaign as chairman ot the Fire 
Insurance Division in 1949. He served as 
a Lieutenant (j.g) in the United States 
Navy from 1917 to 1919 


Middleton: iliott Middleton, formerly 
secretary of the Sun Insurance Office, Ltd 
died August 25th at of 83. Mi 
Middleton started his insurance careet 
with the Aetna Insurance Company in 
Cincinnati in 1899, and moved to Chi 
cago several vears later. He became man- 
ager of the Tennessee Inspection Bureau 
in 1909, assistant manager of the Western 
Actuarial Bureau in 1917 and manager 
ot the Pacific Actuarial Bureau im 1920 
He joined the Sun organization ino 1928 
as secretary of the parent company and 
of the Sun Underwriters and Patriotic 
Insurance Company of America After 
his retirement trom the Sun at the age 
of 70 in 1946, he continued a general in 
surance business in Montclair, New Jersey 
for eleven vears. Mr. Middleton was a 
director of the Swan Engineering Co 
Inc and active in the American Red 
Cross. He was for a number of vears a 
vestryman of St. Luke's Episcopal Church 
in Montclau 


Padgitt: Newion Padgitt, assistant secre 
tary of The Home Insurance Company 
died suddenly August 27th at the age of 
17. Mr. Padgitt became athliated with 
The Home in 1935 in the Metropolitan 
Department Transferred to the Marine 
Department in 1936, he was appointed 
marine special agent in) Dallas, Texas 
in 1937 and marine supervisor in’ New 
Orleans in 1989. He became marine man 
ager in New Orleans in 1945 and assistant 
secretary of the company 1953. In 
1956 he transterred to New York 
where he supervised Lhe Home's country- 
wide ocean cargo and hull division under 
writing operations, He transterred 
to the Southern Department in April of 
this vear 


Torgerson: Torgerson, claim 
manager of the Southern California de 


the age 


was 


Was 


partment of the Northwestern) Mutual 
Insurance Company died August 24 at 
the age of 48. Mr. Vorgerson joined the 
company im 1945 and had been claim 
manager for the Southern California de 
partment at Angeles for fourteen 
years Previously he had worked tor 
Fireman's Fund Insurance Company and 
the Automobile Club of Southern Cali 
forma. Mr. Lorgerson was a member ot 
the Angeles Claim Managers Forum 


Los 


Los 


Hol#: F. Sidney Holt, retired assistant 
secretary of the Aetna’ Insurance 
pany, died August 2Ist. For 29° years 
prior to his retirement, Mr. Holt had been 
superintendent of the company’s pub 
licity department. He began his association 
with the Aetna in 1928 as superintendent 
ot the publicity department He was 
elected an assistant secretary in and 
retired from the company in) 1957. In 
addition to his work with the Aetna, Mr 
Holt contributed to the advertising and 
publicity programs of the National Board 
of Fire Underwriters and the American 
Foreign Insurance Association, and 
active in the aflairs of the Insurance Ad 
vertising Conference 

Mr. Holt was a member of Lafayette 
Lodge, AF & AM, Pythagoras Chapter. 
RAM, Wolcott Councl, Ro & SM, Wash 
ington Commandery KY, Harttord Scot 
tish Rite Bodies, Connecticut) Consistory 
SPRS of Norwich, Sphink Temple ot the 
Mystic Shrine and the Jestors 


com 


was 


Lampus: Adolph Lampus head of the 
\. TP. Lampus Insurance Agency Cleve 
land, and a member of the’ Insurance 
Board of Cleveland, died August 20th at 
the age of 70. His agency was established 
in 1OL7 and for many years his 
associated with him in its conduct 
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INSURANCE INSTITUTE OF 
AMERICA 


THE REQUIREMENTS for the Final 
Certificate of the Insurance Institute 
of America were completed by 214 
persons in the examinations given 
last May. Inasmuch as 122 persons 
completed in January, there will be 
a total of 336 to receive the Certifi- 
This 
is a new high record for the Insti- 
tute. 


cate during the current year. 


Since the first series of exam- 


inations was given in 1953 > under 
the revised educational program, 


1556 persons have been awarded the 
Certificate 
tion 


Phe next examina- 


series will be conducted in 


January, 1960 


TRAFFIC SAFETY FILM 


rOWN overrun with a 
very real traffic fatality record and 
the method used to overcome the 
problem is the basis for Walt Dis- 
ney’s newest humorous and thought 
provoking film, “The Story of Any- 
bure, U. S. A.,” 
a trilogy of safety films each in full 
animation—each taking a light ap- 
proach (and deadly aim) on basic 
“Motor Mania,” 
starring Goofy in a dual role as the 
mild-mannered pedestrian as well as 
the maniacal driver, inaugurated the 
Donald 
“How to 


\ MYTHICAL 


which completes 


safety problems 


series Duck, starring in 
an Accident in the 


Home,” was the second in the group 


Have 


and proved conclusively that 

accidents don't just happen by them- 
selves—-they have to be carelessly 
planned in 
A.” 


character 


advance.” “Anyburg, 
stars Disney's newest 


the Defense Lawyer— 


who neatly and effectively spotlights 
the criminal-at-large on today’s 
highways. Already the recipient of 
numerous safety awards, “Anyburg, 
U.S. A.” is available for long term 
lease or daily rental through the 
Educational Film Division, Walt 
Disney Productions, Burbank, Cali- 
fornia, 


SAFETY AWARDS 


THE H. D. LEE COMPANY of Kansas 
City has received two merit awards 
from the American Insurance group 
for outstanding safety in garment 
manufacturing operation. 

The employees of Lee’s thirteen 
plants amassed a total of 1,700,000 
man-hours of work without a dis- 
abling injury. The Lee Kansas City 
plant worked 2,000,000 man-hours 
without a lost time accident. 

In the presentation of the awards 
at a recent ceremony in Kansas City, 
W. J. MeCord, vice-president of 
the American Insurance Group, de- 
scribed the Lee effort as “one of the 
outstanding records in the garment 
industry.” 

The safety campaign was directed 
by R. W. Dietrick, secretary-treas- 
urer of the Lee company. 


GLASS PARTS CATALOG 


COMPLETE GLASS SPECIFICATIONS for 
all American cars and trucks and 
most foreign automobiles, are con- 
tained in the hundred and twelve 
page Auto Glass Parts Catalog of- 
fered by the Shatterpre vof Glass Cor- 
poration, independent manufacturer 
of automobile replacement glass. 


ON INDEPENDENCE SQUARE 


Public Ledger Building 
Philadelphia 6, Pa. 


REINSURANCE 
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This comprehensive Catalog can 
he easily imprinted with Dealer 
name and address, and serves as a 
ready reference for all auto glass 
replacements with alphabetical list- 
ings of car make, year and model. 

In addition to glass specifications 
and pattern numbers, the Catalog 
features an interchangeable parts 
section, a foreign glass parts section, 
a safety glass area calculator, and a 
brief informative review of the three 
types of automobile glazing materials 
—Laminated Safety Plate, Lami- 
nated Safety Sheet and Tempered 


glass. 


NEW TWO-WAY LOCK 


THE INTRODUCTION of a new narrow 
stile deadlock, the Maximum Secur- 
ity 1851-11 Two-Way Lock for pairs 
of doors, has been announced by the 
Adams-Rite Manufacturing Co., 540 
West Chevy Chase Drive, Glendale 
4, California. It is of especial interest 
to insurance companies and other 
organizations concerned with public 
safety. The MS 1851-IT Two-Way 
Lock is specifically designed for the 
control of “main and obvious en- 
trance” pairs of doors for places of 
public assemblage. Key controlled by 
management, a 360° turn of the key 
throws both a lock and threshold bolt 
simultaneously locking or unlocking 
both Accidental locking of 
either door is impossible, guarantee- 
ing that the entire opening is usable 
during business hours. 


doors. 


This assurance of exit freedom 1s 
combined with the proven strength 
of the Maximum Security principle 
which overcomes the weaknesses of 
narrow stile construction and pre- 
vents forced entry. 


CPCU EXAMINATIONS 


Tue 1960 Chartered Property Cas- 
ualty Underwriter examinations are 
scheduled for June 8, 9 and 10. An 
announcement booklet released by 
the American Institute for Property 
and Liability Underwriters includes 
changes made necessary by the re 
vised curriculum for which exam 
inees will be held responsible in the 
June examinations. 
further information should be ad 
dressed to Dean Harry |. Loman of 
the Institute at 3924 Walnut 
Philadelphia, Pa. 
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THE U.S. TREASURY SALUTES 
THE LIGHT AND POWER INDUSTRY 


—and its employees who buy Savings Bonds and strengthen America’s Peace Power 


Every time we flip on a light or enjoy the comfort of a home 
appliance, we can thank the electric light and power industry 
for making this convenience possible. Hundreds of thousands 
of our fellow Americans are proud of their work in the 
generation and distribution of electricity for our homes and 
our industries. 


There’s another great service to our country’s welfare of 
which these people are justly proud, too. For they are adding 
to America’s Peace Power through the purchase of U. S. 
Savings Bonds on the Payroll Savings Plan. By regular 
purchase of Shares in America these thrifty people are 
reinforcing their own security and establishing current 
reserves for home-building, education and travel. 


If your company already has the Payroll Savings Plan; 
make sure that every employee is actively encouraged to 
join. If you don't vet have the Plan, maybe now’s the time to 
install it. For information and help, contact your State 
Savings Bonds Director. Or write to: Savings Bonds Division, 
U.S. Treasury Dept., Washington, D. C, 


Shown here is Arno Paegel, at work with one of the great electric 
light and power companies of this country. Like so many thousands 
of his fellow craftsmen, Mr. Paegel is making regular use of his 
company Payroll Savings Plan to contribute to the Peace Power 
of America. 
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AUTO RATE CHANGES 


ReVISED RATES for automobile physi- 
cal damage and liability insurance 
have been filed in Oklahoma by the 
National Automobile Underwriters 
Association and the National Bureau 
Underwriters 


of Casualty respec- 


tively. The physical damage rate 
changes apply to comprehensive and 
collision coverages and represent 
an annual saving to policyholders 
$385,000, The liability 


changes apply to private passenger 


of about 
automobiles and result in an average 


It approved, the 
new rates will become etfective Oct. 


increase of 16.50. 


THANKS! 


changes 


W. C. RATE CHANGES 


REVISED WORKMEN'S compensation 
rates averaging an increase of 6.3% 
were approved in Missouri, effective 
September 1. Rates for manufactur- 
ing risks were increased an average 
of 6.7%, those for contracting risks 
4.8% and rates for all other categor- 
ies 7.2%. The increases reflect in- 
creased statutory benefits voted by 
the 1959 session of the Legislature. 

The Rating and Inspection Bureau 
of North Carolina has filed for an 
2.3% in work- 
men’s compensation rates that 


average decrease of 


state. 


NEUROMUSCULA 


Sister Elizabeth 
KENNY 
Foundation 
National Headquarters + Minneapolis, Minnesota 


168 


Increased workmen’s compensa- 
tion benefits are under consideration 
by a number of state legislatures. 
Such measures have been given final 
passage in Ohio and Wisconsin and 
have been given initial approval by 
the Massachusetts Senate and been 
favorably reported by a Pennsyl- 
vania House committee. 


LIABILITY RATE INCREASES 


Revisep OWNERs’, landlords’ and 
tenants’ bodily injury liability insur- 
ance rates for classifications rated on 
area or frontage filed by the Na- 
tional Bureau of Casualty Under- 
writers became effective September 
2 in Alabama, Kentucky and Ohio. 
The changes result in an average in- 
crease of 30.0% in Alabama, 8.1% 
in Kentucky and 17.60 in Ohio. 


BLUE CROSS RATE 
INCREASE 


Tue New Jersey insurance depart- 
ment has approved an increase in the 
rates of the Hospital Service Plan 
of New ( Blue al- 
though the increases are lower than 
those requested by the organization. 
Farnily group rates are incveased 
14.9% and the non-comprehensive 
form 17.5¢¢. Rates for the new de- 
ductible contract are reduced about 


> Sc 
6.) 


Jersey Cross) 


FIRE RATE INCREASE 
DENIED 


OKLAHOMA State Insurance 
Board has rejected a filing of the 
Oklahoma Inspection Bureau which 
called for an increase of 6.3% in fire 
insurance rates. A major factor in 
the decision was the omission of 
1958 experience from the filing. 


W. C. RATE DECREASE 


REVISED WORKMEN'S compensation 
rates filed by the Compensation Rat- 
ing and Inspection Bureau of North 
Carolina that 
The changes re- 


ult in an average decrease of 2.3% 


became effective in 


state on October 1 
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‘eports on 


companies 


ALLSTATE Insurance Companies 


Skokie, Illinois 
Enter A & H Field in N. Y. 


Since August 31 these companies have been offering 
individual accident, sickness and hospitalization policies 
in New York state 
to age 65 and offers eight separate coverages or any 
combination of them in one package policy. Available 
in the policy is protection against loss of income, acct- 


Phe policy is guaranteed renewable 


dental loss of sight or limb and protection for the family 
against hospital bills, surgical bills, doctor's bills, major 
medical expense and accidental death 


AMERICAN INDEPENDENT Reinsurance 
Company, Orlando, Florida 


Stock Dividend 


Directors of this company declared a stock dividend 
of 5%, pavable October 30 to stockholders of record 
October 5. This will increase capital from $882,000 to 
$926,100. 


AMERICAN MANUFACTURERS INSURANCE 
Company, Chicago, Illinois 


Executive Elections 


Paul I. Thomas, general adjuster of the fire division, 
has been elected vice-president and John N. Blackman, 
formerly head of the ocean marine department in New 
York City, has been elected assistant secretary of this 
company. 


AMERICAN SURETY Company of New York 
New York, New York 


Stock Dividend 


Directors declared a stock dividend of 4% (one addi 
tional share for each 25 held) payable October 1 to 
stockholders of record September $4. The stock dividend 
is in lieu of the declaration of cash dividends during the 
last half of this vear. 
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AUTO MUTUAL Life Insurance Company 


Philadelphia, Pennsylvania 
Moves Office 


This company has moved its principal office from 
4847 North Broad Street to 4922 North Broad Street, 
Philadelphia 41, Penna 


THE CELINA GROUP 
Celina, Ohio 


Executive Elections 
At a special board meeting Otto F 


merly president, 
this group. C. M 


Rentzsch, for 
was elected chairman of the board of 
Montgomery, formerly secretary and 
treasurer, succeeds Mr. Rentzsch as president and Don 


W. Montgomery, 


was elected executive vice president 


formerly assistant secretary-treasurer, 


CHEROKEE Insurance Company 


Nashville, Tennessee 
Stock Exchange 


Stockholders of the Cherokee Insurance Company, 
Nashville, voted September 21 and stockholders of the 
Cosmopolitan Lite Memphis, 
voted September 29 on a plan to exchange the stock 
of the two companies 


Insurance Company, 
The exchange is to be on the 
basis of one share of Cherokee for each 4! shares of 
( osmopolitan. Stockholders of the Cherokee authorized 
an additional 760,000 shares of stock of which 225,000 
will be issued in the exchange 

Under the plan, the Cherokee Life Insurance Com 
pany, a wholly owned subsidiary of Cherokee Insurance 
Company, will continue the business of Cosmopolitan 
Cherokee Life was organized in 1956 but has remained 
inactive. Cosmopolitan was chartered in 1923 and has 
written a full line of ordinary and industrial insurance 
In March of this 
vear David KK. Wilson, president of Cherokee Insurance, 


in Tennessee, Georgia and Arkansas 


was elected president of Cosmopolitan 


EMPLOYERS MUTUALS of Wausau 


Wausau, Wisconsin 
Executive Vice President 


J. M. Sweitzer, formerly a vice president, has been 


named executive vice president of these companies suc 


ceeding Robert S. Hagge, resigned. 


FARMERS MUTUAL Automobile Insurance 
Company, Madison, Wisconsin 


New Vice Presidents 


Howard Haves, W. B. Kinnamon and \mory ©. 


Moore have been elected vice presidents of this com- 
Cc ntinued n the 


next ¢ 
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FARMERS MUTUAL-—-Continued 


pany, Hayes is vice president, underwriting, Kinnamon, 
vice president, agency and Moore, vice president, claims. 


FARMERS' MUTUAL Life Insurance Company 


Wilmington, Delaware 
Deviating Basis 


This company changed its form of operation from a 
dividend-paying company to a deviating company on 
September 1. The writes fire, allied lines, 
residence theft, and personal liability in Delaware and 
Pennsylvania, 


company 


REINSURANCE BROKERS 


Exclusively 


4 


4 More than a quarter century of constant 
4 progress and growth through unexcelled 


z service to insurance companies. 


FIRE 
CASUALTY 
* BONDS * MARINE 
* WINDSTORM * HAIL 
* ACCIDENT AND HEALTH 


4 
4 
4 
é 
¢ 
¢ 
é 
* AVIATION 8 
é 
LIFE 
é 
¢ 
é 
é 
é 


¢ A.E. STRUDWICK CO. $ 


x 810 Baker Building 208 South LaSalle Street 4 
% Minneapolis 2, Minnesota Chicago 4, Illinois 4 
4 
V'Ederal 9-584 CEntral 6-9141 & 
Large Enough to Serve You Well... : : 
Smal! Enough to Want to g 
é 
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INTERSTATE Fire and Casualty Company 
Chicago, Illinois 


Senior Driver Coverage 


k:ffective September 1, this company introduced its 
Senior Driver Automobile Coverage in Illinois. The 
new coverage is for people over 65 and was first tested 
in a southern area. The company states its rates are in 
some instances well below regular rates and that it is 
offering any limits of liability desired. 


MID-UNION Indemnity Company 

Elgin, Illinois 

PUBLIC NATIONAL Insurance Company 
Miami, Florida 


Insolvent 


Charging insolvency of the company, the Florida In- 
surance Department on August 14 filed a petition for 
appointment of receivership of the Public National In- 
surance Company in the Leon County Circuit Court. 
On the same day the California assets of the company 
were placed under conservatorship of the California 
Insurance Department by order of the Superior Court 
of Los Angeles County. 

A financial statement of the Public National's condi- 
tion as of May 31, 1959 disclosed total admitted assets 
of $3,867,706 and liabilities of $4,391,300 leaving an 
impairment of $523,654. This impairment reflected 
amortized values for bond holdings. With such hold- 
ings on an actual market value basis, the deficiency 
Was an estimated $280,000 greater. 

On August 13 Director of Insurance Gerber of Illinois 
filed a complaint seeking rehabilitation of the Mid- 
Union Indemnity Company, Elgin, in the Circuit Court 
of Kane County. The complaint charged that an in- 
vestigation by the department, insofar as it could be 
conducted, showed the company to be insolvent. 

Judge Charles Seidel of the Circuit Court on August 
31 issued an order to the Illinois insurance department 
to take possession of the Mid-Union Indemity Com- 
pany, Elgin, for rehabilitation of the company. 

Control of the Public National was acquired in Octo- 
ber 1958 by the First American Acceptance Corporation 
of Elgin which at the end of 1958 owned 58.05% of the 
then outstanding stock. The First American Acceptance 
Corporation also has a large financial interest in the 
Mid-Union Indemnity Company. Additional resources 
of SS800,000 were reported contributed by the First Ac- 
ceptance Corporation to the Mid-Union Indemnity in 
May 1959. 


MISSION Insurance Company 
Los Angeles, California 
New Offices 

The Mission Insurance Company (formerly Mission 
Indemnity Company) and Sayre & Toso, Inc.; W. B. 
Brandt & Co., Inc, have moved into new headquarters 


at 300 South Hobart Boulevard, Los Angeles. 
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MUTUAL BENEFIT Health and Accident 


Association, Omaha, Nebraska 


ST. PAUL HOSPITAL and Casualty Company 
St. Paul, Minnesota 


Buys St. Paul Hospital and Casualty 
Executive Appointments 


The Mutual Benefit Health and Accident Association 
has purchased control of the St. Paul Hospital and 
Casualty Company, St. Paul, Minnesota, for an undis- 
closed amount. It plans to operate the company and its 
affiliate, the Wisconsin Casualty Association, Milwau- 
kee, with the present management and agency personnel, 
Oscar Lipke, who has been general manager of the St. 
Paul Hospital and Casualty, has been named vice presi- 
dent and will be in charge of all operations with head 
quarters in St. Paul. 

In organizational changes due to the growth of the 
company, Emerson S. Adams, Neil L. Criss, M.D., and 
Philip FE. Horan were named senior vice-presidents of 
Mutual of Omaha. Gale E. Davis, Frank J. Hogan, 
W. J. Maginn and D. D. Ulfers were appointed execu- 
tive vice-presidents. 


NATIONAL FIRE Insurance Company of 
Hartford, Hartford, Connecticut 


Extra Dividend 


Directors of this company have declared an extra 
dividend of $.40 per share. It will be paid December 1 
to stockholders of record November 13. 


PACIFIC EMPLOYERS Group 


Los Angeles, California 
Enters Life Field 


This group is entering the life insurance field through 
the California Union Insurance Company, which has 
received a certificate of authority to write life insurance 
Operations at first will be limited to California and han 
dled through the present agents and brokers of the 
Pacific Employers Group. The California Union was 
acquired in 1954 by the Pacific Employers Insurance 
Company and since then has limited its activities to 
California and to the writing of workmen's compensa- 
tion. 


SECURITY INSURANCE Company of 


New Haven, New Haven, Connecticut 
Stock Dividend 


Directors of this company have declared a 3% stock 
dividend pavable November 2 to stockholders of record 
October 16. They also declared the regular quarterly 
cash dividend of $.20 per share payable the same date 
to stockholders of record ¢ ictober 9. 


For October, 1959 


THE ANSWERS 
TO YOUR 
REINSURANCE 
REQUIREMENTS 
ARE YOURS 
FOR THE 
ASKING 


EXCESS OF LOSS 
PRO RATA 
CATASTROPHE 


Your reinsurance needs receive executive attention 


OCEAN REINSURANCE COMPANY 
CEDAR RAPIDS, 
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SPRINGFIELD FIRE and Marine Insurance 
Company, Springfield, Massachusetts 


Plans Life Company 


This company plans formation of a new company, the 
Springfield Life Insurance Company. The company will 
be incorporated in Vermont to circumvent a Massachu- 
setts law prohibiting a company incorporated in that 
state from writing both participating and non-particti- 
pating policies. Its headquarters, however, will be at 
Springfield, Massachusetts. Monarch Life Insurance 
Company, owned by the Springtield Fire and Marine, 
writes participating forms of insurance. 


SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wausau, Wis. 


HOTEL DULUTH 
Duluth, Minn. 


HOTEL ASTOR 
Milwaukee, Wis. 


HOTEL KETLAW 
Fond du Lac, Wis. 


HOTEL LORAINE 
Madison, Wis. 


HOTEL CALUMET 
Fond du Lac, Wis. 


HOTEL VINCENT 
Benton Harbor, Mich. 


WALTER SCHROEDER, PRES. 


We aim to serve our many insurance company 
friends, executives and agents. 


REINSURANCE 


FRANK 
BURNS inc. 


STUART BUILDING SEATTLE, WASHINGTON 


THE TRAVELERS Insurance Companies 
Hartford, Connecticut 


Named Vice President 


Sterling T. Tooker has been appointed vice president 
and will continue to administer the operation of budg- 
etary controls, expense allocation, research, emplovee 
and public relations and similar general administrative 
affairs of the companies. 


UNION INSURANCE Company of 


America, Inc., St. Louis, Missouri 
Stock Exchange 


The Union Insurance Company of America is being 
transferred from the Union Corporation of America, a 
holding company, to the St. Louis Insurance Corpora- 
tion by means of an exchange of stock based on August 
31 values. All of the fire business of the Union Insur- 
ance has been cancelled prior to the exchange. St. Louis 
Insurance Corporation is a holding company which 
owns the St. Louis Fire and Marine, the Midwestern 
Fire and Marine and the Insurance Company of St. 
Louis, the last two jointly with the General Contract 
Finance Corporation, It plans to increase the capital of 
the Union Insurance and operate it along its original 
line of writing coverage for labor union members. 


new directors 


Agricultural Insurance Company (Watertown, N. Y.): 
John W. Seeger, president of the Seeger-Wanner Cor- 
poration and T. Parker Lowe, president of 
Anchor Casualty Company. Both of these men are direc- 
tors of the Anchor Casualty Company, a subsidiary of 


Minneapoli 


the Agricultural. 


American Southern Insurance Company (Atlanta, Ga.): 
Roy S. Thompson, Jr., president of the company and of 
the Atlanta Insurance Management Corporation, which 
has bought a controlling interest in the American Southern 
Insurance Company; Peyton Anderson, president, Macon 
Telegraph-News, Macon; Winton M. Blount, president 
Blount Bros. Construction Company, Montgomery, Ala.; 
Walter L. Clifton, Jr., president, American Art Metals 
Company, Atlanta: Mills B. Lane, Jr., president, Citizens 
& Southern National Bank, Atlanta; Allison W. Ledbetter 
Co., Inc., Rome: 
Bibb Transit Company, Macon: 


e-president 


L Lewi 


Ir., vi 


Ledbetter-J shnson 
treasurer 


J. D. McLamb, president, First Federal Savinas & Loan 
Assn., Savannah: Wallace D. Malone, Jr., director, First 
National Bank, Dothan, Ala.: Henry J. Miller, attorney 


Alston, Sibley, Miller, Spann and Shackelford, Atlanta: 
William S. Morris, Ill, assi 
Newspapers, Inc., Auc Larkin 
Coils, Atlanta; Hal L. Smith 
Chevrolet Company, Atlanta; Robert R. Snodgrass, presi- 


stant to pre ident Sot theastern 


ta: O. M. Sims, pre 


Smith 


ident 


president. John 


dent, Atlas Auto Finance, Atlanta and Alexander Year- 
ley IV, vice-president, Robinson-Humphrey Company, 
A+ wnta. 
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Firemen's Mutual Insurance Company (Providence, Rhode 
Island): Thomas A. Boyd, executive vice president—ad- 
ministration, General Telephone & Electronics Corpora- 
tion. 


Hartford Fire Insurance Company Group (Hartford, 
Conn.): James W. Foley, president and director of Texaco 
Inc. 


Peerless Insurance (Keene, New Hampshire): Douglas 8. 
Whiting, president of the United Life and Accident In 
surance Company of Concord, N. H. 


Utica Mutual Insurance Company (Utica, N. Y.): Albert 
J. Hall, vice president and member of the executive com 
mittee of the Burnham Corporation, Irvington-on-H 
N.Y. 


con 


UC 


conventions ahead 


18-20 Indiana Ins. Agents Assn. of Md. Emerson, Baltimore. 
19-21 American Management Assn., office management, Roose- 


velt, N. Y. C. 
26-28 Natl. Assn. of Independent Insurors, Sheraton Park, Wash- 
ington, D. C. 
NOVEMBER 
2 American Society of Ins. Management, Inc., 8th annual, 


Drake, Chicago. 

5-6 Michigan Assn. of Mut. Ins. Agents, Statler, Detroit. 

9-12 Mut. Ins. Technical Conf., Edgewater Beach Hotel, Chicago. 

9-12 Transportation Ins. Rating Bureau, Mut. Ins. Technical Conf., 
Edgewater Beach Hotel, Chicago. 

15-17 Kentucky Assn. of Ins. Agents, Kentucky Hotel, Louisville. 

15-18 Indiana Assn. of Ins. Agents, Claypool Hotel, Indianapolis. 

18-19 lowa Assn. of Mut. Ins. Assns., Fort Des Moines Hotel, Des 
Moines. 

19 Insurance Federation of New York, 45th annual luncheon, 
Waldorf-Astoria, New York. 

19-20 Casualty Actuarial Society, Sheraton, Chicago. 

19-20 Conf. of Mut. Casualty Cos., Accounting & Statistical, 
office methods and Personnel, Conrad-Hilton, Chicago. 

19-20 Mut. Ins. Agents Assn. of New England, Somerset, Boston. 

29-30 Arkansas Assn. of Ins. Agents, 30th annual mid-year, La- 
fayette, Little Rock. 

10-4 =National Assn. of Ins. Commissioners, Fontainbleau & Eden 
Roc Hotels, Miami Beach. 


COMPANY DEVELOPMENTS—!rom page 8 


WEST VIRGINIA Admitted 
Swiss Nationa! Ir ; Ltd. (US Branch Mia Fla 
WISCONSIN Licensed 
Federated Rura Cort M W 
Admitted 
h Ams R New York, N 
WYOMING Admitted 
OTTAWA, CANADA Admitted 
PUERTO RICO Licensed 
; f is ‘Rica 
QUEBEC, CANADA Admitted 
Econor a Ltd nd 
F. J. Ryan, Mar. ynada St New! 
Admitted 


REGINA, CANADA 
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UNITED STATES 
CASUALTY COMPANY 


Surety 


Marine 


Home Office 


60 John St. New York 38, N. Y. 


INDIANA CONSOLIDATED 


INSURANCE INSURANCE 
COMPANY COMPANY 
writing 
4 FIRE and allied lines 
Agents 
Wanted in 


HOMEOWNER’S 


Illinois and 


ndiana 
INLAND MARINE 

PLATE GLASS 
Home Office BURGLARY 
Consolidated GENERAL LIABILITY 
Building AUTOMOBILE 
Indianapolis 

COMPENSATION 
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LAST SIX MONTHS 


EDITORIALS 
Accident and Health Experience . Sept. 13 
Cost Factor, The -..-Oct. 14 
Editors’ Corner, The (monthly) .............. Oct. 14 
London Lloyd's 1958 Report Oct. 12 
Stock Underwriting By Leading May 15 
Stock Underwriting By Lincs .............c.cececeecssseeced Aug. 1 
BUYERS & LOSS CONTROL 
Behind the Losses (monthly) ..Oct. 74 
Buyers’ Round Table (monthly) 
Reducing Costs— John L. McMahon Sept. 75 
LIFE AND ACCIDENT and HEALTH 

Accident and Health Developments (monthly) ..... 
Business Man's Business, The (Selling Life) 

Complete Package, The—Bernard John Daenzer ............-. July 55 
Doctor & Insurance, The—-Col. Wim. J. Rushton ........... June 129 
Disability Income Insurance—Howard Q. Skowbo .......... July 25 
Investment Philosophy (Selling Life)—John R. Dykers ..... May 
Mental Health Insurance—John D. Porterfield, M.D. ...... Aug. 32 
Today & Tomorrow Frederic M. Peirce .....2.ceceecuccee June 106 
Visiting Nurse Service—J. F. Follmann, Jr. ............00005 May 29 
Why Major Medical Expense Insurance? Charles Ray Oot, 

LEGAL AND CLAIMS 
Judge Says, The R. M, MacArthur (monthly) ...... Oct. 147 
Legal Spotlight, The (monthly) ................. Oct 
MANAGEMENT & GENERAL 
Acceptable Bureties July 18 
Actuarial Problems of Property Insurance 

L. H. Longley-Cook . ae 
All Risk Physical Damage Insurance—Bradford Smith, Jr...Aug. 37 
Atomic Risks, The— Joseph P. Gibson, Jr. June 67 
Business or Profession?—John H. S. Jamieson ..........4... June 97 
Cargo Costs—Gunther G. Weinstock .............0eceeeees July 71 
Casualty and Surety Rating Bureaus Elmer A. Twaits .....: Apr. 20 
Completed Operations—-Howard B. Clark ..........6..6000055 July 93 
Debit Agent's Market, The-—-Thomas M. Bruce, Oet, 115 
Federal vs. State Regulation—-Robt. N. Gilmore, oO. May 111 
Financing Hospital & Medical Care-J. F. Follmann, Jr. Sept. Oe 
Fire Protection—John L. Kuhn, Jr. .......... 
Guideposts to Survival—Frank Lang Aug. 20 
In Retrospect—T. M. Alezvander, Sr. Aug. 18 
Installment Buying for Property Insurance 

lpr Management Today Robt. H. Brandon .......... June 85 
Liability erdicts— Prof Harry Kalven, Jr., 

Prof Zeisel Sept. 33 
Lightning Losses--Lightning Protection Institute ..........: Aug. 45 
Lloyd’s of London—Albert A. Morey .............00055 ...June 121 
Lower Automobile Insurance Rates— Bernard F Cadden July 69 
Merit Rating—Paul Benbrook May 18 
Moral Hazards & Automobile Unde rwriting 

New Approaches James M. Cahill ...... PAWS 
News from London Denetl Stuart Oct. 139 
New York Responsbility Laws William S. Hults, 

Thomas H. Braun owe Sept. 18 
One Out of Three —Robert A. Rennie, Ph oD SI 
Philosophy of Investment—John Dyhers May 94 
Scientific Sleuth Oct. 185 
Sick Transit, Gorier Monday .J. Wo We€lamroch, M.D. . Oct. 71 
Spreading of Risk, The—J. F. Trawer ..........ccccccceces July 20 
Third Party Financing—Lowia A. Orsini Jan. 59 
Underwriters’ Environment, The C. Griffith .... ... Sept. 20 
Underwriting Experience—-S. Alerander Bell .......... July 49 
Underwriting the Commercial Risk //oward 7 R ussell et. 

OFFICE METHODS 
Are Executive Committees Effective ?—Guy Fergason June 83 
Around the Office——-Guu Fergason (monthly) . Oet. 35 
Retter Letters—Easy as Sept. 118 
Booklets (monthly) Oct. 34 
Circularization of Accounts (1.A.S.A.)- Donald Rk. King ....May 58 
Data Processing Personnel (1T.A.S.A.) J. Regenbura Sept. 9S 
Document and Audit Control (1T.A.S.A Aug. S82 
Electronic Processing J. P. Taheny July 36 
Executive Expense Allowance Guy Fergason May 47 

Expense Control—Part I—Fdward F. 0 May 51 
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Function of Automation, The—Gilhert L. Ker 47 
Management Decision, Part If. (Around the Office) 

Modern Aids to Office Efficiency (monthly) Oet. 30 
Office Equipment Directory (monthly) Oet. 68 
Paper Work Control—Benjamin FE. Smith ....... June 42 
Purchase vs. Rental (I1.A.S.A.)— Walter A. Edoren 
Putting Ideas Across--Guy Fergason ........ Oct. 33 
Sandwiches for a Computor—Herbert F. Cherry . 
Solving the Disbursement Problem Oct. 31 
Value of Personal Contacts, The Guy Fergason 


White Hlouse Office .... 


Sept. 108 


SALES AND EDUCATION 
Agent of the Future, The—Norris C. Flanagin . Apr. 143 
American Agency System, The—James Devo . . Sept. 59 
Business Man's Business, The—William H. Allison .......... May &9 
Closing the Sale— John idam, Get. 148 
Correcting Unprofitable Agents Barnett . 


C.P.C.U, Questions and Answers imerican I 
Part I—Insurance Principles & Practices 
Part II—Principles and Practices ..... : 
Part I1I—-General Education ............... 


Farm Liability Insurance—Thomas M. Stoker 


Great A-V Controversy, The—lobert F. Kilbri 
Making Surveys Practical—James J. Chastian 
New Salesman, The—Thomas M. Bruce, Jr. .. 
Quiz of the Month 
Insurance Principles & P PACtiCeS 
Application of Electronics .............. 


Insurance Contracts 
Sales Slants from Other Fields (monthly) 


nstitute 
May 33, June 25 
July 79, Aug. 638 
.Sept. 29, Oct. 123 
June (4 
Sept. 140 


May 103 
...June 142, July 105 
Aug. 118 
Sept. 136 

102 


Salesman Looks At Underwriting, A—Ralph FE. Zaugmaster . June 18 
Service for the Customer—Frank F. Mueller, Jt -Aug. 101 
MISCELLANEOUS 
Accidental Deaths .... Oct. 7 
Association Notes Oet. 106 
Building Cost Index Oet, 4 
Company Developments Oct. 8 
Conventions Ahead Oct, 175 
Fire Losses Oct. 
Office and Field Appointments . Oet. 191 
igs Stock Quotations 4 
Motor Vehicle Deaths Oct ren 
New Directors ........ Oct. 172 
New Publications: Oct. 138 
Obituaries Oet, 165 
Rate Changes et. 16S 


Reports on Companies 


RATE CHANGES 


Automobi wd 


Neb., Ne N. Y., Ohio, Ore., S. D., Utah, Wash. .......... May 74 
Ala., C 1, Colo., Fla., Ind., Ore., Pa., It. I., Wash., 

Ariz., Fla., Me., N. ¥ Va., Vt, Wise July 78 


Ala... C., Me. BD. New Mex, ROI 


Calif., Ind., Ta., Ky., Mieh., Mo., Nev 
Ind., Towa, Ky, Mich., Nev.. No M., Ohio, Ok 
Hospitalization 
‘ > 


Pa 
Fla., Md., N 
Liability Other ‘than Auto 
Ala., Ariz., Colo., Conn., Del., D. C., Ga., Ind 
Mass., Neb., Nev., N No Dak., Or 
S. Dak., Tenn., I Vt., Wash., West Va., 


Alaska, Ariz., Ark ‘alif., Idahe, Ind 


Mass., Minn., Moe Montana, Okla., Ore, R 
Ala., Ky., Ohio 


Workmen's Compensation 


Ind.. Ky., N. J Ore 
Calif., Fla., Pa 
Mo., N. ©., Ohio, Wise 


Mass., Pa 


Best's Fire 


Towa, 


Aug. 62 
Sept. S6 
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INSURANCE COMPANIES REPORTED ON (FROM 


Aetna Ins. Co., Hartford (Injunction Denied) ............. June = 
(Moves Headquarters) ........... May 143 (New Accident Policy) . 
Agricuitural Ins. Co., Watertown (NOW 
(Stock Issue Approved) .......... May 1438 (Dental Insurance Plan) . - 
(Exchange Effected) ............. July 119 (Sponsoring Bank) ............. Sept. 152 
(Stock Exchange) Aug. 115 Continental- National Group, 
Allied Western Mutual Ins. Co., Kansas City (Consent Injunction) .. ..-.- Aug. 116 
July 122 (Elected Secretary) .......... -Aug. 116 
Allstate Insurance Cos., Skokie Cornbelt Ins. Co., Freeport 
(Name Protected) ............ ...May 143 (Named Vice President) ......... July 120 
(Truck Fleets) ....... we Cotton States Ins. Cos., Atlanta 
(Swiss Subsidiary) ..............4 Aug. 115 (Executive Appts.) ............6. May 144 
(Women's Division) Aug. 115 
(Califormin Rates) .....ccscccccecd Aug. 115 Dixie Auto Ins. Co., Anniston 
(New York Rates) .. ..--Aug. 115 (Executive Vice President) ...... June 162 
(Enter A. & H. Field in N.Y.) Oct. 169 Delta Fire & Casualty Co., Baton Rouge 
Alltrades Ins. Co., Los Angeles (Placed in Receivership) Sept. 153 
(New Company ) ares rer ek The Domestic Mut. Fire Ins. Co., Shamokin 
(Named President) edenewes Aug. 115 (Merged) .. Sept. 11 
(New Vice President) Sept. 11 Dover Mutual Fire Ins. Co., York 
Amalgamated Mutual Automobile Cas, Co., (Moves Headquarters) ........... May 144 
New York 
(Change in Name) : Sept. 151 Eastern Casualty Co., New York 
Amalgamated Mutl. Casualty Co., New York (New Headquarters) ......... ..May 144 
(New Title) .. Sept. 151 Employers’ Group, Boston 
America Fore-Loyalty Group, New York (Hxecutive Appts.) ...ccccccscces May 144 
(Merger Proposed) .............. June 161 (Merit Rating Plan) .. . Sept. 138 
(Merger Voted) ........ ....Aug. 115 Employers Mutual Group, Wausau 
(Branch Office) . Aug. 115 (Executive Vice-president) . Oct. 169 
American Casualty Reading 
(New Accident Policy) tmmaw acta May 143 Farmers Ins. Group, Los Angeles 
(Specified Disease Policies) ...... June 161 Oe a June 162 
July 119 (Heads Truck Exchange) ..... .June 162 
(New Auto Program) F Sept. 151 (New President) ........... ....JdJune 162 
(Appointments) . Sept. 11 (Heads Mid-Century) ....... ..June 162 
American Credit Indemnity Co. of (Heads Fire Ins. Exchange) .....June 162 
New York, N. Y. Farmers Mut. Automobile Ins. Co., Madison 
(Moves Headquarters) ........... May 143 (New Vice-presidents) et. 169 
American Fidelity & Cas. Co., Ric hmond Farmers’ Mut. Fire Ins. Co., Wilmington 
(Leaves N. Y.) Aug. 116 (Deviating Basis) Get. 170 
American General Insurance Cc 0., louston Fidelity & Deposit Co. of Md., Balto 
(New Secretaries) ...........000. May 143 (Stock Split Proposed) .......... May 144 
American Health Ins. Corp., Balto. (Stock Split & Stock Dividend) ..July 120 
May 143 Fidelity Southern Fire Ins, Co., Houston 
American Independent Reins. Co., Orlando (Stock Dividend) ........ Sept. 153 
(Stock Dividend) . ret, 169 Fireman's Fund Group, San ‘Francisco 
American Internal. Underwriters (Executive Changes) ............. May 144 
(Named Chairman) ..............! May 143 (New A & HI Polices) ............May 144 
American Liberty Ins. Co., -aanaaneat (Announces Merit Plan) .........July 120 
(Stock Exchange Rejected) ....../ June 161 (Credit Account Plan) ..........July 12 
American Manufacturers Ins. Co., Chicago (Safe Drivers Plan) . Sept. 138 
(Executive Eleetions) Oct. 16@ Florida Home Ins, Co., Miami 
American Motorists Ins. Co., Chicago (New Vice-president) ..... Aug. 116 
(Stock Increased) ...........- ..June 161 Forest Ins. Co., Atlanta 
American States Ins. Co., Indianapolis (Merger Proposed) -Aug. 117 
(Executive Promotions) ......... June 161 Founders’ Ins. Co., Los Angeles 
American Surety Group, New York (New Vice-presidents) ..........May 145 
eS eee May 143 Frankford Mutual Fire Ins. Co., Phila 
(Elected Comptroller) ........... May 143 (Changes Title) June 162 
(Stock Dividend) ............ Oct. 169 Frankford Mutual Ins, Co., Phila. 
Anchor Cas. Co., St. Paul 14 
(Exchange Effected) .......... .July 119 : : 
(Stock Exchange) .. errr | (Appointed Secretarie g. 117 
The ere Mut. Fire Ins. Co., Shamokin Gibraltar Mutual Ins. Co. Philadelphia. 
(Merged) ...... Sept. 151 (Moves Head Office) . July 120 
Associated Hospital Serv. of New York, N. Rf Grain Dealers Mut. Ins. C 0, Indianapolis 
(Garside Resigns) ..... Sept. 151 une 162 
Associated Lumber Mutuals, Chicago _ (Executive Appointments) Aug. 117 
(Elected President) ...........-. June 161 Great American Group, New York 
Atlantie Mutl. Ins. Co., N. Y. (Named Chairman) ...... + an 
(Executive Vice President) .......July 119 (Competitive Auto Policy) .. July 121 
(Expand Casualty Operations) ...July 119 Great American Ins. Co., New York 
Auto Mutual Fire Ins. Co., Phila June 162 
(Moves Office) ..........- Oct. 169 Great Southwest Fire Ins. Co., P hoenix 
(Executive Vice-President) ..... June 162 
Bankers Mut. Ins. Co. of Adams County, (Reins. by Merchants & Farmers) June 168 
Gettysburg Guaranty Security Ins. Co., Minneapolis 
(Merged) . .. Sept. 11 (Merger Completed) ... Aug. 117 
Leneficial Fire & Cas. Ins. Co., Los Angeles Gulf American F. & C, Co., Montgome ry 
(Named Manager) . Sept. 151 (Merger Proposed) .......... ..- Aug. 117 
Birmingham Fire & Cas. Co., Birmingham 
(Stock Exchange Rejected) haa ees June 161 Harbor Insurance Companies, San Diego 
Butler County Merchants Mutual Fire May 145 
The Casualty Ins. Co. of Calif., Los (Stock Sale) . ; .. Aug. 117 
Angeles Ilardware Mutuals, Stevens Point 
The Celina Group, Celina Hartford Fire Ins. Group, Hartford 
(Executive Elections) . . Oct. 169 (Named Vice-President) ......... May 145 
Central Natl. Ins. Group, Omaha (Business Development uae ) ...June 168 
(Executive Promotions) .........4 Aug. 116 (Elected President) .. Aug. 117 
Central Standard Indemnity Co., Chicago (Building Chicago Office) Sept. 158 
(Moves Headquarters) ........... May 144 Hartford Live Stock Ins. Co., New York 
Chubb & Son, New York ge eee May 134 
Cherokee Ins. Co., Nashville Hastings Mut. Ins. Co., Hastings 
-Aug. 116 (Merged) . Sept. 156 
(Stock Exchange) Get. 169 Hearthstone Ins. Co. of Mass., Boston 
The Cincinnati Ins. Co., Cincinnati (Elected Vice-president) May 145 
Combined American Ins. Co., Dallas Holland America Ina. Co., Kansas ity 
(Executive Vice-president) ......Aug. 116 (Executive Vice P reside nt) Aug. 120 
Combined Ins. Co. of America, Chicago Ilome Insurance Co., New York 
(Moves Headquarters) ........... May 144 (New Vice-Presidents) ......... .May 146 
(Expands Operations) ... ...July 119 Home Owners Mutual Ins. Co., Chicago 
Commercial Union Assur. Co. “ td. London (Elected President) Sept. 156 
(Proposed Acquisition) ......... June 161 Ideal Mut. Ins. Co... New York 
...July 119 (Executive Election) Sept. 156 
Consolidated Mutual Ins. Co., Brooklyn Imperial Ins. Exchange, San Gabriel 
(Named Treasurer) ..... ... July 119 Indemnity Ins. Co. of N. A., Phila 
Continental Casualty Co., Chicago (NOW AGtO July 121 
(New Vice Presidents) ..... ..May 144 (New Vice Presidents) . pee 


For October, 1959 


MAY, 1959) 


Insurance Company of N. A. Cos., Phila. 


(Executive Appts.) .....ccccccces June 163 

(Executive Appointments) ......Aug. 120 
Interstate Fire & Cas., Chicago 

(Stock Spit) July 121 

(Senior Driver Coverage) Oct. 170 


Keystone Ins. Co., Philadelphia 
(Vice President and Secretary) ..Aug. 120 
Keystone Mutval Cas. Co., Pittsburgh 


Liberty Mutual Insurance Co., Boston 


(Change in Procedure) ....... ..-Apr. 171 

(New Dividend Class) ........... Sept. 156 
London Assur. Group, New York 

(View June 163 
Lumbermens Mut. Ins. Co., Mansfield 

(Agency Vice President) ........June 168 
Maine Bonding and Casualty Co., Portland 

(Exchange Offer) ...... 
Marquette Cas. Co., New Orleans 

(Elected Vice-President) ......... May 146 

(Executive Appointment) .. Sept. 156 
Maryland Casualty Co., Baltimore 

(Executive Appointments) caauees May 146 

(Executive Elections) stat 120 


Merchants & Farmers Mut. Fire Ins Co. 
Worcester 


(Reinsures Guarantee) ..........June 163 
Merchant Fire Assurance Corp. New York 
(Stock Dividend) ............«s- June 163 


Mercer County Mutual Fire Ins. Co., 
lennington 


May 146 

(Non-assessable .May 146 
Mid-America F. & M. Ins, Co., Kansas City 

(New Headquarters) .... Aug. i20 
Mid Union Indemnity Co., Elgin 

(License Not Renewed) ..........May 146 

(Insolvent) 170 
Mission Indemnity Co., Pasadena 

(Name Changed) .. Sept. 156 

(Issues Preferred Stock) -.... Sept. 156 
Mission Ins. Co., Los Angeles 

iNew Offices) as Oct. 170 
Mission Ins. Co., Pasadena 

(New Title) . Sept. 156 
The Monitor Mutual Ins., Pontiac 

(Merged) ..... Sept. 156 
Mount iin Standard Ins. Co., Denver 

(Placed in Receivership) Sept. 157 


Mummasburg Mut. Fire Protection Society, 
iettvsburg 
(Merged) . Sept. 151 
Mutual Benetit, Omaha 


(To Insure National League) ....May 146 

(Buys St. Paul Hospital & Cas.)..OQct. 171 

(Executive Appointments) Oct. 171 
Natl. Fire Ins. Co. of Hartford, Hartford 

(New President) Sept. 152 

(Reinsures Natl. Grange Mutual 

(New President) ....JSuly 122 
National of Hartford © ompanies, Hartford 

(Extra Dividend) Oct. 171 
National Union Ins. Cos., Pittsburgh 

(Executive Promotions) ......... June 164 
Nationwide Ins. Co., Columbus 

(Farm Homeowners Package) ....May 146 
New England Reinsurance C ompany, 

(New President) ....... May 146 
New Hampshire Fire, Manchester 

(To Change Name) .............. May 147 
New York Mut. Casualty Co., N. Y. 

(Vice President & Treasurer) ...June 104 

(Elected Vice-president) .........Aug. 120 
New Zealand Ins. Co., Ltd., San Francisco 

(Executive Changes) ........... July 122 
North American Accident Ins. (o., Chicago 

(Elect Secretary) June 14 


North British and Mercantile Ins. Co., Ltd., 
London 

(Fropeses Acquisition) .......... June 161 

(U. S. Direction) .... 119 

Northern Ins. Co. of New York, ‘New York 

Northern Ins. Co. of New York, New York 


(Exchange Offer) ..... Sept. 157 
Northern Mutual Ins. Co., Ephrata 
May 147 


Northern Security Ins. Co., Montpelier 
Northwestern Fire & Marine Ins. Co., 
Minneapolis 


(Merger Completed) . Aug. 117 
Norwich Union Fire Ins. Seec., Ltd., Norwich 

(Purchase Offer) 157 
Ohio Farmers Indemnity Co., LeRoy 

(Changes Name) 


Old Republic Ins. Co., Greensburg 
(Absorbs Coal Mine Operations) .June 14 
Pacific Employers Group, Los Angeles 
(Enters Lite Field) Met. 171 


Pacific Natl Ins. Co., Miami 
eerless Insurance Co., Keene 


(Moves Headquarters) .......... May 147 
Pennsylvania Mutl. Ins. Co., Alburtis 
(Merger Agreement) ..... ae July 122 


175 


| 
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Perkiomen Mutl. Ins. Co., Collegeville Service Fire Insurance Co., New York ; (L. A. Branch Office) ............2 Aug. 121 
(Merger Agreement) ............ July 122 (Elected Treasurer) ............ -June 164 (Named Vice president) tox Oet. 172 
Phoenix of pore Group, ‘New York South British Ins. Co., Ltd., San Francisco Tri-State Mutual Ins. Co., l.uverne ; 
(Mortgage Disability Policy) ....May 147 Aug. 120 (New President) ..............-. May 148 
Preferred Ins. Co., Grand Rapids Southeastern Fidelity Fire Ins. Co. Atianta Union Ins. Co. of America, Ine., St. Louis & 
Be (New President) ....... Aug. 120 (To Write Multiple Lines) ......May 148 (Stock Exchange) .............:; Oct. 172 
Preferred Risk Mut. Ins. Co., Des Moines Southern Ins. Co., Dallas United Medical Service, Inc., New York 
(To Write Fire Insurance) ...... May 147 Springtield Fire & Marine, Springfield a (New Vice Presidents) ..... -May 148 
Public National, Miami (Plans Life Co.) . ne -Oct. 172 United States F. and W., Baltimore 
(Insolvent)... . 170 Springtield-Monareh Ins. Cos., Springtield (Elected Chairman) ....... May 148 
(New Monthly Payment Plan) ..Aug. 120 (Executive Elections) ........... June 164 
Reliable Ins. Co., Dayton Stete Farm Mut. Auto. Ins. Co., Bloomington .... Sept. 158 
(Moves Headquarters) ........... May 147 (Customer Relations) ......... Sept. 158 (Stock Dividend) ............ Sept. 158 
Reliance Insurance Group, Philadelphia State-Wide Ins. Co., N. Y. United States Liability Ins. C¢ ’ ‘King af 
(Coal Mine Operations Absorbed) June 164 (To Write Fire Lines) ........ ..Aug. 121 Prussia 
: Republic ins. Co., Dallas St. Paul Companies, St. l’aul (Moves Headquarters) .......... June 164 
Resolute Ins, Co., Hartford (Increased Dividend) ......... .. June 164 (tien Mutual Ins. Co., Utica 
(Ileads Loss Dept.) -Sept. 157 (New Policy) ....... , ...Sept. 158 Valley Forge Ins. Co., Reading 
Riverside Ins. Co. of America, Little Kock Sterling Fire Ins. Co., Cobleskill (New Auto Program) ....... Sept. 151 
(Introduces Auto Plan) ........./ Aug. 120 (Name Changed) ...... ; Sept. 158 : 
Royal-Globe Insurance Group, New York (Bought by Mut. Benefit) .. Oct. 171 Western Millers Mutual Ins. Co. 
(Marine Manager) . ... Aug. 120 Sterling Ins. Co., Cobleskill Kansas City 
Seottish Union & Natl. Ins. Co, Edinburg Superior Risk Ins. Co., LeRoy (Moves Headquarters) ........... July 122 
(Purchase Offer) Sept. 157 Sept. 157. Western Pacifie Ins. Co., Seattle 
Seaboard Mutual Casualty Co., p hiladelpuia Texas Employers’ Group, Dallas (Change of Address) ...... Aug. 121 
Seaboard Surety Co., New York (Executive Elections) ........... Aug. 121 Western Pioneer Ins. Co., Oakland — 
Security Ins. Co, of New Ilaven, New Haven Trans-America Group, San Francisco (General Manager) uly 122 
(Increased Dividend) ............ June 14 May 148 Wilshire Ins. Co., Los Angel 
(Stock Dividend) Oct. 171 Travelers Insurance Co., Hartford ; (New Company) ..0ccccessass ...Aug. 121 
Service Casualty Company, New York (Executive Promotions) .......... May 148 Wolverine Ins. Co., Battle Creek 
(Elected Treasurer) ............. June 164 (Independent Auto Plan) ... July 122 (Director of Ins.) ............00. June 164 


« « « <LIST OF ADVERTISERS >>> > 


Aetna Insurance Co., Hartford, Conn 
Casualty & Surety Co., Hartford, Conn 
Agricultural Insurance Co., Watertown, N 
: All Steel Equipment Co Aurora, 
“3 America Fore Loyalty Group, New York, N.Y Center Pay 
American Appraisal Milwaukee, Wis 
American Casualty Reading, Pa 


Manning & Sons, T. A., Dallas, Texas 

Marbury & Co., Wm. A., Ruston, La. 

Marshall & Co., A. W., Newark, N. J. ..... 

Melling & Bevingtons, Ltd., Montreal, Cunada 
Minnehoma Insurance Co., Tulsa, Okla. ...... 

Mutual Benetit Health & Accident Ass" n, Omaha, ‘Neb 


; : National Union Insurance Co's, Pittsburgh, Pa 
American Credit: Indemnity Co., Baltimore, Md 7} New Amsterdam Casualty Co., Baltimore, Md 
American Distriet Telegraph Co., New York, N.Y eins 7 New England Reinsurance Corp., Boston, Mass 
American Equity Insurance Group, Miami, Fla ; 0 New York Life Insurance Co., New York, N.Y 
American Fire & Casualty Co, Orlando, Fla. : 7th New Zealand Insurance Co., Ltd., San Franeiseo, Calit 
American Foreign Insurance Ass'n, New York, N.Y North American Philips Co., Ine., Hicksville, N 
American Insurance Co., Newark, N. North American Reinsurance Corp., New York, 
Americon Motorists Insurance Co., Chieageo, 5 Northeastern Ins, Co. of Hartford, Des Moines, Lowa 
Americnn Reinsurance Co,, New York, N.Y Inside Front Cover Northwestern Mutual Insurance Co., Seattle, Wash 
Americun Surety Co., New York, N.Y, 7 Occidental Life Insurance Co., Los Angeles, Calif 
Anchor Casualty Co. St. Paul, Minn ; 152 Ohio Farmers Companies, LeRoy, Ohio .. 
Appleton & Cox, Ine, New York, NOY. . (YToole Associates, Inc., Queens Village, N.Y 
Atlantic Companies, New York, N.Y ‘ . Sb Pan American Companies, Houston, Texas 
Best Industries, Ine Miami, Fla 4S Pastor & Co., Ine., Louis J., Chieago, 
Bituminous Casualty Corp. Roek Island. TL. 7 Paull & Son, Ine., Alfred, Wheeling, West Va 
Booth, Potter, Seal & Philadelphia, Da 166 Peerless Insurance Keene, No .. 
Bowles, Andrews & Towne. Ine Riehmond, Va . 148 Peirce Dietation Systems, Chieage, Tl oh 
Briscoe & Associates, J. Tuell, Chicago, Hl 148 Penna. Lumbermens Mutual Ins. Co., Philadelphia, Pa 3 
Buffalo Insurance Buffalo, Preferred Risk Insurance Co., Fayetteville, Ark is 
Burns, Ine., Prank, Seattle, Wash 72 Providence Washington Ins. Co., Providence, 1 S4 
Bushnell & Co. Alexandria, La 163 Prudential Insurance Co. of America, Newark, N. J - 2 
Caleo Products, Ine., Cincinnati, Ohie Recording & Statistical Corp., New York, N.Y 
Celina Mutual Insurance Co. Celina, 14 Redmond & Shaughnessy, Ltd... Montreal, Canada 
Chubb & Son, New York, N.Y - 10 Reinsurance Ageney, Ine., Chieage, TH : 140 
Clark & Co., Otis, San Francisco, Calit 170 Reinsurance Corp. of New York, New York, 106 
Combined Ins. Co. of Ameriea, Chiengo, Wil Reliance Insurance Co., Philadelphia, Pa 
Commercial Standard Tnsurance Fort Worth, Texas Ritter General Agency, Denver, Colo. 163 
Commercial Union Group, New York, N.Y. ... oo 126 Royal-Globe Insurance Group, New York, N.Y 23 
Conover & Co., Chase, Chieage, Tl 148 Royal Typewriter Co., Port Chester, N.Y, 32 
Consolidated Mutual Insurance Co,, Brooklyn, N.Y 159 St. Louis Unsurance Group, St. Louis, Mo 3 
Constitution Insurance Co.. New York, N.Y. . 144 St. Paul Group, St. Paul, Minn : 
Corroon & Reynolds Group, New York, N.Y rf Schroeder Hotels Corp Milwaukee, Wis 
Crown Life Tnsurance Toronto, Canada Ts Scottish American Group, Hartford, Conn 
Crum & Forster Group, New York, N.Y Security Connecticut Insurance Group, New Conn 
Cudd & Coan, Inc., Spartanburg, So ‘ Seibels, Bruce and Columbia, S. 
Dale & Co. Ltd, Montreal Canada tH Shelby Mutual Insurance Shelby, Ohie 
Dictaphone Corp., New York, N.Y Sheridan & Co., L. J., Chieago, Il 
Diebold, Ine. Film Divo, New York, N.Y, Smith- Corona, Ine., Syracuse, N.Y. 
Dimling, Hlenry, Los Angeles, Calit 14 Southwest Casualty Insurance Co., Fayetteville, Ark 
Edgewater Beach Tlotel, Chicago, TI 


Southern Insurers, Ine., Fort Smith, Ark 


1 
Eiployers’ Group, Boston, Mass 108 Standard Accident Companies, Detroit, Mich 
Employers’ Life Insurance Co.” Boston, Mass Standard Insurance Co., Tulsa, Okla 
Employers Reinsuranee Corp, Kansas City, Mo 122 Stewart, Smith & Co.. New York, N.Y 
Financial General Group, Des Moines, Lowa 27) Stewart, Smith (Canada), Ltd., Montreal, Canada 
Froggatt & Co., Tne., Joseph, New York, N.Y 124 Strudwiek Co., A. E., Minneapolis, Minn 
Fulton Insurance New York 131 Sun Insurance Office, Ltd., New York, N 
Fund Insurance Companies, San Francisco, Calif 10 Superior Insurance Co., Dallas, Texas 
General Insurance Corp, Fort Worth, Texas Swett & Crawford, Los Angeles, Calif 
Greene, Ine., W. New York, N.Y & 15 Thomas Collators, Ine., New York, N 
Haloid Nerox Ine., Rochester, N.Y. . , 12 Traders & General Insurance Co., Dallas, Texas 


Hanover Insurance New York, N.Y 

Hawkeve Security Tosurance Des Moines, lows 
Heritage Mfg. Co., Fort Worth, Texas 

Home Insurance Co., New York, N.Y 

Hooker, Russell Tlartford, Conn 

Houston Fire & Casualty Insurance Co., Fort Worth, Texas 
Howard & Ltd., Robert, Montreal, Canada 

Hunter Lyon, Ine Miami, Fla 


Trans-Canada Assurance Agencies, Ine., Montreal, Canada 
lravelers Insurance Co., Hartford, Conn 

Tressel & Associates, Harry S.. Chicago, 

Trinity Universal Insurance Co., Dallas, Texas 

Uniform Printing & Supply Co., Lowell, Mass. . bY 
United States Casualty Co., New York, N. ¥ 

United States Fidelity & Guaranty Co., Baltimore, Mad 
Utilities Insurance Co., St. Louis, Mo 


diana Insurance Indianapolis, Ind rk 
Co. of North America, Phil a tack Cover Washington Fire & Marine Insurance Co., St. Louis, Me 
International Business Machines Corp... New York, N.Y Western Insurance Ageney, Helena, Mont. . 133 
Inter-Ocean Reinsurance Co. Cedar Rapids, Lowa 171 Weston Co., Byron, Dalton, Mass ms & TY 
Kansas City Fire & Marine Insurance Co., Kansas City, Mo 128 Whiting-Plover Paper Co., Stevens Point. Wis. . 40 
Kansas City Life Insurance Co., Kansas City, Mo 120 Willeox & Co., Ine., Albert, Ne York, ¥ 
Kolob Corporation, Salt Lake City, Utah Wilson & Co., Ltd., A. E., Toronto, Canada 18 
Leonhart & Co., Ine., Baltimore, Md 128 Wolfe, Coreoran and Linder, New York, N.Y 124 14s 
London Group, New York, N.Y 83 Wolverine Insurance Co., Battle Creek, Mich. . 0 
London & Laneashire Group, Hartford, Conn 187 Woodward & Fondiller, Ine., New York, N. ¥ 124-148 
Lumbermens Mutual Casualty Chieago, Tl 145 Woodward, Ryan, Sharp and Davis, New York, N.Y 124-148 
Lumbermens Mutual Insurance Manstield, Ohio 162 Zurich American Insurance Co’s., Chicago, Il 101 
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The man from Travelers can cover all the bases 


There is a distinct advantage in representing The 
Travelers—the company that offers every kind of 
insurance a business or individual needs. For as a 
true multiple-line Travelers agent, he’s got all the 
bases covered. 

Today, approximately 100 basie types of insurance 
in nearly 1,000 different forms are issued by The 
Travelers Insurance Companies. This makes it pos- 
sible for The Travelers agent to sell any type of 


insurance, and through only one home office. And 
he has a continent-wide claim service to support him. 


There are many advantages in being an agent for 
a multiple-line company. The best way to find out 
how much this can mean is to get in touch with The 
Travelers office nearest you. See what they have 
to say—learn how well Travelers agents are doing. 


Why not call or write today? 


Insurance Companies 


All forms of business and personal insurance including Life + Accident + Group + Fire + Marine + Automobile + Casualty + Bonds 
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INA Surety Bonds 
at Lower Rates* 


A contractor’s ability to obtain construction jobs 
often depends upon a small margin in the price he 
estimates. Frequently the lower cost* of an INA 
Surety Bond, available to contractors who qualify, 
determines the success or failure of his bid. The 
INA agent with a future can offer builders wide 
familiarity in the Surety Field, complete facilities 
through 51 Service Offices as well as the lower rates 
that make the difference. Ask the INA Fieldman or 


Bonding Specialist. 


n Louisiana or Texas 


INSURANCE BY NORTH AMERICA 


Insurance Company h America . Indemnity Insurance Company of 


North America + Life Insurance Company of North America - Philadelphia 
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